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Profit 0.9 Percent on Sales in Half... 


Dealers Climb Out of Red 


By Kenneth C. Kelley Jr. 
Staff Writer 
EW-CAR dealers have moved 
out of the red as the result of 
profits in the second quarter, al- 
though returns for the first six 
nonths are only about half what 
y were in the first half of 1960, 
ecording to the National Automo- 
Dealers Assn. report. 

Dealers reported a pretax profit 
of $45 per new vehicle sold or 0.9 
percent on sales in the first half 
of 1961, compared with $81 and 
17 percent last year. 

Through the first three months of 
this year, dealers were showing a 
loss of 0.2 percent on sales or $11 

r new unit retailed. 

For the first half of this year, 20.3 

ent of dealers operated in the 

d. This was much better than the 
first quarter when 39.3 percent 
howed a loss. However, in the first 
ih of last year, only 7.9 percent 
of dealers had an operating loss. 

* eS of 


[ERE was a mixed trend in 
absorption figures for the first 


Car absorption, the proportion of 
fixed expense covered by new and 
used-vehicle gross less selling ex- 

nse, amounted to 42.3 percent in 
the first half. In the first quarter, 
it was 34.3 percent but, in the first 

of last year, it was 49.5 per- 


Service absorption, the propor- 
tion of fixed expense including 
owners’ and officers’ salaries cov- 
ered by parts and service gross, 
Was 56.1 percent in the first half. 
It was 54.7 percent in the first 


quarter and 57.4 percent in the 
first half of last year. 
In summing up the first-half re- 
port, NADA was unusually cheery: 
“At this point, dealer profits were 
well under those of a year ago but, 
with general business conditions on 
the upswing, the outlook for the 
coming months appears to be con- 
siderably brighter than it was then. 
* ok ok 
T year, dealers had built up 
a hopeless inventory of new 
cars With which they struggled 
through the last six months and, in 
many cases, well into 1961. In the 
(Continued on Page 8, Col. 1) 


’62 Output to Open 
On Limited Scale 
For 16 Makes 


By Martin L. Whitmyer 
Staff Writer 

IFTEEN more makers enter the 
’62 model production scene this 
week but little more than token 
output is expected since the ma- 
jority of effort will be put into 
framing, filling parts lines and 
running off a few “pilot” models. 
Scheduled to begin production 
of their new models this week, 
however, are standard Buick, 
Cadillac, Chrysler, Dart, standard 
Dodge, F-85, Imperial, Lancer, 
standard Oldsmobile, Piymouth, 
standard Pontiac, Rambler, Spe- 

cial, Tempest and Valiant, 
Studebaker completed filling its 


~|lines last week but didn’t run any 


Top Cars 


*New-car registrations for sic months: 


1960 
Make Pos. 
Chev. 88),034— 1 
Ford 719,852— 2 
Pontiac 206,213— 5 
Rambler 216,533— 4 
Olds. 176,829— 17 
Plym. 236,228— 3 
Buick 134,597— 8 
Dodge 191,457— 6 
Comet 


54,361—12 
Cadillac 175,822—10 
Mercury 


$0,973— 9 

Chrysler 40,603—13 

Stude. 58,293—11 

15,162 Lincoln  11,822—14 

5,434 Imperial 8,234—15 
193,411 Misc. 287,142 

Tota] All Makes 

2,857,032 3,378,993 
Further details on Pages 34, 36. 


*Connecticut not included fer second 
quarter. 
renee 


784,103 
651,655 
179,474 
173,505 
153,719 
147,938 
138,402 
113,135 
88,931 
72,306 
58,904 
44,592 
36,361 


rrrrrrryrr? 


Larks from the assembly line. The 
first ’62 Lark is scheduled to be 
produced today (Aug. 14). 

Cadillac, Buick, Oldsmobile and 
Pontiac all are scheduled to get 
under way today at their home 


Car output last week 
Car output previous week... ‘32,562 


pike in Detroit, Flint, Lansing 
and Pontiac, respectively, while the 
six B-O-P field units are scheduled 
for five days this. week. 
* 
Gers. “CORP. plants in De- 
troit, Newark, Del, Ham- 
tramck, Mich., and St. Louis are 
scheduled to begin framing ’62s 
today, but the corporation’s Los 
Angeles. unit won’t get back into 
production until next Monday 
(Aug. 21). 
Rambler will begin framing 
today at Kenosha. 
Only United States plants still in 
(Continued on Page 41, Col. 3) 
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Car Supply Up to 55 Days 
Despite Dip in Stock Total 


By Maynard M,. Gordon 
News Editor 

een the national inven- 

tory of new domestic cars final- 
ly dipped below the 900,000 mark 
last month, dealers were coping 
with a larger days’ supply than 
had originally seemed likely at this 
stage of the cleanup. 

July sales, concentrated in bet- 
ter-selling compacts and lower- 
priced standards, resulted in an 
increase in the average supply 
of new cars to the 55-day level 
as of Aug. 1. 

With ’61-model production now 
zeroed out and the first ’62 intro- 
duction dates over a month away, 
the 55-day float is viewed as far 
from critical. But thé upturn in the 
July stockpile in terms of salabil- 
ity made it likely that carryovers 
into the ’62 season will be substan- 
tial for many higher-priced lines. 

* * * 


7 AUTOMOTIVE NEWS analysis of 
dealer stocks showed an Aug. 1 
total of an estimated 887,232 new 
domestic cars, off 3% percent from 
the 916,047 units on hand July 1. 

Besides reaching a model-year 
low, the inventory on Aug. 1 was 
a whopping 13 percent beneath the 
one-million-plus cars which fore- 
doomed the cleanup a year ago. 

Only 420,000 new domestic cars 
were retailed in July, according 

to factory reports. This was a 

slide of more than 22. percent 

from June. 

Many dealers reported, however, 
that higher profits per deal resulted 
from the cautious approach to vol- 
ume in July. 

As the result of extended produc- 
tion of ’61 compacts, the inventory 
of compact cars fell a mere 3,000 
units last month to an estimated 
334,000. This also represented a 
55-day supply at the July selling 
rate. 

* * ad 

yew dealers are as apprehensive 

about the cleanup potential of 
their compacts as they are about 
the increasingly sticky higher- 
priced standards and mediums. 
Hence, the 55-day stockpile of com- 
pacts is expected to prove more 
than adequate in the event of labor 


difficulties next month or other 
unforeseen production problems. 

“Unloading all these loaded big- 
wheelbasers when the market is 
absorbing senior compacts may 
prove more difficult than Detroit 
imagines,” a Chevrolet dealer com- 
mented. 


Senior-compact versions are 
coming this fall from Chevrolet 
(the Chev II series), Ford (the 
Fairlane), Mercury (the Meteor), 
Plymouth and Dodge. To say that 
these models will further aggra- 
vate the problem of stocking all 


* 


Newser Stocks 


In Field and in Transit, 
Domestic Makes 


1,018,334 


August, 
1960 


916,047 


July, 
1961 


887,232 


August, 
1961 
Current Records 
High (1,038,967) - - July 1, 1960 
Low (157,607) - - - Nov. 1, 1954 
© 1961, by Automotive News 


the merchandise would, in many 
dealers’ opinion, be understated. 

In any event, July sales were im- 
pressive mostly from the compacts’ 
standpoint. The 10 compacts bagged 
37.8 percent of last month’s volume, 
which is about where they stand in 
relation to the total inventory of 
new domestic cars. 

A breakdown of compact sales in 
July follows: 

Falcon, 47,553; Rambler, 26,077; 
Corvair, 25,886; Comet, 14, 895; Spe- 
cial, 10,074; Valiant, 10, 012; Tem- 
pest, 9,447; F-85, 6,309; Lancer, 
4,463, and Studebaker, 3,946. 

ca ae ch 

HORTAGES of ’61 models were 

reported on a scattered basis 

throughout the country last week. 
Among the models listed by dealers 
in thin supply were the following: 

Cadillac convertibles, Monza and 
Impala coupes, stripped Ford sixes, 
Chrysler Newports, Falcons, F-85s, 
Specials, air-conditioned wagons 
(Texas dealer), Newport and Plym- 
outh sedans, Bonnevilles, nine- 
passenger wagons, Skylarks, four- 
door Specials, Rambler Americans, 
Tempests, Rambler wagons and 
“everything but convertibles” 
(Buick dealer). 

The Louisville Courier-Journal 
surveyed dealers under the head- 
line, “Car Sales Here Unaffected 
by War Scare, But .. .” 

Dealers in the Kentucky city dis- 
counted reports of panic buying 

(Continued on Page 4, Col. 2) 


Compacts Hit New Peak 
In June Registrations 


OMPACT cars pushed their mar- 
ket penetration to a record 
high in June as the auto industry 
closed out the first half with regis- 
trations of new units trailing the 
1960 pace by 15.45 percent. 

Sales of domestic compacts 
soared to 191,186 units in June, 
good for a record 34.0 percent of 
the market. The previous record 


Shares of New-Car Market... 


First-Half Sales Analysis: '61 vs. ‘60 


JUNE vs, MAY 


Pet, of Pet. of 


Regis., 
MAY 
27.71 
23.72 

5.97 
6.05 
5.20 
4.72 
5.04 
3.89 
3.36 
2.34 
1.97 
1.52 
1.30 


Chevrolet 
Ford 


Oldsmobile 


Plymouth 
Dodge 
Comet 
Cadillac 
Mercury 
Chrysler 
Studebaker 
Lincoln 


5.97 

1,30 

6.58 
*—Miscellaneous figures include imports. 


FIRST HALF—’61-’60 
Pet. of Pet. of 
Regis., Regis., Pet. Pt. 
6 Mos., 6 Mos., Change, 
1961 1960 ’61 vs. ’60 
27.45 26.02 +1.43 
22.81 21.27 
6.08 6.43 
6.28 6.09 
5.38 5.23 
4,84 3.97 
5.18 7.01 
3.96 5.67 
3.11 1.62 
2.53 2.24 
2.06 2.40 
1,56 1.20 
1.27 1.73 
35 
24 
43 


Pet. Pt. 
Change 
During 
Month 
+1.25 
— .60 
+ 22 


43.55 
25.64 
14.55 
6.43 
1.73 
8.10 


was set in May when compacts 
had 32.8 percent. In contrast, the 
domestic compacts captured 25.0 
percent of the market in June, 
1960. 


Registrations of new cars in the 
first six months of this year to- 
talled 2,857,032 units, compared to 
3,378,993 sales in the like period of 
this year. This year’s first half had 
the lowest sales total since 2,370,- 
189 new cars were sold in the first 
half of recession year 1958. 


All figures exclude registrations 
in Connecticut in April, May and 
June because that state’s figures 
are not being received by R. L. 
Polk & Co. If Polk estimates on 
sales in Connecticut in those three 
months are included, the first-half 
sales total is 2,887,453, compared to 
3,411,169 in the first six months of 
last year, 

ok * Bd 

EGISTRATIONS in June to- 

talled 562,653, down 3.95 percent 
from the 585,779 sales in June, 1960. 
With the Polk estimates for Con- 
necticut for June, the totals are 
573,422 this year and 595,864 last 
year. (All other figures in this re- 
port exclude the Connecticut esti- 
mates for April, May and June.) 

Falcon again led the compact 
sales parade in June with 50,831 
registrations. Corvair was second 
with 35,855 and Rambler was a 
close third with 34,834. 

June sales of the other domes- 
tic compacts were: Comet, 19,604; 
Tempest, 10,181; Special, 10,066; 
Valiant, 9,887; F-85, 8,600; Stude- 
baker, 5,764, and Lancer, 5,564. 

Of the 10 lines of domestic com- 
pacts, four—Tempest, F-85, Special 

(Continued on Page 4, Col, 1) 
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Dealers Average 24.7-Day Suppl 
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2%-Year Low for Used-Car Stocks 


W-CAR dealers are operating 

their used-car operations at 
razor-thin inventories that, on the 
average, are the lowest in nearly 
three years. 

The monthly census by Auto- 
motive News shows that as of 
Aug. 1, the average franchised 
dealer held a 24.7 days’ supply of 
second-hand cars. This was al- 
most half of the year’s peak of 
47.5 days, which ushered in topsy- 
turvy 1961 last Jan. 1. 

What is more, dealers report that 
profits are holding firm on clean 
merchandise in the face of ’61- 
model cleanup pressure and the 
earlier introduction dates for ’62 
models. 

‘Tm getting good prices for used 
stuff, much higher than book, and 
that means clear profits,” said a 
Wisconsin dealer. 

Cd ae * 
At THE start of the year, deal- 
ers were literally swimming in 
used cars as a result of the gigantic 


Pontiac, First of ’62 Cars 


backup in anything—new or used— 


with four wheels and an engine. 


For that matter, used-car stocks 
a@ year ago amounted to an average 
32.5 days at the commencement of 
the stickiest new-model cleanup of 
the postwar era, Only 12% percent 
of the dealers were able to boast an 


Auto Sales Up 
15 Pct. in Sweden 


NEW YORK.—Sales of new cars 
in Sweden in the first half of 1961 
totalled 90,383 units, a gain of 15 
percent over the 13,851 in January- 
June, 1960, according to the Swedish 


Automobile Manufacturers Assn. 


Sales in June totalled 19,242, 
nearly 4,600 units more than in the 


same month of last year. 


Volvo tops the list with 22,087 
deliveries, close to 4,000 more than 
a@ year ago. Volkswagen, Opel and 


Saab rank next in that order. 


To Debut, Is Due Sept. 21 


By John E. Walsh 
Staff Writer 
ares and Tempest will be 
the first 1962 models to reach 
the market, making their debuts in 
dealer showrooms Sept. 21, one day 
earlier than Oldsmobile, Cadillac, 
F-85 and the Studebaker Lark. 

All of the ’62 models, with the 
exception of the all-new senior 
compacts to be introduced by 
Chevrolet, Ford Division and 
Lincoln-Mercury, will be on dis- 
play by the first week in October. 
The first ’61 models did not ap- 
pear until Sept. 29. 

Most of the new cars will be un- 
veiled the last week in September. 
These include the Ford, Chevrolet, 
Buick and Chrysler Corp. lines. 

All Chrysler Corp. cars and 
Dodge truck will be introduced on 
Sept. 29, while the Buick and Spe- 
cial will bow two days earlier on 
Sept. 27. 

Neither the Ford Division, Lin- 
coln-Mercury nor Chevrolet have 
announced introduction dates, but 
they are expected to bring out their 
new offerings late in that week. 

x cs + 

O DATE has been announced 

for the Rambler, but it is due 

in showrooms late in the first week 
of October. 

The senior compacts — Ford’s 
Fairlane, L-M’s Meteor and Chev- 
rolet’s Chev II—won’t make their 
appearance until some time later. 

Although no dates have been an- 
nounced, the Fairlane and Chev II 
probably will debut about the same 
time, late in October or early in 
November. The Meteor is expected 
to be introduced late in November. 

The Studebaker Hawk, which has 
undergone. extensive styling 
changes, will be shown for the first 
time in the middle of October. 

Many dealers already have seen 
their new products at announce- 
ment meetings which got under 
way earlier this month. These in- 
clude Oldsmobile dealers in the 
New York district and Cadillac re- 
tailers in the Detroit and Boston 
regions. 

* ae a 

HE schedule for other dealer 

meetings which have been an- 
nounced follows: 

O_LpsMmosiILE: New Orleans, Aug. 
15-16; Detroit, Aug. 20-23; Chicago, 


Sept. 11 Issue... 


Updating the 
















Aug. 28-30; Los Angeles, Sept. 6; 
San Francisco, Sept. 11. 

Cadillac: Atlantic City, Aug. 14; 
Atlanta, Aug. 16; Chicago, Aug. 
18; Kansas City, Aug. 21; Dallas, 
Aug. 23; Los Angeles, Aug. 26; 
San Francisco, Aug. 28; Portland, 
Ore., Aug. 30. 


lanta, Detroit, Des Moines, St. 


York, Richmond, Va., Washington, 
Lansing, Dallas, New Orleans, 
Phoenix, Aug. 25; Louisville, 
Omaha, Salt Lake City, Fargo, 
N. D., Charlotte, N. C., Aug. 28; 
Boston, Buffalo, Pittsburgh, Cin- 
cinnati, Cleveland, Denver, Kansas 
City, Houston, Memphis, San Jose, 
Calif., Jacksonville, Fla., Daven- 
port, Ia. Aug. 29; Indianapolis, 
Minneapolis-St. Paul, Oklahoma 
City, Philadelphia, Aug. 30; Chica- 
go, Rockford, Ill., Aug. 31; Seattle, 
Sept. 1. 

LiINcoLN-MeErcury: New Orleans, 
Aug. 22; Detroit, Aug. 25. Meetings 
are slated in 20 other districts 
through Sept. 15, but the dates have 
not been announced. 

STUDEBAKER-PacKarD: New York, 
Sept. 5; Washington, Sept. 7; Dal- 
las, Sept. 9; New Orleans, Sept. 11; 
Atlanta, Sept. 12; Chicago, Sept. 
14; Kansas City, Sept. 15; San 
Francisco, Sept. 16; Los Angeles, 
Sept. 19. 

* * * 

HRYSLER - PLYMOUTH DIVI- 

SION: Syracuse, Sept. 12; Bos- 
ton, Sept. 13; Santa Monica, Calif., 
Kansas City, Atlanta, Detroit, Sept. 
14; San Francisco, Memphis, Chi- 

(Continued on Page 39, Col. 5) 





Deal Sells 671 Buicks 


In First Six Months 


CULVER CITY, Calif. — Bill 
Murphy Buick was one of the 
nation’s top Buick dealers in the 
first half of 1961 with 671 new-car 
sales, according to Charles 
Speight, Buick zone manager. 


New-car sales were up 32 per- 
cent over the same period last 
year, Bud Bryden, dealership 
general manager, said. Used-car 
sales totalled 924, up 41 percent 
over 1960. 





Auto Imports 


In the Sept. 11 issue AUTOMOTIVE NEWS will report on how 
the imported cars are faring and what the importers are doing to 
hold a place in the big U. S. auto market. Among the features 


planned: 
New offerings by the imports; 


imported cars in operation; price roundup and review; 
dealer; role of the sports cars; handling used imports; 


census of imported-car dealers; 
sales per 
sweeping 


changes in distribution; who’s who among the imports; efforts to 
solve service problems, and reports On major import markets. 


















Forp Division: Newark, N. J. At- 
Louis, Los Angeles, Aug. 24; New 


inventory within the 15-day limit at 
Aug. 1, 1960. 

In contrast, 19.2 percent of the 
dealers were within 15 days on 
July 1 this year, when the aver- 
age inventory had narrowed to a 
26.7 days’ supply. 

The current under-15-day group 
on used cars comprises 24 percent 
of the dealer body, a modern-day 
record unto itself. 

At the other extreme, only 14.5 
percent of the outlets are above the 
30-day supply en their lots, compar- 
ed to 23.1 percent the month before 
and 31.2 percent a year ago. 

* a * 


'ULL-SCALE arrival of ’60 and 

’61 compacts on the used-car 
market is given as the principal 
reason for the bloom in this mar- 
ket. Availability of ’60 Falcons and 
Valiants and ’61 Corvairs at “pop- 
ular prices,” dealers said, has en- 
hanced the attractiveness of room- 
ier standards which were ice-cold 
last year at this time. 

“The used-car market historic- 
ally appeals to the price shop- 
pers,” a veteran dealer comment- 
ed. “Compacts are out in force 
on used-car rows now, and these 
shoppers have reappeared be- 
cause of the pricing factor.” 

An upstate New: York dealer re- 
ported the “best July in 21 years” 
on his used-car lot, a rarity indeed 
in view of the traditional July 
slump from the so-called “spring 
upturn” period. 


Auto-Loan Rise 
Is Largest Since 


August of 1960 


WASHINGTON.—The volume of 
auto credit outstanding increased 
by $116 million in June and stood 
at $17,358 million at month’s end, 
the Federal Reserve Board re- 
ported. 

It was the second straight 
monthly increase after seven 
months in which the credit total 
fell. The June increase was the 
largest since August of last year. 
However, in the year ended June 
30, the credit figure fell by $397 
million. 

Consumer’s total installment debt 
increased by $314 million in June 
to reach $42,441 million on June 30. 

Extensions of new auto loans in- 
creased sharply in June while debt 
repayment fell a bit. New loans 
during the month totalled $1,525 
million, compared with $1,461 mil- 
lion in May and $1,733 million in 
June of: last year. 

Auto debt repayments in June 
amounted to $1,409 million, com- 
pared with $1,419 million in May 
and $1,409 million in June of 1960. 

Of the auto debt outstanding on 
June 30; banks held $7,974 million, 
up $73 million in June and a gain 
of $14 million in the last 12 months. 

Finance companies held an- 
other $7,214 million of the auto 
paper, an increase of $10 million 
in June but $553 million less than 
they held on June 30, 1960. 

Other financial institutions had 
extended $1,680 million of the cred- 
it, a gain of $31. million in June 
and up $164 million in the last year. 

The final $490 million of the 
credit total was. held by auto deal- 
ers, up $2 million in June but a 
drop of $22 million in the last year. 


2 Pct. Sales Tax 


Passed in Texas 


AUSTIN, Tex.—A Texas House- 
Senate conference committee has 
approved the Senate proposal call- 
ing for a 2 percent sales tax on 
all items costing 25 cents or more. 

The measure has been sent to 
Gov. Price Daniel, who has ex- 
pressed opposition to the tax. 

Under the bill approved by the 
House, the 2 percent tax would 
have been levied on all purchases 
of $5 or more. 








Sales Records for Imported Cars 
13 Months . 13 Years 

. Gain 
‘he ikeee- ps 
tration 

Pp f Over Pre- . 

Units Industry vious Month Gatto:  Seteoney. views Some 
June ’60 43,309 = 7.27 3.12 | 1949 ...... 12,251 25 —45.65 
July ...... 43,587 7.97 9.63 | 1950 ...... 16,336 26 4.00 
Aug. ..... 42,577 8.10 1.63 | 1951 ...... 20828 41 57.49 
1952 ...... 29,299 .70 710.78 

Sept. ...... 40,441 8.82 8.90 
1953. ...... 28,961 50 —28.57 

TL: annie 36,704 6.70 —24.04 
1954 ...... 32,403 59 18.00 
Ni OVe covers 32,479 5.98 — 10.75 1955 ged 58,465 82 38.98 
Dec. ........ 32,334 5.94 —0.67 | 1956 ...... 98,187 1.65 101.22 
Jan. ’61.. 25,594 6.19 4.21 | 1957 .....206,827 346 109.70 
Feb. ...... 26,772 7.14 15.35 | 1958 ......378,517 813 134.97 
Mar. ...... 34,067 7.10 — 56 | 1959...... 614,131 10.17 25.09 
April .... 32,344 663 — 6.62 | 1960...... 498, 7.58 —25.47 

May ....... 34,374 6.39 — 3.62 | 1961 

June ...... 36,079 6.41 0.31 | to date..153,151 662 12.66 


© 1961, Automotive News 





VW Record Spurs Imports 
To 1961 High in June 


ECORD-BREAKING sales of 
Volkswagens gave United States 
registrations of new imported cars 
another lift in June, according to 
the R. L. Polk & Co. report. 

June’s all-make import total of 
36,079 cars was second in the cur- 
rent model year only to the 36,704 
units retailed last October.. How- 
ever, the June total of a year ago 
—43,309—was nearly 17 percent 
larger. 

Volkswagen breezed to an alltime 
high in June with a tally of 16,267 
cars. This eclipsed VW’s previous 
peak of 15,881, racked up in March 
this year, and was one-third high- 
er than the West German make’s 
volume in June of last year. 

Import-car business in June also 
benefitted from a Renault gain to 
a model-year high and seasonal 
pickups for sports cars. Renault 
advanced to 4,061 sales in the 
month, not exceeded since last Sep- 
tember’s 4,165. 

oa * * 

Wut Connecticut unreported in 

official Polk computations for 
the third month in a row, imported 
cars finished up the first half at 
189,077 units. This undercut the 
January-June volume of 1960 by 
29.2 percent. 

Imports accounted for 6.62 per- 
cent of all new-car registrations in 
the first six months, continuing a 





Anti-VVandalism Bill 


Wins House Approval 

WASHINGTON. — House of 
Representatives, by voice vote, 
has approved a bill prohibiting 
destruction or injury to property 
moving in interstate or foreign 
commerce. 

Hearings held on the bill ear- 
lier in the session revealed no 
opposition to the bill. 








93.9 Percent of 


Business Barometer 


Automotive News Economic Index— 


97.3 Percent of Like Week Last Year 


(Aug. 14, 1961) 


decline that began in 1959 and con- 
tinued last year. The June penetra. 
tion for imports, however, edged up 
to 6.41 percent form May’s 6.39 per- 
cent, though trailing the 7.27 per- 
cent recorded in June a year ago. 
Volkswagen’s boom in June re- 
stored its share of the import 
market to 46.49 percent, almost 
equalling its March penetration 
of 46.62 percent on slightly lower 
volume. VW’s penetration this 
year ranged from 52.45 percent in 
January to 43.07 percent in May, 
Among domestic makes, nine 
brands recorded higher sales than 
Volkswagen in June. The 88,931 
registrations credited to ninth-place 
Comet for the first half barely sur- 
passed VW’s total of 87,904, which 
also set a VW record. 
* * * 


+ ig THE first half, not counting 
Connecticut, VW raised its re- 
tail deliveries 15.6 percent above 
the same six months of 1960. Buick, 
Comet, Chrysler and Lincoln were 
the only domestic gainers in the 
first half. No other gains were reg- 
istered among Top Ten import 
makes. 

The steady recovery in Renault 
sales allowed the French make to 
rack up 19,860 first-half sales, com- 
pared to 38,247 a year before. Re- 
nault tightened its grip on second 
place in the June returns, more 
than tripling third-place Triumph’s 
1,185 sales. 

June gains from May were 
scored by Triumph, which shot 
from sixth to third; Metropolitan, 
which moved from seventh to 


sixth; MG, from ninth to eighth, 


and Austin-Healey, from 10th to 
ninth. 

English Ford and Fiat declined 
from May, each falling a notch to 
fourth and fifth places, respective- 
ly. Mercedes-Benz dipped from fifth 

(Continued on Page 38, Col. 4) 






Last Week 






Percent of 
Percent of Like Week 
Last Week Last Year 

























Auto Production .......... caepen 32,562 - 43.5 31.4 
Truck Production ............... 12,941 58.0 92.3 
Auto Registrations—Year to Date.. 2,857,032 84.6 
Truck Registrations—Year to Date. 432,757 a 88.5 
Steel Production—Tons ......... 2 1,850,000 101.8 120.4 
Lumber Production—Beard feet ... 231,649,000 105.9 98.4 
Paperboard Production—Tons ... 328,490 103.7 101.9 
Soft Coal Output—tons ......... 8,140,000 104.5 98.5 
Oil Refinery Output—Barrels ..... 52,137,000 98.9 104.1 
Electric Output—Kilowatt hours . 16,137,000,000 100.5 106.7 
Barometer Freight Car Loadings 312,860 100.2 95.9 
Department Store Sales Index .. 125 102.5 102.5 
Stock Market Price Index ....... 137.1 101.6 121.1 
U. S. Government Spending 

Fiscal year to date ...........00. $8,670,006,000 elt 112.4 
Commercial and Industrial Loans $31,320,000,000 99.8 100.4 
Savings Deposits ................ $28,823,000,000 100.1 sm 
Used-Car Prices—Average ....... $1,043 98.2 107.6 
Business Failures ................ 406 127.3 150.9 
Common Common 
Stocks Aug.? Aug.2 1961 Range Stocks Aug. 9%. Aug. 2 1961 Range 
AMC....... 17 175%_—-21%4-16% a... cake 535% 51% 55%4-42% | 
Chrysler....51% 48 52-37% Mack....... 49%, 48%, 5056-32% | 
Ford....... 93V, 90%, 94 -63% deere 7% 7%, 92-7 
GM........ 47%, 47%, 49-40% White...... 55% 55% 6012-40% 
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Hi: import car market still has 

plenty of zing left in it, in spite 
of the tendency of many American 
auto men to write it off. 

New ideas and new devices are 
in the works and soon will be 
crossing the seas to this biggest 
of all auto markets. 

In current thinking concerning 
auto imports, the tendency is to 
jook backward. The cars from over- 
seas jolted the American makers 
py appealing strongly to United 
States buyers, despite the numer- 
ous distribution obstacles. They set 
the stage for what we call the 
compact cars and signaled fresh 
consideration of the deeply en- 
trenched American idea of styling 
obsolescence—or change just for 
the sake of change and the style 
a * * * 


Looking Ahead 


UT backward thinking by no 

means represents the attitude 
of Mercedes-Benz sales executives 
and their dealers. 

I spent the last 10 days travelling 
from Vienna to Salzburg, to Munich 
and then to the factory headquar- 
ters at Stuttgart with a group of 
140, composed largely of dealers 
and wives. 

Without exception, the dealers 
as well as the sales executives 
look for a rise in Mercedes sales 
despite a decline in imports gen- 
erally. How come? 

Well, Mercedes-Benz dealers have 
been selling Mercedes cars to Cad- 
ilac owners in spite of the fact 
that Mrs. Cadillac Owner has look- 
ed down in horror to find a clutch 
in the Mercedes. Good salesmen 
find it possible to sell a man on the 
idea that manual shifting provides 
more positive control over a ve- 
hicle and is a mark of proficiency. 
Women are pretty deaf to this line. 

So you can imagine what it 
means to the American Mercedes- 
Benz dealer to learn that an au- 
tomatic transmission will be 
available on 220 S (for deluxe) 
models this fall, and, as produc- 
tion increases, further down the 
line next year. 

This is a major breakthrough, 
details of which are off the record 
until new-model material is re- 
leased Aug. 17. 

Wee ie 


How About DKW 


IDING from Munich to Stutt- 

gart on the autobahn with J. 
Bruce McWilliams, vice-president 
of Mercedes-Benz 
sales in the U. S., 
in a 300 SL (we 
had to get it up 
to 120 miles an 
hour to pass a 
Porsche), I re- 
marked: 

“Dealers Seem 
unanimously up 
on the Mercedes 
and unanimously 

— down on the Auto 
4. B. McWilliams Union DKW 
(Auto Union was taken over by 
Daimler-Benz a couple of years 
ago.) 

“Is there any future for the two- 
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cycle engine?” 


(The DKW, like Saab, uses a 
two-cycle engine which requires 
the owner to tell the gas station at- 
tendant to put in the gas tank a 
quart of oil with every eight gal- 
lons of gas. Incidentally, McWil- 
liams built the Saab dealer network 
in the U. S. from dealer No. 1 be- 
fore joining M-B. 

(If you are confused by M-Bs 
and D-Bs, Daimler-Benz is the 
parent organization in Stuttgart. 
It sells cars to Daimler-Benz of 
North America, headquartered in 
New York. This firm in turn sells 
the cars to Mercedes-Benz in South 
Bend, which is a subsidiary of Stu- 
debaker-Packard. This distribution 
tieup is understood to be the only 
relationship between D-B and S-P, 
although at one time Daimler 
owned some preferred stock in S-P. 

(And while we’re on the subject 
of relationship, many Mercedes 
dealers also are Studebaker deal- 
ers. Some of these remarked on 
the resemblance the 1962 Stude- 
baker grille will bear to the long- 
established Mercedes grille. 

(What do the Daimler people 
think about this? Those I talked 

oe ok ok 





Eye-Catcher— 


This unusual structure at the 
Benz factory branch at Munich caught the 
imagination of J. Bruce McWilliams, Mer- 


Daimler- 


cedes-Benz sales vice-president. It has 
lights in the ceiling and could be used 
as a shelter for light service work or an 
eye-catching car display. McWilliams hopes 
to bring the idea to the U. S. 
* Eo * 

with considered the question with 
a great deal of grace and vague- 
ness. 

(“I must say, though,” a Mer- 
cedes man remarked, “the Daimler 
people didn’t bat an eyelash when 
Egbert (Sherwood Egbert, S-P’s 
new president) led them in to see 
the new Studebaker models. Per- 
haps they had gotten wind of the 
resemblance.”’) 

But what about the DKW? Is it 
going any place in the U. S. mar- 
ket? 

- * 


Has Advantages 


“ou know,” said McWilliams, 
“the two-cycle engine has truly 
amazing potential. It produces high 
torque, it is extremely simple and 
has fine economy. Up till now the 
big problem has been in staying 
with customers long enough to get 
them to know how to handle a car 
=e different from the convention- 
al. 

“Here, again, a breakthrough is 
coming. I can’t tell you too much 
about it now, but on Sept. 7 we’re 
slated to announce an oil-reservoir 
device which, I believe, will elimi- 





nate most of the major sales bar- 
riers to the DKW. 

“This will be the first big 
change representing Daimler en- 
gineering thinking. Oil and gas 
will be mixed under pressure, 
permitting a ratio as high as 100 
to 1. 

“And this overcomes the big 
psychological barrier. The owner 
need no longer worry about re- 


membering to have oil put in his 
(Continued on Page 40, Col. 4) E 
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New Home of Kentucky Dealership— 


Moran & Hyde (Ford-Mercury-Comet) has opened its new home on a five-acre site 


Dealer Prospers 
g |As Own Manager 


Overhead Eliminated, 
Efficiency Raised 


ARVEY GELLER, a recent ad- 

dition to the dealer body in the 
Detroit area, has one overriding 
idea in his theory of how to man- 
age a dealership. He sums up the 
idea this way: 

“I do it (the managing) myself. 
I don’t hire a lot of expensive, 
nonproductive hands to do it.” 


The Geller system of stream- 








at the city limits in Glasgow, Ky. The office, showroom and parts department of the| jineq management works this way: 
70-by-192-foot building are air-conditioned, and there is a television room for cus-| Geller is his own sales manager, 


tomers. The dealership is operated by Leslie Moran and Gillie T. Hyde. 


Federal Reserve Banks Report... 


Economy Curves Up 





new-car manager 
and used-car 
manager. He is 
the one person in 
charge of sales of 
new and used. 
cars, the inven- 
tory of new cars 
and the stocking 
and selling on the used-car lot. 


Business 
Manage- 


ment 
Feature 





On Mild Recovery 


By Kenneth C. Kelley Jr. 
Staff Writer 


A MILD recovery is pushing the 
economy well above the reces- 
sion level of last winter and early 
spring, a survey of recent publica- 
tions from the Federal Reserve 
banks shows. 

The Federal Reserve Board’s 
report on bank debits showed the 
debits total for the April-June 
quarter was higher than the com- 
parable year-earlier total in 11 of 
the 12 Federal Reserve districts. 
The Cleveland District was the 
only one showing a decline. 

Here are some of the comments 
of the individual Federal Reserve 
banks about business conditions at 
the district level. 


o* 
New England | 

ILE some indicators continue 
to lag, figures from the Boston 
FRB show that some types of bus- 
iness activity in New England are 

already ahead of the 1960 pace. 
Department store sales were 6 


4) NADA Opposes 


Douglas Loan Bill 


As Unnecessary 


ASHINGTON. — The National 

Automobile Dealers Assn. last 
week filed its formal statement op- 
posing the Douglas truth-in-lending 
bill. Excerpts follow: 

“NADA strongly favors a truth- 
ful and complete disclosure to the 
purchaser of an automobile or 
truck of all pertinent details of the 
transaction, including finance 
charges and an itemization of in- 
surance costs and all other charges 
which are to be paid by the pur- 
chaser—but expressed in dollar 
terms that the customer can read- 
ily understand. 

“However, NADA is opposed to 
the enactment of S. 1740 because it 
is convinced that this legislation 
would do more harm than good to 
both the purchasing public and the 
retail automotive industry. 

“Some of the reasons for our po- 
sition are as follows: 

“1. The bill is unnecéssary. 

“Today 39 states and the Dis- 
trict of Columbia have laws and 
regulations requiring a disclosure 
to the customer of the time price 
differential or finance charge in 
retail installment sales of motor 
vehicles. 

“Within the past month alone, 
Vermont and New Hampshire have 
passed ‘full disclosure’ laws and 
several other states have such leg- 
islation under active consideration. 
It must be assumed that those 
states which have enacted this leg- 
islation are competent to decide 
what kind of law best suits their 
needs. 

“Yet, not one of these states re- 
quires that finance charges in the 
installment sale of motor vehicles 
be stated in terms of a simple an- 
nual rate on the outstanding un- 
paid balance of the obligation, as is 
required under the provisions of 
S. 1740. 


“Parenthetically, it is interesting 
(Continued on Page 39, Col. 1) 





percent above the year-ago total 
when the national average was 
showing a gain of one percent, 
Gains in construction-contract 
awards and production of elec- 
tricity in New England were also 
ahead of the national figures. 

On the weak side were figures 
which showed that employment in 
New England is one percent under 
the year-ago total and business 
failures were up 3 percent. 

* * * 


New York 


T= national money market ap- 
pears able to support a vigor- 
ous recovery, although the upswing 
has yet to display much vigor, fig- 
ures from the New York FRB indi- 
cate. 

In general, interest rates are 
fluctuating in a narrow range at 
a rather low level. Those seeking 
loans in the face of current un- 
certainties were offered good 
rates. 

The banks of the nation are 
carrying substantial excess re- 
serves at their Federal Reserve 
banks. The reserves could quickly 


be turned into new loans. 
* * o* 


Philadelphia 
> spots just about equal the 
strong points in the Philadel- 
phia District, the FRB there re- 
ported. 

Construction - contract awards 
were 10 percent above the total 
for the comparable 1960 month, 
bank loans showed an 8-percent 
gain and department store sales 
were up by one percent. 

On the other hand, employment 
was down 5 percent, coal produc- 
tion was off by 8 percent and the 
man-hours worked in manufactur- 
ing dropped by 8 percent. 

* * * 


Richmond 


‘Tex Richmond FRB reported 
that general business activity in 
its district “has continued to 
strengthen.” Employment is_ in- 


creasing in all major areas with 
(Continued on Page 38, Col. 1) 


Geller feels that there are at 


least three advantages in this sys- 
tem: 


1. It saves money. “If too many 


hands dip into every deal with to- 
day’s close trading, there won’t be 
anything left.” 


2. It is more efficient. In some 


dealerships, the salesman .starts a 


deal, the sales manager wants a 


little more gross in the deal, the 


used-car manager won’t take the 


used car for the amount mentioned 
in the first appraisal, 
gets into the act and finally the 
dealer has to rule over all the com- 


the closer 


peting interests. As Geller puts it: 
“You can’t have 16 people voting 
on every deal.” 
3. It pleases the customer, Geller 
(Continued on Page 41, Col. 1) 


Gorman to Succeed 


Elmendorf Sept. 1 


LOS ANGELES.—James A. Gor- 
man has been named executive 
vice-president of the Motor Car 
Dealers Assn. of Southern Califor- 
nia and the Los Angeles Motor Car 
Dealers Assn. He will join the 





James A.Gorman _C. H. Elmendorf 


groups Sept. 1 and assume his new 
office Jan. 1. 

Gorman, who has managed the 
Missouri Automobile Dealers Assn. 
since 1950, succeeds Charles H. 
Elmendorf, who will go into semi- 
retirement after more than three 
decades with both associations. 
Elmendorf will continue in a con- 
sultant capacity on a limited-time 
basis. 

The Missouri association has not 
named a successor to Gorman. 


On the House... 


have always had 


forced to ‘go for 


plans and that 





Wemhoff 
segments of the industry... 


Contradicting complaints by several] dealers on 
May-June factory sales contests, Dave Corbin (City 
Chevrolet, Akron) declares dealers apparently have 
“little understanding” of the contests. “I, for one, 
have never been forced into any campaign and 


the right to accept or reject any 


sales program,” Corbin asserts. “Nor have I been 


broke’ in Las Vegas or any other 


place. My experience has been that dealers invari- 
ably are consulted 


in the formulation of sales 
the contest is the consensus of 


factory and dealer groups.” Corbin also called for 
better understanding and cooperation among all 


Pascoe Motor, Carnegie, Pa., is celebrating its 50th year as a 
Ford dealer; published a nifty 12-page “scrapbook of motor mem- 


ories” ... Claude Klugh, general 


manager of Pennsylvania dealer 


association for past 36 years, will be feted at a retirement dinner 
Sept. 14; he’ll stay on as a consultant to PAA while Ed Parkinson 
moves up to top job... Tom Allton has been reelected NADA’s 


Missouri director . . 
dealers on Buffalo dealer board . 


. Bob Brost elected to represent Plymouth 


Pennsylvania will start using the GW used-car program Oct. 2. 


—Perte Wemuorr, Editor, 
Automotive News 








4 
2.8 Million Cars in Half... 


Compacts at New High 
In June Registrations 


(Continued from Page 1) 


half of last year, four lines were 
able to boost their unit sales, 

Comet sales were up by 63.59 
percent; Lincoln, 28.25; Chrysler, 
9.82, and Buick, 2.83. 

The other lines shared in the in- 
dustry’s decline. The declines by 
line were: 

Cadillac, off 4.64 percent; Ford, 
9.47; Chevrolet, 10.90; Pontiac, 
12.97; Oldsmobile, 13.07; Rambler, 
19.87; Mercury, 27.25; miscellane- 
ous, 32.64; Imperial, 34.01; Plym- 
outh, 37.37; Studebaker, 37.62, and 
Dodge, 40.91. 

* 


+ * 
As COMPARED with last year, 
biggest setback in first-half 
market penetration was absorbed 
by Chrysler Corp., which skidded 
3.66 percentage points. 

Studebaker - Packard declined 
0.46 points and American Motors 
was off 0.35. Miscellaneous makes, 
comprised mostly of imports, saw 
their share fall 1.33 percentage 
points. 

These losses were absorbed by 
General Motors, which gained 2.93 
percentage points over its 1960 
first-half showing, and Ford Motor 
Co., which added 2.87 percentage 
points. nL. OF 

N A make-by-make basis, first- 

half penetration losses in de- 
scending order were: Plymouth, 
1.83 percentage points; Dodge, 1.71; 
Studebaker, 0.46; DeSoto (not in 
production this year), 0.43; Ram- 
bler, 0.35; Mercury, 0.34, and Impe- 
rial, 0.05. 

Gains, in order, were: Ford, 
1.54 percentage points; Comet, 
1.49; Chevrolet, 1.43; Buick, 0.87; 
Chrysler, 0.36; Cadillac, 0.29; Pon- 
tiac, 0.19; Lincoln, 0.18, and Olds- 
mobile, 0.15. 


Chevrolet, up 1.25 percentage 
points; Buick, 0.35; Rambler, 0.22; 
Comet, 0.12, and Mercury, 0.07. 
June penetration set a monthly 
record for this year for Buick, 

Chevrolet and Comet. In fact, 

Chevrolet’s June penetration was 

its best showing since June, 1958. 

Month-to-month penetration 
losses were taken in June by Ford, 
down 0.60 percentage points; Plym- 
outh, 0.42; Studebaker, 0.28; Dodge, 
0.25; Cadillac, 0.23; Lincoln, 0.07; 
Oldsmobile, 0.05; Chrysler, 0.02, and 
Pontiac, 0.01. 

It was the worst month of .the 
year, in terms of penetration, for 
Pontiac, Oldsmobile, Plymouth, 
Dodge, Cadillac, Studebaker and 
Lincoln. Imperial matched its pre- 
vious low. 

Plymouth’s 4.62-percent penetra- 
tion in June was its worst for any 
month since October, 1954. 

* * * 


N TERMS of first-half unit vol- 
ume, Massachusetts and the 
District of Columbia were the only 
areas which topped last year’s reg- 
istrations. 

There was also a shakeup in 
the Top Ten states in new-car 
registrations, with Massachusetts 
replacing Indiana as the 10th- 
ranked state. Michigan and Penn- 
sylvania swapped positions, Mich- 
igan falling from No. 4 to No. 6 
and Pennsylvania jumping from 
sixth to fourth, Other states in 
the Top Ten retained their 1960 
ranking. 

First-half registrations, by states, 
fin order, were: New York, 297,238; 
California, 287,632; Illinois, 190,456; 
Pennsylvania, 175,194; Ohio, 172,114; 
Michigan, 155,856; Texas, 141,462; 
New Jersey, 123,150; Florida, 98,490, 
and Massachusetts, 90,150. 


Indiana, 73,173; Missouri, 71,368; 
Wisconsin, 60,740; Virginia, 60,731; 
Minnesota, 58,334; Maryland, 57,876; 
Georgia, 56,164; North Carolina, 
50,758; Tennessee, 40,765; Iowa, 
39,966; Kansas, 38,899; Louisiana, 
37,674; Alabama, 34,624; Washing- 
ton, 32,175; Oklahoma, 31,329, and 
Colorado, 29,227, 





























and Lancer—are new to the market 
this year. Three—Rambler, Stude- 
baker and Valiant—had fewer sales 
in June than they did a year ear- 
lier. June gains were turned in by 
three lines—Falcon, Corvair and 
Comet. 
* * * 

N TERMS of unit volume, Buick 

moved up to sixth place in June, 

pulling ahead of Plymouth and 
close to Oldsmobile in fifth. It was 
the first time since February, 1959, 
that Buick had ranked so high in 
registration standings. 

It was also the first time since 
February, 1959, that Plymouth 
had fallen below sixth place. 
Although June trailed the year- 

ago month in volume by 3.95 per- 
cent, eight makes enjoyed higher 
registrations this June than they 
did a year earlier. 

Lincoln’s volume was up _ 55.47 
percent; Buick, 30.61; Chrysler, 
24.27; Comet, 13.60; Ford, 12.26; 
Oldsmobile, 3.76; Chevrolet, 2.54, 
and Cadillac, 0.89. 

Losses in volume from June, 1960, 
were as follows: Dodge, 45.45 per- 
cent; Plymouth, 39.31; Studebaker, 
38.52; Imperial, 31.54; miscellane- 
ous, 16.66; Rambler, 13.58; Mercury, 
10.15, and Pontiac, 2.32. 


* * * 
N THE face of the industry’s 


15.45-percent decline in sales in 
the first half, compared to the first 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 
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Feb, 1, '60.... 687,153 85,200 772,353 | 1960 total by 84 percent. The vol- 4— 33,980 Pontiac 34,786— 6 
Mar, ie oer aay —ya'o0o 1,008,427 | UMe this year was 70,627 cars, in-| 5— 28,996 Oldsmobile 27,944— 7 
May 1, ’60... 942,894 66,800 1,009,694 | Cluding 7,645 to Canada, against} 6— 28,531 Buick 21,844— 8 
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Oct, i 60... 734,677 71,000 855,677 to foreign markets in the first i, 11,868 Cadill 11.768—11 
oo ot aan ae anaes cause half, 20.2 percent below the 136,- ’ acIlAc ’ 
Jan. 1. *61... 953.603 41.525 995,128| 184 exported in the same 1960 | 11— 11,495 Mercury _12,793—10 
Feb. 1, ‘st. 913,845 50,000 1,023,845 period. Canadian shares were | 12— 8,408 Chrysler 6,766—13 
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co. L 61... 832,232 55,000 887,232 | Ca ey ts ey gi for 2.56 os 36,582 Misc. 45,094 
+ Field stocks include cars actually at cent and truc Ss 19 percent of tota Tota] All Makes 
dealerships, those warehoused by dealers | factory sales this year. Comparable 562,653 585,779 
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cars, 2.03, and trucks, 19.1. Further details on Pages 34, 36. 


* Revised. 
In June, new-truck exports reach- 
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How Sales by Makes Shifted 
In First Half, ‘61 vs. ‘60 
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Dodge Moves to Revamp 
Lagging Truck Program 


petition on those deals that re- 
quire special-type financing. 

Realizing that availability plays 
an important part in the heavy 
truck business especially, current 
plans call for carrying a larger 
stock of such items as axles and 
transmissions that normally call 
for a 45-day load time in order 
to shorten delivery time to the 
dealer on trucks that must be built 
to meet buyer demands. 

The division also is working on 
plans to provide better parts avail- 
ability, especially on heavy-duty 
truck parts, to all sections of the 
country. 

All truck offices will be located at 
the truck plant for closer liaison 
with manufacturing and engineer- 
ing and to centralize all truck 
manufacturing, sales and servicing 
activities. 


Outdoor-Ad Drive 
Slated in Spring 
To Spur Car Sales 


DETROIT.—A plan to stimulate 
auto sales by saturation use of out- 
door advertising nationally preced- 
ing the annual spring drive was 
outlined last week to officials of the 
auto industry and their advertising 
agencies. 

General Outdoor Advertising Co. 
executives outlined plans for 4 
massive showing throughout the 
United States in 1962. The posters 
will be sponsored by GOA and 
scores of other outdoor advertising 
companies. 

“The coming outdoor promotion 
will use over $1 million in poster 
space for a 30-day period to stimu- 
late auto sales in January and Feb- 
ruary,” reported Burr L. Robbins, 
GOA president. “It is the outgrowth 
of the highly successful experi- 
mental program created by GOA 
last April.” 

W. Bruce Clark, GOA general 
sales manager, said 19 outdoor ad- 
vertising companies representing 85 
percent of the nation’s standardized 
outdoor displays have indicated 
they will cooperate in the planned 
annual promotion, Clark said an 
auto-outdoor advertising committee 
will be formed. 






























































By Jack Weed 
Truck Editor 


DETROIT.—Acting on a sugges- 
tion of the Dodge National Dealer 
Conference, the Dodge Car and 
Truck Division is moving to revital- 
ize its truck operation and end a 
sales tailspin which reduced vol- 
ume 12.6 percent in the first half 
from the 1960 level. 

At the last council meeting, the 
truck committee of the council 

urged that the truck division be 
put under one man who would 
be charged with making Dodge 
trucks competitive. 

P. N. Buckminster, assistant gen- 
eral manager of Dodge, has been 
given that as- 
signment and al- 
ready, despite an 
economy move on 
the part of the 

corporation in 
cutting down on 
manpower, is well 
along in building 
an experienced 
truck field organ- 
. ization that will 

%. be available to 

P. N. Buckminster help Dodge truck 
dealers in many of their field prob- 
lems. 

Buckminster is in the process 
now of adding truck service rep- 
resentatives and truck sales train- 
ing men at the regional level and 
is building a corps of sales engi- 
neers in addition to the engineers 
in the plant to aid in engineering 
and application problems wher- 
ever they may occur. 

A new finance plan is about 
ready for announcement that will 
enable truck dealers to meet com- 





























Plymouth, Pontiac, VW 


Add Outlets in Louisville 


LOUISVILLE.—Three new deal- 
erships, one of them a Volkswagen 
outlet, have opened here. They are: 

Duncan Plymouth, Inc., 2232 
Bardstown Rd.; Sam Swope Pon- 
tiac, Inc., 126 Breckenridge Lane, 
and Don Corlett Motors, Inc. 
(Volkswagen), 4800 Dixie Highway. 
Swope previously was a Chrysler- 
Plymouth dealer. 
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‘Product Definition,’ New I 


Chrysler Unveils Sales Drives 





e Sought... 


Late Report... 


Used-Car Market 








By Maynard M. Gordon 
News Editor 


AT now for Chrysler Corp.? 

Having realigned its leadership 
for the new-model season, the cor- 
poration and its two product divi- 
sions are busily engaged in new 
programming aimed at recouping 
sales and penetration. 

In both the sales and penetra- 
tion areas, Chrysler is starting 
from what it hopes is rockbot- 
tom, Corporate new-car registra- 
tions fell below 10 percent of the 
total United States market in 
June, with volume last month 
under 50,000 units. 

The campaign to win back 
ground, lost mostly to Ford and 
General Motors this past year, 
starts today (Aug. 14) at Tamiment, 
Pa., a resort in the Pocono Moun- 
tains. 

Chrysler-Plymouth General Man- 
ager Clare E. Briggs will unveil a 
“product definition” theme around 
which ’62-mode] selling efforts will 
be concentrated for the division’s 
four makes — Plymouth, Valiant, 
Chrysler and Imperial. 

co * cd 


ORE than 450 field sales and 
service _ representatives of 


by visitors to see the “Redstone 


Chrysler-Plymouth wili gather at 
hardtop.” 


Tamiment this week to hear Briggs 
predict that “image overlapping” 






* * 


On the heels of a spurt to the highest levels of the summer, 
the average price of used cars sold at wholesale auctions levelled 
off last week to $1,043, a drop of $19. The Automotive News index 


showed that the average price a year ago was $969. 


this fall will hurt competition to 
the benefit of the clearly delineated 


Chrysler-Plymouth lines. 


As Briggs outlined his thinking 
to Automotive News, the upcoming 
senior compacts from Chevrolet 
and Ford will confuse shoppers 


even more than they have been 
mystified already by the spate of 
genuine compacts. He added: 

“Lack of product definition 
caused by the mixture of models 
and sizes of cars with the same 
brand name may have deterred 
new-car purchases and influenced 
the decline in passenger-car sales 
so far this year. Today’s prospect 
for a new automobile finds it 
extremely difficult to decide just 
exactly what it is he wants, or 
where he can find it.” 

Both Briggs and Officials of 


Dodge Car and Truck Division’ 


have repeatedly displayed impa- 
tience with the Chrysler Corp. in- 
stitutional ads showing photos of 
not only all seven car makes, but 
the Redstone missile as well. Some 
Plymouth dealers have been asked 


Venn Shifts to Chrysler 
As Chief Dealer Recruiter 


DETROIT. — William S. Venn, 
veteran automotive sales executive, 
has been named vice-president of 
Chrysler Motors Corp., the sales 
subsidiary of 
Chrysler Corp., 
E. Cc. Quinn, 
group vice-presi- 
dent - automotive 
sales, Chrysler 
Corp., announced 
Thursday. 

In announcing 
Venn’s associa- 
tion with Chrys- 
ler Motors, Quinn 
said Venn would 
be director - mar- 





William S. Venn 
ket representation for the corpora- 
tion’s automotive sales group. 

“This is another key move in 
the company’s marketing pro- 
gram,” Quinn said. “Venn’s wide 
experience in the retail, whole- 


sale, and financial areas of the 

automobile business will greatly 

strengthen our efforts to provide 
all Chrysler Motors dealers the 
best possible marketing services.” 

Earlier, Quinn named Thomas A. 
Ostby director of market planning 
and Francis E. Cogsdill director of 
marketing services. 

Prior to his association with 
Chrysler Motors Corp., Venn had 
been director of dealer develop- 
ment for Ford Motor Co, He also 
had served with American Motors 
and Willys, among other manufac- 
turers. 

Venn started in the auto business 
in 1919 as a retail salesman in 
Kansas City. In the 42-year span 
since then he has been sales man- 
ager, general manager and owner 
of several large auto dealerships. 

In the automobile wholesale field, 


Norton Reelected 
To NADA Board 


WASHINGTON.—H. Mead Nor- 
ton (Buick - Studebaker - Willys), 
Oklahoma City, has been reelected 
to represent his state on the board 
of directors of 
the National Au- 
tomobile Dealers 
Assn. 

Norton, a fran- 
chised new-car 
dealer since 1919, 
has been a mem- 
ber of the board 
since 1949. A for- 
mer chairman of 
the Oklahoma 
a Turnpike Author- 

H. Mead Norton ity, Norton also 
served two years in his state’s 
House of Representatives and eight 
years in the Senate. 

In 1957, he organized the Author- 
ized Dealer Survival Assn. to strive 
for territory sales bonuses. 




























Venn has served as district man- 
ager, regional manager and gen- 
eral sales manager for other auto 
companies. He has also been a con- 
sultant to and partner in a number 
of financial investment groups eés- 
tablishing auto dealerships across 
the United States. 

Commenting on his new position 
with Chrysler Motors, Venn said: 

“The selling organization which 
has quality products, adequate 
financing and intelligent business 
management always moves for- 
ward. Chrysler enjoys all of these 
advantages and I’m proud to be- 
come a part of a company which 
is determined to serve the best 
interest of its dealers and motor- 
ing public.” 

During World War II, Venn was 
commissioned a lieutenant-colonel 
and commanded an Army Ord- 
nance battalion sponsored by the 
National Automobile Dealers Assn. 

Venn was graduated from the 
University of Kansas City law 
school and was admitted to the 
Missouri Bar at the age of 21. 

* * cs 
Oldsmobile 

Appointment of Raymond A. 
Borowiak as a district manager in 
Oldsmobile’s Portland zone is an- 
nounced by Em- 
mett P. Feely, 
general sales 


manager. 
Borowiak re- 
places G H. 


Mickelson who 
has been ap- 
pointed business 
Management 
manager in the 
Portland zone. 
A native of 
Buffalo, Borow- 


R. A. Borowiak 
iak joined Oldsmobile in 1959 as 
assistant office manager-car dis- 
tributor in the company’s Oakland 
zone. 


* * * 


GMAC of Canada 


Wilfrid E. Matthews has been 
elected president of General Motors 
Acceptance Corp. of Canada, Ltd. 

Matthews, who had been vice- 
president of the firm and man- 
ager for Eastern Canada, replaces 
W. Eric Wilson, who is retiring 
after 35 years with GMAC of 
Canada. 

Matthews joined GMAC of Can- 
ada in 1927 in the Toronto branch. 
He later served in other branches 
and was elected a director in 1956 
and vice-president in 1957, 

a eo * 


Chevrolet 


Myron K. Saul has been appoint- 
ed superintendent-plant engineer at 
Chevrolet’s newly acquired manu- 
facturing plant in Warren, Mich. 

(Continued on Page 39, Col. 3) 













HE Dodge national] field meet- 

ing, at which General Manager 
Byron J. Nichols will also pitch a 
fresh merchandising theme, is 
scheduled to open Aug. 27 in De- 
troit. Dodge sales suffered this past 
year from early de-emphasis on the 
new Lancer, parallelled by disap- 
pointing public reaction to the 
curly-finned Dart and rumors that 
the Polara would be jettisoned. 

Dodge is charting a program to 
rectify the foggy imagery for its 
three car lines and, at the same 
time, shore up its soggy truck 
activity. Dodge dealers are going 
to hear plenty about trucks at 
their preview meetings next 
month, 

It is obvious to top Chrysler ex- 
ecutives that a fleet of sharpened 
new models is not enough to 
awaken public acceptance, The 
transfer of the presidential mace 
from L. L, Colbert to Lynn A. 
Townsend reflected directors’ con- 
viction that Chrysler’s image need- 
ed drastic surgery if further deteri- 
oration was to be avoided. 

Townsend reportedly has other 
new programs up his sleeve to put 
Chrysler back into contention in 
the race of popular acceptance. 

o* * * 
T= rise of more than $10 a share 
in the price of Chrysler’s widely- 
held stock already is giving Town- 
send a measure of support in his 
rebuilding activity. 

The new president may give the 
public an idea of his planning Sept. 
6 at the opening of the national 
press preview of Chrysler’s new 
models. 

In keeping with Townsend- 
sponsored economy drives, the 
Chrysler preview has abandoned 
sumptuous Miami Beach for the 
first time in five years. Townsend 
will meet the press at a break- 
fast in a downtown Detroit hotel, 
after which the ’62 cars will be 
unwrapped on a boat on Lake 
Erie. 

Chrysler-Plymouth and Dodge 
dealer previews will commence 
with the conclusion of the floating 
premiere. Intro day for all Chrysler 
Corp. makes, marking the test of 
the “product definition” approach, 
is Sept. 29. 

* * * 
ReTAn wae, past and present 
critics of Chrysler manage- 
ment continued to peck away last 
week, though with less rancor than 
they had displayed while Colbert 
was still at the helm. 

Sol A. Dann, Detroit attorney, 
contented himself with a demand 
that Chrysler pay its dividends by 
the 10th of the month so that in- 
terest would be accumulated from 
the first of the month on savings 
deposits. This probably has been 
the tamest of Dann’s demands on 
the company since the self-styled 
“gadfly” began his war with Chrys- 
ler three years ago. 

Jim Bacaloff, Portland (Ore.) 
contractor who withdrew his proxy 
fight notice upon Townsend’s ac- 
cession to the presidency, proposed 
that Chrysler and Caterpillar Trac- 
tor begin merger talks. He said 
Caterpillar would be receptive and 
a merged company would compete 
more effectively with Ford and GM. 

* * * 





Dealer Confab— 


E. L. Fretwell (Chrysler-Plymouth), Okla- 
homa City, left, and Division General 
Manager Clare E. Briggs confer on market- 
ing plans at the organizational meeting 
of the new Chrysler-Plymouth National 
Dealer Council. Fretwell is temporary 
chairman of the council. 





The four-late model brackets 


all showed declines last week, 


amounting to $24 on ’61s, $48 on ’60s, $40 on ’598 and $38 on ’58s, 


The ’55s also edged off by $9. 


On the upside were the other earlier-model groupings, with ’57s 
ahead $6 and ’56s up $7. An $8 advance was scored by ’54s. 

The sales ratio of cars offered at a representative sampling of 
auctions fell to 72.8 percent last week, compared to 76.9 percent 


the previous week. 


Auction reports begin on Page 30. 








Ford Shifts from Europe... 


Cardinal Tooling to Detroit 


DETROIT.—Ford Motor Co, has 
transferred a major portion of the 
tooling programs for its junior- 
compact cars out of European 
shops to die-making plants here. 

It has been learned from local 
tool and die sources that about 

1,400 dies and die orders for the 
forthcoming Cardinal and Arch- 
bishop cars have been returned 
to the United States in the past 
month from England and Ger- 
many. 

The decision to withdraw from 
overseas shops, it was learned, 
came as the result of delayed de- 
livery dates, prolonged strikes, con- 
fusion over Measurements (inches 
vs. meters), price increases and 

various other problems, 

The cars were scheduled as ’62 
models, but the accumulated prob- 
lems are expected to delay the in- 
troductions until the ’63 model year. 

Ford refused to confirm or deny 
the transfer of the tooling program 

for the two 97%-inch-wheelbase 
cars to the Detroit area. 

A lesser volume of tooling also 
was transferred to Detroit from 
Europe for a new Mark III, de- 
scrioed as a prestige-type car, to be 
produced and marketed exclusively 
by Ford of England. 

The Cardinal is slated to go 
into production here and at 
Ford’s plant in Cologne, Ger- 
many, for sale in the U. S. and 
Germany and export to the world 
market. 

The manufacture of body stamp- 
ings for the American version and 
the final assembly will take place 
at the Dearborn plant where pro- 


Chevrolet Seeks 
Approval of Bid 


To Buy Plant 


SAGINAW, Mich.—Chevrolet has 
asked for early approval of its offer 
to purchase a government-owned 
pions here which it has been leas- 
ing for manufac- 
ture of transmis- 
sions, according 
to Edward H. 
Kelley, Chevrolet 
general manufac- 
turing manager. 

Speaking at an 
introductory din- 
ner in honor of 
Harrison T. Price, 
recently appoint- 

2. ed manager of 
Edward H. Kelley the transmission 
plant here, Kelley said Chevrolet 
had submitted a bid of $1,400,000 
for the 130,000-square-foot plant, 
which was erected in 1942 by Chev- 
rolet for the United States govern- 
ment. 

The facility, which originally was 
an aluminum forge plant, has been 
leased since World War II by 
Chevrolet and comprises approxi- 
mately 40 percent of the space de- 
voted to transmission manufacture 
here. 

The General Services Administra- 
tion, which advertised the plant for 
sale early this year, has approved 
the Chevrolet bid subject to ap- 
proval of the Justice Department, 
Kelley said. Chevrolet’s bid was the 
sole bid submitted. 

Kelley said continuation of the 
lease arrangement between the 
government and Chevrolet for use 
of the property no longer is eco- 
nomical for Chevrolet. 





duction lines have been changed to 
accommodate the car. 

The Archbishop (a code name for 
the car) is said to be a recently- 
conceived English counterpart to 
the Cardinal and will be produced 
at Ford’s plant in Dagenham, Eng- 
land. 

It has been reported that there 
have been numerous engineering 
changes in the cars, partly arising 
from the unusual front-wheel-drive 
arrangement. The company, how- 
ever, is sticking with the front- 
wheel drive. 

There also have been some 
changes in the suspension and in 
the steering of the cars. 

Apparently, the recent cancel- 
lation of a contract with a British 
steering gear supplier was made 
because of changes in the gear 
and not, as previously assumed, 
because this company talked too 
much about its contract. 

The Cardinal, Archbishop and 
German-version “Monsignor” will 
have a common chassis and drive 
train, with slightly different bodies, 


Obituaries 


Earle Anthony, 81, 
Auto Pioneer 
And Distributor 


SAN FRANCISCO, — EarleC. 
Anthony, 81, automotive pioneer 
and founder of Earle C. Anthony, 
Inc., at one time one of the most 
widely known automobile distrib- 
uting firms, died 
here Aug. 6. 

Mr. Anthony 
built what is said 
to be the first car 
on the streets of 
Logs Angeles in 
1897 when he was 
17 years old anda 
student at Los 
Angeles High 
School. 

4 The car was 
Earle C. Anthony propelled by 
a half horsepower electric motor. 
The transmission was adapted from 
a wheelchair and the body was a 
converted wood buckboard. 

Mr. Anthony founded his firm in 
1904 and became distributor for the 
Thomas Flyer, Knox, Pope-Toledo, 
Stevens Duryea and National Elec- 
tric. He was awarded the distribu- 
tor franchise for Packard in 1905. 

Mr. Anthony continued as Pack- 
ard distributor until] 1956, when he 
took on other domestic and import 
lines. During his years in the auto- 
mobile business, the Anthony or- 
ganization sold several hundred 
thousand cars. 

In addition to being successful 
in the automobile industry, Mr. 
Anthony made a name for himself 
in radio and television and served 
two terms as president of the Na- 
tional Assn. of Broadcasting. He 
entered the broadcasting business 
in 1922 with station KPL 


Charles C. Hildebrand, 96; 


Early Ford Distributor 

ar ANGELES.—Charles C. Hil- 
debrand, 96, one of the first distrib- 
utors for Ford Motor Co. and 4 
branch manager in Minneapolis for 
30 years, died Aug. 4. 

In 1902 he became manager of 
the first auto branch opened in 
New York by International Motor 

(Continued on Page 42, Col, 1) 
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THIS PICTURE WAS TAKEN JULY 25, WHEN AMERICAN MOTORS’ 





Photographed at Rambler plant in Kenosha, Wisconsin. More cars are assembled here than in any other single plant in the U.S. A. 


PRESIDENT GEORGE ROMNEY 


AGAIN TALKED DIRECTLY TO RAMBLER EMPLOYEES. THIS OCCASION WAS THE LAUNCHING 


OF OUR LATEST QUALITY THRUST — THE 
THE ASTRONAUTS’ DRAMATIC 


American Motors has a face-to-face, spade-a- 
spade habit. 


At the face-to-face, call a spade-a-spade 
meetings in Kenosha and Milwaukee, Mr. 
Romney told the 23,000 employees that what 
the American consumer wants most as stand- 
ard equipment in his cars is trouble-free quality. 
He asked all of the employees to pledge their 
intensified emphasis on quality. And they 
agreed enthusiastically. 


American Motors periodically brings all of its 
employees together for top-management dis- 
cussion of problems and opportunities involved 
in serving the consumer better. 


Rambler success has been due basically 
to 3 things: 


@ The common-sense compact car idea 
pioneered by Rambler. 


e@ Emphasis on superior trouble-free 
Rambler quality. 


e Letting people know the facts about 
Rambler advantages. 


Today, one of our biggest competitive advan- 
tages—one that is winning us customers who 
become unofficial Rambler ‘‘salesmen’’—is 
superior product quality. 


“A-OK QUALITY WORKMANSHIP” PROGRAM USING 


“EVERYTHING IS ALL RIGHT” SIGNAL AS THE SYMBOL. 


In mass-production industry, you don’t get 
quality just by wishing for it. Or boasting 
about it. You have to work for it all the time. 


Some have called this the ‘“‘era of the goof-off”’ 
—of sloppy workmanship on the part of 
executives, professionals and workers. One of 
our problems in the world is that America 
hasn’t made the most of what it has. 


American Motors’ company-wide objective is to 
make trouble-free Ramblers the symbol of Amer- 
ican industrial integrity and honesty—to make 
Rambler quality superior to cars costing much 
more built anywhere in the world. 


That’s why George Romney enlisted and 
secured the support of all our employees in 
the new “A-OK Quality Workmanship” 
program. 


That’s.also why Rambler created an important 
new department unique in the automobile 
industry. This department is in addition to the 
usual organization methods employed to 
achieve quality. 


This new Customer Quality Assurance Depart- 
ment acts like an outside critic or auditor and 
is responsible directly to President Romney 
instead of to manufacturing executives. 





Its inspection staff audits components and 
final car quality as produced by our regular 
manufacturing departments . . . quality that 
has been subject to the scrutiny of a full staff 
of regular inspectors. Members of this new 
department have the authority to stop the 
production lines any time quality isn’t measur- 
ing up to what customers have the right to 
expect. 


It would be to your advantage to find out what 
Rambler owners have learned—that superior 
trouble-free quality is standard equipment in 
Rambler. It pays off for Rambler dealers, too. 


Why don’t you look into a Rambler franchise? 
With an unsurpassed dealer discount structure 
...an above-average profit record . . . unlimited 
growth potential and a No. 1 compact car 
market position . . . you'll find it’s ““A-OK!”’ 


RAMBLER 


World Standard of 
Compact Car Excellence 
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How Dealers Are Faring 
On Sales, Profits 


Breakdown of Dealer Expenses 


FIRST SIX MONTHS, 1961-1960 
(PERCENTAGE OF TOTAL SALES) 














































































































































Group I* Group II Group III “ ye a ad es neh 
s 
ioe. "1960 «=—«198L 1980=«1961 1900 «=—S«1981, 1960 «1961 1960 FIRST SIX MONTHS, 1961-1960 
Preparation and delivery .......... .38 42 42 45 42 AT 45 .39 41 43 (Taken from report by NADA Business Management Committe :) 
Warranty and policy ...........00 .50 45 55 49 49 51 .34 41 49 46 
Salaries, commissions, other Washout Gross Profit* 
compensation to salesmen ... 183 169 210 213 218 219 212 2.08 1.99 1.95 Genes tn Detinen Gain tite 
All other salaries, wages Per New Unit Sold Per New Unit Sotd 
(except mechanics’) ...........0 5.49 4.78 5.00 4.43 4.84 4.01 434 3.51 5.09 4.37 « wn ae 260 ean a 
Employes’ bonuses ............:sssses .05 .05 11 13 5 ae 17 14 17 .09 11 a a $437 $414 10.7 ; 
Shop tools and supplies ............ .45 40 .387 .33 ol 27 -23 .23 .38 .34 Group II 406 10.2 ¢ 
Rent and expenseinlieuofrent 1.19 1.00 1.12 .95 1.04 91 1.00 73 1.12 93 Gro tr 357 368 9. ; 
** Advertising, local ..............:00 -64 .60 .72 -76 .87 88 82 1.09 -72 -76 UP SED wrresesssssossocssneconcensconvees “0 
Insurance, other than building 48 .39 mm 34.27 4 20 aes Group IV .....-ssssesccssssemerieee 304 315 8.6 t 
TINE SLEED . 6a\secctevivicavieineseinvcsesibes 48 48 41 44 .36 40 33 51 42 Industry Average 399 386 10.0 9.7 
All other expense ........... 2.98 3.09 2.69 2.90 2.88 2.44 2.41 3.19 2.78 * Washout gross profit on new and used units combined (less all credits for finance 
TOTAL EXPENSE?t 13.24 14.34 13.08 13.88 12.92 12.52 11.55 14.38 12.87 income) per new unit sold and as a percentage of combined new and used unit 















sales. 
# Groups are based on the volume of 1960 retail deliveries of new cars and truckg | 
as follows: Group I, 1 to 149 units; Group II, 150 to 399 units; Group III, 409 
to 749 units, and Group IV, 750 units and more. 
t Not available. 








* Groups are based on the volume of 1960 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; Group 
II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units or more. 

** Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 

Tt Includes all owners’ salaries, employes’ bonuses and interest paid, 
* * * * * * 


Pretax Profit Is 0.9 Percent on Sales... 



















—From NADA Survey 

































Used Vehicles 
















































































































Average Average Cost 
® J e Selling Price Ratio Used-Unit No. Days’ Supply Per Used Unit 
Deal T. P tin First Hal —. sae “ase” “oe 
01 
ea ers urn ro L in trs a 1961L 1960 1961 1960 1961 1960 1961 1960 
Group I ...... $716 $784 1.94 1.70 46.4 48.5 $615 $655 
(Continued from Page 1) higher costs = selling and —, tng compared to $714 a year ear- Group IL .... 780 847 175 155 3814 826 678 785 
process, they not only lost the op-| i™& ©xPense but their operating-ex-| ler. wae Group IIT .. 812 814 1381 133 268 25.7 822 ‘767 
stunity of hi in to the full-| Pe™S¢ increase was not as great as 
portunity of cashing in e tu"|the industry aver Th ult | "J‘HE average dealer sold 1.66 used | Group IV .. 823 825 113 109 194 195 870 9839 
est extent on new-model introduc- | ‘"¢ ‘meustry coe oe i in t 
tions but they were also forced to was a profit of 1.3 percent on sales, Teak eee te, Oe te the Industry 
camion a tee fits | fr above the industry average and | first half, compared to 1.48 in the | Average... 758 813 166 148 368 36.7 663 714 
rge part of the profits ike period of last year. On June 
rather close to the 1.7 percent the ; 
accumulated in earlier months. group made last year. 30, the average dealer had 36.8 days Parts 
“In welcome contrast, this Th Genhess tes the loweat vel supply of used units in stock, little 
year’s production has been geared | |. "ana om iL whe seated changed from the 36.7 a year ear- (Accessories Not Included) 
more realistically to the size of om % 149 maw Guite Inst year lier. Average Sales Percentage of | Number Months’ Annual 
the market and there is hope for ™ seas In the parts department, the Per New Unit Gross Profit Supply in Turnover of 
@ more orderly and profitable pushed their gross profit up by average dealer had $412 in sales for Sold to Sales Inventory Investment 
changeover in the fall.” 1.0 point to 16.0 percent on sales. every new unit sold in the first isn ae _ "ie “= a wae = 
: » This was the highest gross for | ) ,i¢ from the $353 oan tote 960 ’ 
Detailed comparisons of the first 1 d th ail, up from the ay 8°. | Group 1...... $468 $433 31.9 31.6 6.0 4.9 2.0 24 ; 
; : t| 2ny volume group and the largest | This perhaps, reflected the de- . 
— = a, _— = any nese increase in gross turned in by evenne in car and truck sales more | Group II .... 418 346 30.5 29.2 4.2 4.3 2.8 2.8 i 
anahar was ead the soniad aionites any group. _ | than any increase in parts sales. Group IIT.. 360 298 282 303 41 41 29 «229 |i 
was much better, resulting in a first| However, Group I had large in-| Gross profit on parts sales was | Group IV..309 249 280 275 39 36 31 33 |—™ 
half in which dealers showed a| creates oe ee 30.5 percent in the first half, a Industry ‘ 
pense up 0.4 points and operating; from last year’s 30.2 percent. On 
profit of 0.9 —— = sales, expense up 1.5 points. This gave| June 30, the average dealer had Average .. 412 353 30.5 30.2 5.0 4.5 2.4 3% ‘ 
the group the highest expense ratio|} 5.0 months’ supply of parts in 
LAST, year's pattern was much| of any volume group and a below-| stock, ‘ete te 48 mele? Customer Labor Sales 
different. The first quarter was | average profit of 0.8 percent. supply a year earlier. Average Sales Percentage of Gross | B. 
good in 1960 and the second was gm In the first half, the parts stock Per New Unit Sold Profit to Sales ‘ 
Soe ie etch dealers wade 1? pat ROUP III, those dealers who| was being turned over at the rate <i i 1900 t 
ee ee aes. = a retailed 400 to 749 new units] of 2.4 times a year, down from the Gem 2 $310 $274 39.8 40.3 é 
c n es. Pp last year, saw its gross profit de-| 2.7 times in the first half of last RO AUDs k13. siellaaissgieicdionvesastueeed . i , 
mid year, g Pp 
in after year, : cline by 0.1 point in the first half—| year. Group Ml Cui dalababastiseccaccinasdemebecsesst 282 234 43.8 45.3 "7 
When the first half of this Aged the only group with a lower gross. - MER 1 ~ “6 1 RINUMIIR MEME. “ss sensaitecncesetvisevebtarepenee 223 202 46.9 46.2 : 
is compared with the like period of| The group cut selling expense by | (\USTO Se eee eee DIUUG EU ns ncesence 195 145 47.6 47.2 
1960, this is the picture: There was/1 point but saw increased operat- ' in the first half to $271 per new Sees on po 7 ‘ 
unit sold from last year’s $227 per ustry AVErage ......s se 5 3 






a nice pickup in gross profit. There 
was a small increase in selling ex- 
pense but operating expense soar- 
ed. The result was a much lower 
operating profit in the first half of 






ing expense cut the operating prof- 
it to 0.8 percent. 

The volume dealers, Group IV 
who sold 750 or more new units last 
year, increased their gross profit 





unit but this is probably due main- 
ly to the decline in car and truck 
sales. Gross profit on labor sales 
was 42.7 percent in the first half, 
down from the 43.3 percent in the 






Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 























this year. : : 
by a scant 0.1 point. However, this | ;; : A Sal Pp t of *P ot 
The industry average showed | sroup was able to cut selling ex- = a0 poder ee showed much Per New Unit Gross Profit “aoe 
that gross profit was up by 0.7 en: by 0.4 points. Despite higher otal service sales eee oe Retaliled to Sales Absorption 
percentage points. A 0.1-point in- | P©2S° >Y °* P , eae SS the same pattern as the individual Six Months Six Months Six Months 
cna Ml adiieg enpenan cauked operating expenses, the group was parts and labor reports. Sales in 1961 1960 1961 1960 1961 1960 
S| able to show a profit of 0.8 percent.|tnhe first half were up to $885 per | q : 
up some of the increased gross. . : PN ascicsosecstavines $1,068 $939 31.6 32.0 55.6 58.5 
The big culprit was operating ex- | _™ the detailed breakdown of | new unit sold but gross profits | Group 1 872 738 34.0 34.9 56.8 569 
pense which was up by 14 per- | XPenses, just about all expenses | slipped to 32.9 percent. Pe ne , . 
centage points. Therefore, operat- in the first half were higher than Dealers found more of their ST FEE ssccssseseees 726 634 34.1 36.0 55.8 58.9 
ing profit was 0.9 percent, down | they were in the like period of | sales coming from the parts and | Group IV ............. 597 478 34.7 33.7 56.8 54.2 
last year. Total expense was up | service departments in the first | Industry Average 885 748 32.9 33.5 56.1 57.4 


0.8 points from the 1.7-percent 
profit in the first half of last 
year. 

With one exception, there was 
little variation in the results turned 








from 12.87 percent on sales to 
14.38 percent, 

Three expenses were cut in the 
average figures. Preparation and 
delivery expense was down from 






half with lower volume in the 
new car and truck departments. 
The average dealer’s service and 
parts departments turned in 18.2 
percent of the total dealership’s 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
“from all service and parts operations. Officers’ and owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


a in the different vol-/ 9 43 percent on sales in the first| sales in the first half, compared to New Cars Used Cars Total Service 
" 2a half of last year to 0.41 percent this| 15.9 percent in the like period of —, - a a 
ALERS II, those who | ¥&3?: Employe bonuses fell from | 1960. 1961 1960 1961 71960 1961. on'1960 
Dirtaiied i=” ta 399 new units in| 011 Percent to 0.09 percent, not Pipi g and eer eee eae Oe ie 526 55.2 28 23 206 4185 
1900, were the exception — their| much of & surprise in & year Of |e ae ee petra half, compared to | GTOUD IE scenes 554 581 272 28 174 151 
fit at least came close to the TF sales. es 
_ ing in the first half of 1960. * * * 58.5 percent a year earlier, Sales of | Group III ........... see 60.1 61.1 23.7 24.5 16.2 14.4 
showing in the Urs : . OWEVER, dealers cut local ad-| used vehicles amounted to 25.9 per= | Group IV. ......cscsssssesee 63.1 65.2 22.5 22.8 14.4 12.0 
Dealers in this group absorbe vertising in the face of lower/cent of the first-half total, little | tidustry Average ...... 55.9 585 259 256 182 159 





Ford of Canada 
Sets Sales Mark 


OAKVILLE, Ont.— Canadian 
dealers of Ford Motor Co. of Can- 
ada, Ltd., sold more new passenger 
cars in July than in any other July 
in history. 





sales. The advertising budget took 
0.76 percent of the sales dollar in 
the first half of last year. This was 
cut back to 0.72 percent in the 
comparable period of this year. 
Reflecting the increase in total 
gross profits, dealers got more dol- 
lars in gross profits on new and 
used units at the washout this year. 
The washout gross profit per new 
unit sold in the first half amounted 


changed from the 25.6 percent last 
year. 


How Dealers Fared on Expenses, Profits 


Eprror’s Note: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 
FIRST SIX MONTHS, 1961-1960 


OPERATING PROFIT BEFORE TAXES 


ager said retail sales in July total-| ‘© $399 in the first half of this year, Pet, Total Gales . Pet Fetal Gales et Total Gales Pet Total ales Pet Total Sales 
led 11,285 units, compared with the compared to $386 in the like period Six Months Six Months Six Months Six Months Six Months 

revious July high of 10.852 set in| °* J@St year. 1961 1960 1961 1960 1961 1960 1961 1960 1961 1960 
Tone and 8,023 in July 1960. The washout gross profit OE ATs PRAT ic ciicsnsssesscesniessrassns 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 

The all-time monthly record was| 2mounted to 10.0 percent this GROBS PROGID svcssescsccscscsecsctconse 16.0 15.0 15.6 14.8 14.7 148 13.3 13.2 15.3 146 
set in May, 1961, with a total of| year, up from last year’s 9.7 per- Selling Expense ................0:0000 3.5 3.1 3.9 3.8 4.0 4.1 3.7 4.1 3.7 3.6 
16.068 retail ‘sales, Kemp said. Total} cent. Operating Expense ................ 11.7 10.2 10.4 9.3 9.9 8.8 8.8 7.5 10.7 9.3 
retail sales of new cars and trucks The report on used-car operations Bn oR gn sae bands kdaned 15.2 13.3 14.3 13.1 13.9 12.9 12.5 11.6 14.4 12.9 

1961 h July totalled 81,931| showed that avera rices ar 4 
in 1961 through July es 2 Including Finance Reserve... 0.8 17 18-17 08 19 08 16 0.9 17 


units, an increase of nearly 10 per- 
cent over the like period last year 
when the total was 74,571 units, he 
added. 






continuing to fall. The average unit 
sold for $758 in the first half, down 
from last year’s $813. The average 
unit in inventory on June 30 cost 





* Groups are based on the volume of 1960 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 
units; Group II, 150 to 399 units; Group III, 400.to 749 units, and Group IV, 750 units and more, 
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NOW THERE !S 
ONE NEW NAME 


ONE NEW SYMBOL 


ONE EASY WAY 


TO ORDER, STOCK AND SELL 


AUTOMOTIVE PARTS 


simply say Delco 


Simply say Delco ... and you've said it all! A new 
name for automotive replacement parts manufactured 
by GM Divisions . . . a new identification—“United 
Delco,” for United Motors Service, the organization 
which distributes the parts ... and a new symbol— 
the Circle of Precision, to replace the familiar U-M-S 
oval. They all mean Delco, and Delco means more 
efficient, more convenient, more profitable business 
for you! [J Car dealer, service station, garage... all 
you do is simply say Delco to your United Delco 
supplier, and you have a complete line of tune-up 
and light repair parts, brilliantly packaged and color- 
keyed to simplify your displays, sales, inventory and 
supply. Then watch the money roll in! 


Delco- Remy / electrical system parts 
Delco Batteries 


Delco Rochester / carburetors, repair kits and 


chemicals 
Delco Packard / wire and cable 
Delco Products / shock absorbers 
Delco Harrison / thermostats 
Delco Hyatt / bearings 
Delco New Departure / bearings 


Delco Guide / automotive lamps and lamp parts 
Delco Moraine / brake fluid and brake parts 


Delco Appliance / windshield wiper systems, 


heater, defroster and 
accessory motors 


HERE ARE SOME OF THE BENEFITS 
YOU ENJOY WITH DELCO 


FREE SERVICE TRAINING. ... practical, scientific school- 
ing in automotive maintenance and repair. Just ask your 
United Delco supplier. FAMOUS LINES ... made even 
more famous with Delco, a name consumers know and 
trust. In a recent survey of car owners, 73% said Delco 
is top name in automotive parts. LATEST SERVICE 
INFORMATION .. . complete, handy, easy to read and 
understand. Manuals are automatically updated with cur- 
rent factory information. EFFECTIVE ADVERTISING 
SUPPORT...TV and radio, magazines, outdoor boards, 
point of sale displays! All pound home the Delco quality 
theme to car owners in your area. 
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CASH IN ON TUNE-UP, LIGHT REPAIR AND 
SAFETY SERVICE WITH UNITED DELCO'S 


‘Pattern for Profits” 


Since modern drivers demand safety and performance in 
their cars and are willing to pay for both, United Delco 
provides you with a sensible, scientific way to get your 
hands on those extra dollars. 

How? Simply say Delco. Get Delco’s Tune-up Center 
and Light Repair Center. In combination, they form an 
efficient, well-balanced service operation that will attract 
more customers for everything you sell. Start profiting now. 
Get the whole story from your United Delco wholesaler. 





TUNE-UP CENTER .... the right inventory of fast- 
moving Delco ignition and carburetor parts, correctly 
balanced for turnover. Four cabinets available, tailored to 
your requirements and priced from about $90 to $600, 
including cabinet and parts inventory. 

LIGHT REPAIR CENTER .... durable, compact. 
Features brake parts and fluid, shocks, bearings, stats— 
all Delco! Three assortments, from about $210 to $610, 
including cabinet and parts. 






ANNOUNCING DELCO BATTERY'S 
‘61 MAJOR PROMOTION ... 























12 FREE TRUCKS FOR BATTERY DEALERS! 


Here it is! The Delco Battery “Pocket 


of Profits” promotion .. . 12 free trucks DIALA ee are 
and other prizes: ladies’ diamond rings, BATTERY === 





— esa—~ 


stereo and hi-fi sets, color TV, movie 
cameras, all to show how easy, how | ano Sse 
profitable it is to sell Delco batteries! 


NOW-—CHECK A BATTERY IN neem 
5S SECONDS! Delco P 

With the Delco-tronic checker you can Ba gg 
spot bad batteries and spur replace- 
ment sales in a jiffy! EVERYBODY WINS! 


This precision electronic instrument Both yours when you mail entry blank. 
is available now at a special low price. New free “DIAL-A-BATTERY” dis- 





Just ask your United Delco wholesaler play lets customer pick the Delco he 
salesman for a demonstration .. . and needs ... plus WINDOW BANNER 
you're eligible for the big prizes! advertising 5-second battery check. 






HOW TO ENTER THE 
“POCKET OF PROFITS" CONTEST 






(see official entry blank for complete rules) 










1. Ask your United Delco wholesaler salesman for a 
demonstration of the 5-second battery checker. 


2. Think of a name for the checker which best describes 
its merits. 


3. Write the name on the official entry blank and mail. 


Six new Chevy Trucks... %-ton Fleetside pickups ... all grand 
prizes! Equipped for complete road service with 4-speed trans- 
mission, 3,000-/b. rear springs, service lights, 4-ton wrecker with 
sling and other accessories. 


Six new Corvair Trucks ... popular Rampside pickups .. . all 
second prizes! Custom-equipped with 6-ply white wall tires, 
direct air heater, 2-speed wipers and windshield washers, wheel 
covers and two-tone paint. 


Wherever you are, you find that United Delco is nearby, ready to serve you in a hundred different ways. If increased profits 
and better automotive service are the words you live by... why not join the largest, most progressive parts distribution team 
in the country? It’s as easy as calling your United Delco Supplier. UNITED MOTORS SERVICE, Division of General Motors 
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Capsule Reports .. . 


Auto News in Brief 


the Zaprorozhets, to fall behind 
schedule, according to Soviet press 
reports. 

The Russians had planned to 
build 15,000 units this year, but 
the goal has been lowered to 12,500. 
Even that total “is almost certain 
to be unfilled,” according to news- 
paper stories. The Zaprorozhets is 
a two-door, 23-horsepower, rear- 
engine unit that sells for about 


$2,000 in Moscow. 
oe * * 













































SOUTH BEND. — Associates In- 
vestment Co. has signed an agree- 
ment to acquire Federal Finance, 
Ine., according to O, C. Carmichael 
jr., Associates chairman. 

The agreement provides for an 
exchange of 11,070 shares of As- 
sociates stock for all of the stock 
of Federal Finance, Federal Finance 
was founded in 1952, and transacts 
most of its business in Indianapolis, 
Muncie and Marion, Ind. 

* * ok 


‘Kitchen’ for Rubber Recipes 


Is Opened by Goodyear 

HOUSTON. — A $1.3 million 
“stainless steel kitchen” for proces- 
sing special synthetic rubber reci- 
pes has been opened at Goodyear 
Tire & Rubber Co.’s synthetic rub- 
ber plant. 

Facilities include blending tanks 
that hold thousands of gallons, mix- 
ing vats with gigantic egg beater 
type devices to agitate the rubber 
“batters,” sifter screens for strain- 
ing, vibrating metal spiral convey- 
ors and a 150-foot long single pass, 
gas-fired oven for drying the rub- 
ber. Baling and packaging ma- 
chines at the end of the line turn 
out 80-pound bales wrapped as 
neatly as the loaf of bread on the 
grocer’s shelf. | 


New Barrier Material 


Called Tubeless-Tire Boon 


LOUISVILLE.—A new “air bar- 
rier” material can improve per- 
formance and prolong the life of 
tubeless tires in the future, accord- 
ing to a paper read at the 79th 
meeting of the American Chemical 
Society of Rubber Chemistry. 

The paper, delivered by Richard 
H. Dudley, senior engineer with 
the Enjay Laboratories, discussed 
chlorobutyl, a new material devel- 


a * 


Aid to Communities Qutlined 


In Government Publication 


WASHINGTON.—More than 100 
types of assistance offered by Fed- 
eral agencies to communities which 
seek to promote growth are de- 
scribed in a handbook issued by the 
new Area Redevelopment Adminis- 
tration. 

The publication, Handbook of 
Federal Aids to Communities, is 
priced at 45 cents and is available 
from the United States Government 
Printing Office, Washington, D. C. 

* * * 


ATA Unveils New Award 


For Acts of Courtesy on Road 


WASHINGTON. — The American 
Trucking Assns. announced avail- 
ability of a new award to recognize 
the achievements of truck drivers 
who pérform acts of courtesy on 
the highways. 

Under the new program, drivers 
will receive an “ATA courtesy safe- 
ty award” in the form of a black 
and yellow uniform patch with a 
green cross. The patches will be 
made available to trucking compa- 
nies for distribution by the’ com- 
panies to eligible drivers. 


* * * 
New Firm Formed 
DETROIT... — A new company, 


General Automation Mfg., Inc., has 
been formed by a merger of Porto- 
mag, Inc. and its Di-Cor Division 
with General Automation Co. The 
new firm, with plant and offices at 
1200 E. Maple Road, Troy, Mich., 
produces diamond drilling bits and 
machines, as well as special auto- 
mated machinery and equipment. 
* a ok 


Cornell Joins Cars Rental 


As Executive Director 


FORT LAUDERDALE, Fla. — 
T. J. Cornell has joined the head- 
quarters staff of Cars Rental Sys- 
tem here as executive director. 

Cornell most recently was with 
Studebaker-Packard Corp., where 
he has been on the dealer relations 
staff on special assignments. Prior 
to that he was with the Chrysler 
Corp. for some 13 years as sales 
executive with offices in Detroit. 

* * * 


Eaton of Canada Expands 


TORONTO.—E aton Automotive 
Canada has bought Trent & Perrin, 
Maker of Interceptor inboard en- 
gines ranging from 85 to 240 horse- 
power. Trent & Perrin also recon- 
ditions and services engines and 
Sells parts and components, Eaton 
is a subsidiary of Eaton Mfg. Co., 


Cleveland. 
a * * 


Errors Cut Production 


Of Soviet Compact 

MOSCOW, Russia. — Mistakes in 
Planning and serious defects in the 
cooling system have caused produc- 
tion of the new Russian small car, 





oped by Enjay for use as an inner- 
liner. Dudley said laboratory and 
field tests showed the new material 
decreases blowouts and improves 
tread wear of tubeless tires. 

* * * 


Jersey Parts Warehouse 


To Be Built for Chevrolet 


DETROIT.—Plans for construc- 
tion of a six-acre building in Engle- 
wood, N. J., to house Chevrolet’s 
Bloomfield master warehouse were 
announced by I. W. Thompson, as- 
sistant general sales manager for 
parts and accessories warehousing. 

The building, which also will 
house the Chevrolet Newark zone 
offices, will include loading wells 
for 18 trucks and space for seven 
freight cars under roof, The ware- 
house will be built by Industrial 
Park of Englewood, Inc., and leased 
to Chevrolet on a long-term basis. 

oO 


DeVilbiss Forms Facility 


For Australian Market 


TOLEDO. — Establishment of a 
spray equipment manufacturing 
and distributing facility in Austra- 
lia through an agreement with a 
large Australian company has been 
announced by DeVilbiss Co. 


President Howard P, DeVilbiss 





The combined line will be known 


“p ms as Arnold/DeVilbiss. 
F AV a * * 





“Looks like Smith just made a 
bad deal.” 





announced the formation of an af- 
filiate known as Arnold-DeVilbiss 
Pty., Ltd., with headquarters in 
Sydney, New South Wales, The 
Australian associate is C.L.G., Ltd., 
a manufacturing concern which 
has produced the Arnold line of 
spray painting equipment for 25 
years and which will now also 


American Oil Sets Up 


Region in Los Angeles 


CHICAGO, — American Oil Co. 
will establish a regional office in 
Los Angeles to direct the company’s 
western marketing operations, 
W. H, Miller, marketing vice-presi- 
dent, announced, 

A. J. Badger, regional manager at 
Salt Lake City, will become man- 
ager of western marketing and will 
continue to make his headquarters 
in Salt Lake, Miller said. W. C. 
Kniefel will be regional manager 
in Los Angeles, reporting to Bad- 
ger. Kniefel has been manager of 
the Twin Cities region in Ameri- 
can Oil’s Standard Oil Division, 
with headquarters in Minneapolis. 

a * * 


Massey to Build in Brazil 


TORONTO. — Massey-Ferguson 
will soon begin tractor manufac- 
turing in Brazil in association with 
VEMAG, S. A., distributors of M-F 
products in Brazil since 1946. The 
tractors to be manufactured there 
will be powered by Perkins diesel 
engines now being produced in 


make and sell the DeVilbiss line. | Brazil. 





WANT INSTALL-AND-FORGET-IT RELIABILITY IN A REPLACEMENT CARBURETOR ? 


, Delco 





TER PRODUCT DIVISION OF 


The Delco-Rochester replacement carburetor is designed to satisfy hard-to-please 
customers. It matches the original equipment carburetor for reliability because both come 
off the same assembly line. And reliability is just the beginning. m Every Delco-Rochester 
carburetor is calibrated for peak economy and performance before it leaves the factory. 
Each sale gives a triple payoff: a low price to offer owners, more profit, plus repeat busi- 
ness from satisfied customers. @ A reliable replacement carburetor is only one of the 
high-volume items available when you simply say Delco. For extra profits, stock the 
complete line of Delco-Rochester service and replacement parts. They're 
distributed nationally through Umited Delco. wc: 


ENERAL MOTORS 











By Leo T,. Parker 
Attorney at Law 


A FEW weeks ago a higher court 
rendered an unusual] decision to 
the effect that if a person pur- 
chases automobiles at wholesale 
prices for dona- 
tion to a charita- 
ble _ institution, 
the allowable de- 
duction from his 
income tax is the 
wholesale and not 
the retail price, 
provided he has 
no legal right to 
Sell the automo- 
biles. 

For example, in 
Cooley v. Com- 





Leo T, Parker 
missioner of Internal Revenue, 282 
Fed. Rep. (2d) 946, the testimony 


showed facts, as follows: One 
Cooley purchased from General 
Motors 13 Chevrolet automobiles on 
the express condition that he would 
not sell them but would donate 
them to the United Jewish Appeal 
for export to the State of Israel for 
use by disabled veterans. Their cost 
to him was $17,581.72 but their fair 
market value at retail was $24,700. 
Cooley claimed the latter sum as a 
“charitable” deduction from his 
Federal income tax deduction 
under Section 23(0) of the Internal 
Revenue Code. 

The Tax Court limited Cooley’s 
deduction for charitable purposes 
to $17,581.72, the amount he paid 
for the automobiles, This was so 
although Cooley contended that 
his contribution to the United 
Jewish Appeal was $24,700, the 
actual value of the automobiles, 


On the other hand, see the case 
of Champlin v. Brod, 38 A.F.T.R. 
1533. This court held that where a 
person purchased at wholesale 
prices automobiles which he was 
privileged to sell at retail prices, 
he was entitled to a deduction from 
his income tax for the full retail 
value of the automobiles which 
later he gave to a charitable in- 
stitution. 

* * ak 


Law of Insurance 

EORGE ROBERTS, St. Louis, 

wrote as follows: “I have fol- 
lowed your legal writings in AuTo- 
MOTIVE NEws many years, but don’t 
remember reading any article on 
insurance laws. Here is our present 
legal problem. 

“We have liability, burglary, 
theft, property, storm, fire, colli- 
sion, indemnity and various other 
insurance. Recently one of our 
buildings was destroyed by fire. 
The insurance company has re- 
fused to pay the loss because of 
no clause in the insurance policy 
stating that this particular build- 
ing was covered by insurance, 

“I contended that the insurance 
company is liable because at the 
time I signed the application for in- 
surance I personally instructed the 
insurance agent that I wanted pro- 
tection on all the buildings and he 
‘promised’ that we would receive 
an insurance policy which gave this 
protection. I can produce witnesses 
who will testify that the insurance 
company’s agent promised that the 
insurance policy would cover all the 
buildings in this area no matter 
where they are located. Can we 
compel the insurance company to 
pay the loss?” 

* a * 


Answer Is No 
OCeING to a late higher 
court decision, the answer is 
no. It is well settled law, which 
various higher courts uphold, that 
an ordinary insurance agent is 
agent of you, the insured, not an 
agent of the insurance company. 
This is so although the insurance 
company pays the agent a salary or 
commissions on premiums. Hence, 
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the insurance company is not at all 
liable for promises of protection 
made by the ordinary or special 
insurance agent, 

All readers should remember 
this: Irrespective of what an in- 
surance agent tells you and no 
matter what protection you be- 
lieve your insurance policy af- 
fords, you must rely exclusively 
upon the protection defined by 
the clauses in the policy, See 
West v. Employers Casualty Co., 
178 S. W, (2d) 168, 


Also, see State Corp, v. Travelers 


Anfin Retires, Ford 
Sends King to Dallas 


DALLAS. — Harry B, King has 
been appointed Southwestern sales 


manager for Ford Division, suc- 
ceeding R. R, Anfin, who has re- 
tired after 36 years with Ford, King 
formerly had been Philadelphia 
district sales manager, 


WANT THE CABLE THAT'S USED IN MORE NEW CARS 
THAN ALL OTHER BRANDS COMBINED? 




























































































Indemnity Co., 30 S, E. (2d) 377. 
Here it was shown that an insured 
requested an insurance agent to 
issue a policy covering robbery in- 
surance on the outside and on the 
inside, and also burglary insurance. 

The insurance agent notified the 
insured by letter that the policy in- 
cluded this complete and desired 
coverage, However, the policy did 
not include the desired coverage, 
but the insured kept the policy be- 
lieving that it gave protection 
promised by the insurance com- 
pany’s agent. , 

When a loss resulted from burg- 
lary the insurance company refused 
— and the policy holder filed 
su 

The higher court refused to hold 
the insurance company liable and 
said that when an applicant for in- 
surance receives a policy which 
does not conform to representations 
made by the company’s special 
agent, he must notify the insurance 
company of the error within a rea- 
sonable time. 

In other words, retention of the 
policy by the insured without ob- 
jection is regarded by the higher 
courts as an acceptance of the 
policy with the protection limited 
by wording of the policy. 








Chevrolet's 45-Millionth Car— 

Pictured with the 45-millionth vehicle produced since 1911 by Chevrolet and the 
100,000th Chevrolet automobile completed by the division's assembly plant at Framing- 
ham, Mass., since operations began in 1959 are, from left, Lt. Gov, Edward F. Mc. 
Laughlin jr. of Massachusetts, who drove the car from the assembly line; Hudson G, 
Lackey, Chevrolet Boston zone manager; James H. Veino, president, J. G. Veino & Son, 
Inc., Framingham, who ordered the convertible, and Bernard A. Koether, assistant 
manager, Chevrolet Atlantic Coast sales region. 


simply say Delco 





A Pra@ect of Generel Meters 


Warren, Ohio 


} Delco Packard cable is the first choice of automotive engineers as original 
equipment. Service engineers, too, prefer it as replacement cable because 
they are assured of the same Delco Packard original equipment quality every 
time. BJ With Delco Packard you know you have the right cable for the job. 


Application information is clearly marked on the carton. §§ Delco Packard 


offers a complete line of automotive cable, including T.V.R.S. (Television- 
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Highways & Safety 





Too much emphasis is put on 
new highways without balanced 
traffic education and enforcement, 
declares Commissioner James L. 
Karns of the Wisconsin State Mo- 
tor Vehicle Department. 

“Unless we can give concurrent 
emphasis to all phases of the traffic 
safety program in America, the 
ghost of sudden death will haunt 
our new highways with a fre- 
quency that will be appalling,” 
Karns told a pre-graduation dinner 
for officers in the nine-month 
Traffic Police Administration 
Training Program at the Traffic 
Institute, Northwestern University 
in Evanston, 

Karns said there seems to be 
“s general feeling that emphasis 
on a Single phase of the traffic 
rogram will provide the panacea 
for all problems related to use of 
the motor vehicle.” 

“This ‘creeping paralysis’ is being 
manifested in public attitude and 





reflected in official programming,” 
Karns said, 

“The most marvelous engineering 
—by itself alone—cannot guarantee 
that our super roadways will be 
used in the most wise, accident- 
free manner by the motoring pub- 
lic,” he said. 

“There is,” Karns stated, “grave 
danger that official efforts present- 
ly are being expended in a singu- 
lar, unbalanced approach to this 
whole matter of traffic control.” 


Women’s Clubs 
Honor ASF 


The General Federation of 
Women’s Clubs, at its 70th annual 
convention, honored the Automo- 
tive Safety Foundation for finan- 
cial and staff assistance in GFWC 





Pine with Plymouth 


MISSION Kans.—Guy Pine, Inc., 
is the new Plymouth-Valiant dealer 
here at 6819 Johnson Dr. 





highway safety programs the past 
25 years. 

Mrs, E. Lee Ozbirn, president 
of the federation of 15,500 clubs 
and 850,000 members, presented 
the foundation with a certificate of 
appreciation during the GFWC 
convention in Miami Beach. 

The honor was accepted for the 
foundation by Norman C, Damon, 
vice-president for safety, who has 
administered grants to the Federa- 
tion since the first one was made 
in 1936, 


Seat Belts Passe? 


Insurance Firm Studies 


Other Features 


Auto makers have announced 
that their ’62 models will have seat- 
belt anchors, but a Gainesville 
(Fla.) insurance official contends 
that the belts are outmoded. 

P. W. Logan, director of associa- 
tion activities for Liberty Mutual 
Insurance Co., claims that the 
latest safety device is a corset— 
a zippered vest that will protect 
the upper part of the body. 

Other features being studied at 
the company’s research laboratories 
include a headrest to protect the 
neck from whiplash injuries, straps 








Over 25 percent of all proposals 
in the United States are made in 
automobiles, according to one ex- 
pert. 





for back-seat passengers, swivel 
bucket seats and a crescent-shaped 
steering wheel attached to a collap- 
sible steering gear. 


Logan said the company plans to 





Radio-Suppresser) cable, engine compartment cable, high and low tension cable, original equip- 
ment battery cable and terminals, and connectors. ™@ First choice for original equipment, Delco 
Packard cable for replacement is distributed nationally through Umited Delco. 


equip 300 of its cars with such de- 
vices each year. “Through tradeins, 
the cars will become available to 
the public and eventually create a 
demand for these features,” he said. 


Air F orce Unit 
Lauds S-P Plan 


The Air Defense Command of the 
United States Air Force estimates 
that at least 28 lives have been 
saved and ground traffic accidents 
reduced more than 21 percent dur- 
ing three years of joint participa- 
tion with Studebaker-Packard in 
traffic-safety education campaigns. 

Ralph M. Riley, chief of ground 
safety, announced that more than 
90,000 Air Defense Command per- 
sonnel at 192 bases and stations are 


“| participating in the 1961 ADC Life 


Saver Campaign, June 1 to Sept, 30. 
He estimates that the program an- 
nually influences more than a half 
million people. 

Studebaker convertibles will be 
awarded to the two top enlisted air- 
men or officers who have signed 
safety pledges and have the best 
traffic safety records during the 
campaign period. 

* * * 
Aluminum Bridge to Span 
Virginia’s Appomattox River 

An aluminum highway bridge is 
_ construction at Petersburg, 

a. 

Designed by Reynolds Metals Co., 
the 97-foot-long bridge will span 
the Appomattox River between 
Petersburg and Ettrick, Va., re- 
placing a steel structure on State 
Highway 36. It is scheduled to be 
completed in August. The bridge is 
being built for the Virginia Depart- 
ment of Highways. 

* 


* * 
Three Groups to Study 


Survival in Watery Crashes 


The best ways accident victims 
can escape from submerged auto- 
mobiles or stay alive long enough 
to be rescued will be studied next 
month by the Michigan State 
Police, the Indiana University 
School of Health, Physical Educa- 
tion and Recreation and the Ameri- 
can National Red Cross. 


The three organizations said in- 
tensive research on the lifesaving 
methods will be held Sept. 6-16 at 
a water-filled pit near Williamston, 
Mich., about five miles east of Lan- 
sing. 





Dealer 


Ad Ideas 


Dealer Installs Sign 


A CHANGEABLE copy sign on 
which plastic letters of con- 
trasting colors are employed to 
form copy of high readability has 
been installed by Pappy’s Motors, 
Orange, Tex. : 


* 
Two Offer Bonus 


we Syracuse Ford dealers used 
simultaneous newspaper ads to 
stimulate new and used-car busi- 
ness, both using bonus merchandise 
to attract customers. 

Bender Ford for a three-day pe- 
riod offered a free bicycle with 
every new or used car sold. 

Steve Aloi-Ford offered 200 gal- 
lons of gasoline as a bonus with 
the purchase of any -new or late 
model used car. 


eS * * 
Stars Visit Albers Deal 


WO members of the Cincinnati 

Redlegs baseball team visited 
the J. H. Albers Co. Chrysler- 
Plymouth dealership in Cincinnati 
as part of the All-Star Value Days 
promotion. 

Little Leaguers thronged the 
dealership, seeking autographs 
from Outfielder Wally Post and 
Pitcher Jim O’Toole. 


* 


For light on dealer thinking, read Dealer 
Forum each week on Page 3. 


Definately, throw tires “OUT OF BALANCE” 
for a SMOOOTH ride 
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WRITE FOR DETAILS - 
B& B Mig. Co. Box 816 Sioux City. lowa 
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Time Needed to Rebuild 
A Dealer Organization 


ey dealer organizations have been hit so hard as the 

Chrysler Corp. dealer body. The dealers have been the 
victims of major surgery, which took them apart, and then 
sought to put them back together again. They have carried 
the load in spite of unbelievably bad publicity. 


They have come to Detroit with offers of help, only to 
be told: 
“You sell ’°em; we'll build them.” 


At times it seemed that the corporation was determined 
not to use the best tools it had. 


In recent weeks, however, there have been signs that the 
new regime recognizes how vital the distribution system is, 
and is trying to put into action ideas offered by the dealer 
councils. This is a hopeful sign. 

The real task of rebuilding is in rebuilding confidence. It 


is not enough to be right. It is necessary to inspire men, to 
get them working in the same direction as a team. 











In a relationship that is to last it is necessary that there 
be integrity and trust. This is something that is not built in 
a day, but day by day, throughout the years. 


It is noteworthy that the makers who have the strongest 
dealer networks are the ones who have worked at it the 
longest and the hardest. It will take time to rebuild the 
Chrysler dealer organization, but it should command prime 
attention of the new regime. 


Coming 
Events 


% Eprror’s Notz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used, 


Dealer Conventions 


Aug. 20-21 — Wyoming Automobile Deal- 
ers Assn., Jackson, Wyo. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. : 

Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 

Sept. I6— Maine Automobile Dealers 
Assn., Poland Springs Hotel, Poland 
saris Me. 

Sept. 18-i9—Wisconsin Automotive Trade’ 
Assn., Schroeder Hotel, Milwaukee. 

Sept. 19-20 — Federation of Automobile 
Dealer Assns. of Canada, Queen Eliz- 
abeth Hotel, Montreal. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


a. Ys 

Oct, 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 
Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 
Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 
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Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


°. 
May 20-22— Oreaon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 


Auto Shows 


Sept. 21-Oct. 1 — Frankfurt International 
Auto Show, Frankfurt, West Germany. 
Oct. 5-15—Paris Auto Show, Paris, France. 
Oct. 14-I8—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 

Halls. Milwaukee, 

Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct, 18-28—London Auto Show, London, 
England. 

Oct. 26-Nov. 5—Los Angeles Automobile 
Show, Pan Pacific Auditorium, Los An- 

geles. 

Oct. 28-Nov. 5—Southern Automobile Ex- 
position, Merchandise Mart, Charlotte, 
N 


oo 
Oct. 28-Nov.8—Turin Auto Show, Turin, 


taly. 

%& Nov. 11-18 — Philadelphia Auto Show, 
Grand Exhibition Hall of the Trade and 
Convention Center, Philadelphia. 

%& Nov. I1-18—Pittsburgh Auto Show. Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 

Coliseum, Denver. 

Nov. 21-26 — 4th Annual Imported Car 

Show, Brooks Hall, San Francisco. 
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Feb. 17-25— Chicago Automobile Show, 
McCormick Place. Chicago. 
Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 


cago. 
Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 
oe he 
General 


Oct. 1-5—National Truck Leasing System, 
Edgewater Beach Hotel, Chicago. 

Oct. 1-5—I4th annual convention and ex- 
hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago. 

Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C. 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10 — Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 

Dec. 9-11—8th Annual Auto Trim Show- 
Convention, Hotel Ambassador, Los An- 


geles. 
1962 
Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 
Chicago. 


engineers. 


agricultural products. 


10 Years Ago—1951 
Sales in the first six months of 1951 totalled 2,808,586 cars and 
515,975 trucks for the second-best record in the history of the auto- 


mobile business. 


The Big Stories 


35 Years Ago—1926 

Cracked gasoline, composing about 30 percent of the total gasoline 
production in the United States, in the near future will comprise 
the largest proportion of motor fuel, it was predicted by research 


20 Years Ago—1941 
Two abnormal wartime economic conditions, the shortage of 
gasoline and the surplus of wheat, combined to stimulate a movement 
in Canada for the production of power alcohol from wheat and other 


























































“Prices are slightly higher east of my desk.” 
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27-Time Shopper Chided 


After reading “Have Auto Sales- 
men Vanished” July 31 issue, for 
the second time, I still can’t help 
but wonder why you bother to print 
such a farce. 

As general manager of a dual 
new-car agency with many years of 
experience dealing with the public, 
I could write a book in answer to 
your Kohn’s shopping spree. 

If it took me 27 tries to buy 
anything I needed or wanted, I 
would be ashamed to admit it. If 
I tried 27 times and still didn’t 
buy the item, I certainly wouldn’t 
have the audacity to write a 
story about it! 

There are many businesses in 
need of improvement and the auto- 
mobile business is definitely one of 
them, but why do we always end 
up with the experts who buy a car 
every four years telling us how to 
sell them? I grant we have many 
failures but some have been 
brought about by the “Twenty- 
Seven Time Shopper.” 

It seems unlikely that 17 separate 
dealers and salesmen could be com- 
pletely out of step with one shop- 
per. It is amazing indeed that all 
17 establishments are still in busi- 
ness. 

To defend salesmen without an- 
swers, I have heard my salesmen 
go into great detail as to the length, 
width, type of carburetor, etc., only 
to be told “who cares about all that 
stuff, how much difference do you 
want?” 

As to the telephone followup, the 
public today regards it as high 
pressure and assumes the attitude, 
“don’t call me, I'll call you.” The 
salesmen who didn’t give Kohn 
their cards probably qualified him 
as a “shopper” and preferred he 
use his own stationery for a “score 
card.” 

I feel especially sorry for the 
sales manager, referred to by 
Kohn, who regards his sales- 
men as, and I quote, “drifters, 
part timers, gamblers, alcoholics, 
misfits and mavericks,” Birds of 
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This is an open forum for the discussion of any subject of interest to our 
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letters but you may sign your name with the assurance that it will not be 
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a feather flock together is the 
best answer I can think of to 
that brilliant remark, If I 
thought as little of my salesmen, 
I certainly would not admit to 
being their boss. 

I am a firm believer that the auto 
business is here to stay without the 
uninvited, unqualified crusaders. If 
everyone should in time scrap their 
personal cars and resort to the taxi 
cab, then by harry, my crew will 
sell them.—WarkREN Rust, sales and 
general manager, Gustafson Mo- 
tors, Inc. (Pontiac-Rambler), 100 §., 
Milwaukee Ave., Libertyville, Ill, 


* * * 


Salesman Raps Kohn 


Among the many products Walter 
F. Kohn has helped to success is 
your July 31st product of his im- 
agination. The abysmal stupidities 
contained therein are not indic- 
ative of his talent as a marketing 
counsel. 

That he succeeded in getting you 
to publish such tripe makes him 
appear a star salesman and you 
a ————.—Dan Mason, sales- 
man, Phil Hall Buick Co., 6660 Sun- 
set Blvd., Hollywood 28, Calif. 

* * * 


Spotted Him 

Reference: Walter F. Kohn’s 
“Have Auto Salesmen Vanished?” 

Let’s give credit where due! A 
hearty congratulations to the ll 
salesmen who recognized Kohn for 
what he was. 

My sympathy to the dealer who 
was attempting to bring a new 
teenager into the automobile re- 
tailing business only to have him 
become discouraged at the outset 
by a “sales promotion expert.”— 
Rospert Q. RotH, sales manager, 
Roth Motors, Erie, Pa. 

ok CJ 1 


Pro Kohn 

I have just finished reading 
“Have Auto Salesmen Vanished?” 

For a number of years I have 
been on both sides of the automo- 
tive fence, as dealer, salesman, con- 
sultant to dealers and as a pros- 
pect and customer, and I have to 
agree with every point brought out 
by Kohn. His experience is quite 
similar to my own with the excep- 
tion that I find import salesmen 
and dealers no worse or better than 
those handling domestics. 

I would like to add one comment, 
though. My own experience would 
tend to reveal that the prospect 
brings (or has brought) much of § 
this sad state of affairs upon him- 
self. Many prospects forcefully re- 
sist any effort of the salesman to 
be of any assistance whatsoever. 

This sort of prospect feels that 
he will be contaminated by contact 
with the salesman. He insists on 
deciding fully just what he thinks 
he wants from TV and newspaper 
ads and then, as a necessary evil, 
he goes into his dealership with 4 

(Continued on Page 18, Col. 1) 
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3 SOLID REASONS WHY: 1. Bigger payload: Hydrovac® Power Brakes weigh less, 
thereby permit hauling up to several hundred pounds extra payload. 2. Lower price: They 
cost less to buy, less to operate, less to maintain. 3. Better protection: They provide the 


built-in standby safety of manual braking in case of power failure. 
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chip on his shoulder and haggles 
price, If the salesman acts friendly 
or tries to be helpful, this prospect 
immediately becomes terrified, 
being positive that this display of 
friendliness is to throw him off 
guard so that the salesman and 
dealer can cheat him out of his last 
dollar. 

This prospect gives his name and 
phone number only under pressure 
and then it may be a phoney. If it 
is correct and the salesman calls 
he is always too busy (or some 
other excuse) to discuss a deal, or 
if an appointment is made this man 
invariably breaks it. (After all, it 
was only with a car salesman.) 

It is my contention that most 
car salesmen beat their brains 
against the wall this previously 
mentioned prospect puts between 
them, so often that many simply 
give up—preferring to be mere 
order takers. 

Certainly many dealers do little 


enough to help their salesmen over 
this hurdle. 

After-sales followup plans help 
too but is often too little and too 
late. 

New-car prospects must have 
formulated this unfortunate buying 
procedure by virtue of some past 
experience or example, It is not 
enough for the dealer to blame the 
factory and/or his salesmen, nor 
the salesmen to blame the dealer 
and/or the factory. The rectifica- 
tion of this situation will take 
many years of hard work and self- 
examination by all concerned, in- 
cluding prospects.—CuHar.es J. CoL- 


LINS, Rockville, Va. 
ie 8 


Kohn Viewed 


In reply to Walter F. Kohn in 
the Automotive News of July 3i1st, 
I’m enclosing a letter I wrote on 
Jan. 14, 1958, and never took the 
trouble to mail. I send it now, for 
my views are still the same. I’ve 
read letters like Kohn’s before 





in which he complains about the 
indifferent attitude and approach 
of the auto salesman to his need 
for a new car. He called on 17 
retailers 27 times and finally de- 
cided to keep his old car. 

I suspect, like any good sales- 
man that knows how to qualify a 
real prospect from a _ perennial 
shopper, that the game in his case 
wasn’t worth the candle, Let me 
enlighten Kohn also that his offer 
to pay cash was of no interest 
to the dealer because the auto busi- 
ness is in fact a cash business. 
The dealer buys from the factory 
for cash and he in turn receives 
cash from the buyer or the bank 
or finance company to whom he 
sells the conditional sales contract 
and it’s to the dealer’s financial 
advantage to sell on time, because 
he shares in the finance charge in 
most cases. 

Kohn wrote that in i1 of 
the 17 dealerships, the dealers 
couldn’t tell him the length, width 
and height of their product. How 
about the six dealers who knew 
these answers? Did he buy from 
them? Kohn said 8 of the 17 
dealers said they couldn’t give him 
a ride in their new models. How 
about the nine that could? Did he 
buy from them? Kohn said that 
of six dealers who bothered 


to take his name, only four called 
and significantly three of the four 
were aggressive go-getters selling 
foreign cars. Did he buy from 
them? Did he shop every domestic 
and foreign make of car? As I 
stated above, Kohn was no real 
prospect out to buy a car and the 
majority of dealers who didn’t 
bother with him sensed it and fig- 
uratively put their feet back on 
the desk. 

Kohn, despite his sad experi- 
ence on the retail end of his shop- 
ping binge, has the good sense to 
put the blame where it belongs, in 
Detroit. I suspect, however, that 
the industry will survive and that 
cars will be produced and sold in 
ever increasing quantities. If not 
to the franchised dealers (who are 
on the way out) to the super mar- 
kets, discount houses and leasing 
companies, 

Kohn’s reception is a matter of 
morale. The dealer doesn’t have 
it if he is forced to dispose of cars 
on which the factories make their 
full profit and he has to give his 
away. The salesman doesn’t have 
it if he is turned loose on an oOver- 
crowded skating rink. 

The 1958 letter follows: 

The retail automobile business 
today is a profitless one for most 
franchised dealers. Many dealers 
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DEAL OFFERS * 


and on TV! 


Premium grade tires that cost you no more 
than original equipment tires 


@ Exclusive, patented Armstrong Safety Disc feature — stops deadly 
skids as no other tire can 


No contract to sign, no investment, no inventory 


ONLY ARMSTRONG 


@ Heavy national advertising including CORONET, LOOK, TRUE, 
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SPORTS AFIELD, 


Proved tire-changeover plan gives you 
up to $12359 more room for trade 
or profit. No inventory needed! 


Already a profit-maker for new car dealers! 

Just offer customers Armstrong PREMIUM grade 
whitewalls that cost you no more than 

original equipment tires. Explain — these 

are the famous life-saving Safety Disc tires. And 
point out the unique Armstrong guarantee. Customers 
go for it — and you get from $45.75 to $123.50 extra 
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inventory — you phone for your tires! It’s simple 

and successful! For further details, see the 
Armstrong tire dealer in your city. 
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and managers are of the opinion 
that the solution to their troubles 
lies in better salesmanship as a 
means of retaining their profits; 
not realizing that profits are de- 
termined by the law of supply and 
demand. Also, that today’s market 
was created by production wars be- 
tween the rival factories and their 
indifference to the ensuing dealer 
problems. 

In 1955, Fords and Chevrolets 
were coming out of the factories 
in unprecedented numbers in the 
race to be number one. It was the 
year of no downpayments, three 
years to pay, free trips, minks, 
silverware, etc., with every car 
sold. Salesmanship was forgotten 
in the effort to unload unwanted 
stocks, It was the year of Congres- 
sional investigation of factory 
methods and the pacifying five- 
year contract. But the damage was 
done. The market was saturated, 
The profit structure destroyed. 

I do not believe that the sgolu- 
tion lies entirely in the hiring and 
training of better salesmen. The 
caliber of selling was no better a 
few years ago when dealers made 
their full gross plus more on the 
tradein. Of course, good salesman- 
ship helps but the new-car busi- 
ness today is a discount business 
and calls for no more salesman- 
ship than it takes to Sell a tele- 
vision set, radio, an electric fan 
in the summertime or any other 
pleasure commodity, Good sgales- 
manship may produce a deal here 
and there, but in the main the 
competitive price must be met. 

The prospective buyer starts out, 
as a rule, with a predetermined 
idea of the make and style of car 
that he wants. He’s already been 
sold by the factory and his own 
past experience. He shops dealers 
handling the same make car until 
he gets what he considers to be 
the best deal on his old car. He is, 
in fact, the salesman, and the new- 
car dealer is the used-car buyer, 
The salesman often serves as a 
messenger carrying bids and offers 
between prospect and manager. 

The dealer in today’s market who 
will survive will be the one who 
realizes that he is a used-car 
dealer and is the most skillful in 
used-car merchandising with all its 
facets of buying, selling, recondi- 
tioning, etc.— Louis Howit, San 
Pedro, Calif. 


* * * 


What’s Wrong? 


Whether Walter F. Kohn’s vitup- 
eration about the whole automobile 
industry is authentic or valid, is 
a moot conjecture. Needless to say, 
some of the inferences are correct 
if only from the massive industry 
complimations, existing today. I 
don’t believe auto salesmen have 
vanished, but dealers and salesmen 
show signs of wear and thin tem- 
perament from ill-advised pseudo- 
experts. Instead of standing on a 
safe hill shouting, Kohn should join 
the maelstrom, and become an ex- 
pert reporter. 

In order to equate the industry 
problems, I must venture into the 
dark corridors of all business. I 
have heard of the alleged lack of 
morality in Kohn’s allied profes- 
sions at times. It is fruitless to 
presume to ask Kohn’s secrets, 
and I am not going to visit 17 or 
more retailers to frustrate the 
salesmen. There would be no point 
to attempt to ransack the _half- 
packed packages, and investigate 
this type of sales banditry. What 
is wrong when the public is ex- 
posed to all this half-value, half- 


baked, an half-cures thrust upon 


them? 

The morality and the methods 
of the majority of business, labor, 
professions, and the ordinary citi- 


zen, is a timely subject. They ; 


constitute the sum total that cre- 
ates the common denominator of 
brotherhood, courtesy, and ethics— 
that is reciprocal. The advantages 
and disadvantages affect all of us. 

I am also a consumer, Kohn, but 
my dollar does not assert 


perfect society. These arguments | 
are not irrelevant. The auto dealer 7 


and salesmen are like waifs and J 


amateurs, in comparison to the 
huge swindles perpetrated by busi- 


nesses with astronomical profits— | 
and highly-paid salesmen. We have | 


to do the best we can. Check OUR 


Sy ege 


reas Sk 


thre 











itself B- 
as a perfect cure, in or for an im- § 





national profit laugh. We have to @ 


run all the time to stay even. 
In Kohn’s words: 


largest industry may be rotting at | 


the roots for want of its 
bread—retail sales.” His amazing 
(Continued on Page 36, Col, 1) 
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SOMETHING MISSING... 


(like California without the Billion-Dollar Valley of the Bees). If you're beating the drum for your product in 
California don’t overlook the great inland Valley with its prosperous 27 counties. They represent a disposable 
income of more than $4 billion — greater than any one of 25 individual states. You're not really selling Cali- 
fornia unless youre selling the Valley. To cover it in depth, you need its own favorite local newspapers, the 
three Bees. Check the special discount plans today.* 


Data Source: Sales Management’s 1961 Copyrighted Survey 





McCLATCHY NEWSPAPERS 


NATIONAL REPRESENTATIVES ... O’MARA AND ORMSBEE 





“The Bees give national advertisers discounts on ae bulk oe frequency; or tu standard pages. Check O’Mara and Ormsbee for details. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Houston 

Houston dealers sold 4,284 new 
cars in June, exactly the same 
number as were retailed a month 
earlier. 

The June count by makes was: 
Chevrolet, 1,114; Ford, 674; Falcon, 
464; Comet, 244; Pontiac, 187; 
Volkswagen, 187; Oldsmobile, 164; 
Corvair, 160; Rambler, 160; Buick, 
151; Cadillac, 93; Plymouth, 89; 
Valiant, 69; Buick Special, 68; 
Chrysler, 57, and F-85, 57. 

Dodge, 57; Tempest, 56; Mer- 
cury, 41; Lincoln, 26; Lancer, 24; 
Studebaker, 17; MG, 15; Metro- 
politan, 13; Austin-Healey, 12; 
Renault, 12; Imperial, 11; Tri- 
umph, 11; Hillman, 8; Volvo, 6; 
Peugeot, 6; Mercedes-Benz, 5; 
Fiat, 4; Willys, 4; BMW, 3; Dat- 
sun, 3; NSU, 2; Simca, 2; Singer, 
2, and miscellaneous, 6. 

New-truck registrations number- 
ed 605, compared with 667 a month 


earlier. By makes: Chevrolet, 270; 

Ford, 218; International, 43; GMC, 

22; Dodge, 13; Mack, 10; Volks- 

wagen, 8; Willys, 7; White, 5; 

Autocar, 3; Datsun, 2; Diamond T, 

2; Renault, 1, and Studebaker, 1. 
—Rusy FENOGLIO 

ea * * 


New Orleans 
New-car sales in New Orleans for 
June amounted to 1,634, compared 
with 1,777 in May and 2,057 in June, 
1960. Truck sales in June totalled 
200, against 246 in May and 238 in 
June last year. 


Car sales by makes were: Chev- 
rolet, 428; Ford, 255; Falcon, 170; 
Pontiac, 105; Oldsmobile, 100; 
Volkswagen, 89; Rambler, 66; 
Corvair, 58; Comet, 57; Buick, 43; 
Chrysler, 40; Plymouth, 36; 
Simca, 27; Mercury, 26; Valiant, 
25; Cadillac, 20; Studebaker, 19; 
Dodge, 15; DKW, 12; Austin, 7; 
Imperial, 5; Lincoln, 5; Toyopet, 


4; Metropolitan, 4; English Ford, 
4; Vauxhall, 2; Mercedes-Benz, 2; 
Fiat, 2; MG, 2, and miscellane- 
ous, 4, 

Truck sales by makes were: Ford, 
72; Chevrolet, 70; International, 32; 
Volkswagen, 9; GMC, 8; White,‘6; 
Mack, 2; Willys, 1, and Studebak- 
er, 1, 

—GorDON HEBERT 
* * ea 


Norfolk, Va. 


New-car registrations in the Nor- 
folk-Portsmouth area in June to- 
talled 1,449, compared with 1,562 in 
May and 1,623 in June a year ago. 

The first-half total was 8,539, 
compared with 9,228 a year ago. 

June registrations by makes 
were: Chevrolet, 251; Ford, 166; 
Falcon, 157; Renault, 127; Pon- 
tiac, 96; Corvair, 88; Buick, 75; 
Rambler, 75; Dodge, 57; Volks- 
wagen, 54; Plymouth, 49; Olds- 
mobile, 39; Comet, 38; Valiant, 33; 


“Steady flow of service business” 


‘‘We have used Pennzoil exclusively in our dealerships for 30 years. And we 
find it is the finest motor oil and has the best customer acceptance. 

“Since 1946 we have been using Pennzoil Follomatic for our service follow-up, 
and operated it ourselves until last year. Now we are using Pennzoil’s 

Bureau and both of these systems have kept a steady flow of 


business through our Service Department.” (Za 6) j 


CHARLES DALGLEISH, President 


Charlie’s Oldsmobile Cadillac, Inc., Detroit, Michigan 





Cadillac, 21; Chrysler, 20; Mer- 
cury, 18; Studebaker, 16; Simca, 
10; English Ford, 8; Peugeot, 8; 
Fiat, 6; MG, 4; Hillman, 3; Lin- 
coln, 3; Mercedes-Benz, 3; Tri- 
umph, 3; Vauxhall, 3; Imperial, 
2; Metropolitan, 2; Saab, 2; Volvo, 
2; Willys, 1, and miscellaneous, 9. 


New-truck registrations number- 
ed 130 in June, compared with 178 
a month earlier ang 138 a year ear- 
lier. There were 808 new trucks 
registered in the first half this year, 
compared with 677 in the corres- 
ponding 1960 period. 

By makes, June new-truck regis- 
trations were: Ford, 57; Chevrolet, 
48; International, 12; Falcon, 3; 
Dodge, 2; Divco, 1; GMC, 1; Stude- 
baker, 1, and miscellaneous, 5, 

” a * oa 


St. Petersburg, Fla. 


There was a total of 588 new 
domestic cars sold in June in St. 
Petersburg. New imports numbered 
83 and new trucks, 60. 

By makes, domestic cars regis- 
tered were: Chevrolet, 134; Ram- 
bler, 55; Ford, 54; Falcon, 42; 
Comet, 39; Oldsmobile, 36; Buick, 
31; Plymouth, 31; Corvair, 30; 
Dodge, 25; Pontiac, 23; Cadillac, 
22; Valiant, 18; Chrysler, 12; Lin- 





Why don’t you cash in on one or all of 


Pennzoil’s BIG 3 profit plans? They are backed 
by Pennzoil performance. They make more money for you. 


PLAN 1 


Follow-up Promotion 
System brings in 
customers oftener 
for more services. 


You get these advantages when you handle Pennzoil: supreme-quality 
Pennsylvania oils and lubricants; and merchandising that helps brighten 
your whole profit picture—in new- and used-car sales, and in bigger 


service orders. 


Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 
on the business-getting programs built around it. 


Choose the money-making Pennzoil plans that best 
fit your problems. Write: Pennzoil, Oil City 2, Pa. 


PLAN 2 


to your service 


Lifetime Lubrication 
Program ties customers 


for life of their cars. 


PLAN 3 


Custom-Tailored 


you sell more cars 
at better prices. 


Warranty Program helps 
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coln, 10; Mercury, 10; Tempest, 10; 
Studebaker, 5, and Checker, 1. 
New imports sold were: Volks. 
wagen, 21; English Ford, 20; Fiat, 
10; Renault, 9; Metropolitan, 7; 
Austin-Healey, 5; Porsche, 3; Mer. 
cedes-Benz, 3, and miscellaneous, §, 
New trucks registered were: 
Chevrolet, 18; Ford, 15; Interna. 
tional, 10; Dodge, 6; Volkswagen, 4; 
GMC, 4; White, 2, and Willys, 1, 
—EveELYN Basu 
* cd * 


St. Louis 

New-car registrations in the St 
Louis area totalled 3,625 in Jung 
in comparison with 3,431 the month 

before, 4,977 in June, 1960, and 5,55] 
in June, 1959. [ 
By .makes, registrations were: 
Chevrolet, 982; Ford, 570; Falcon, 
279; Pontiac, 251; Rambler, 221; 
Oldsmobile, 169; Buick, 156; Cor- 
vair, 150; Dodge, 148; Plymouth, 
136; Volkswagen, 102; Valiant, 86; 
Comet, 82; Cadillac, 59; Mercury, 
40; Renault, 34; Chrysler, 32; Stu- 
debaker, 16; Morris, 15; English 
Ford, 12; Lincoln, 9; MG, 8; Im- 
perial, 8; Austin, 7; Triumph, 6; 
Checker, 3, and miscellaneous, 44, 
New-truck registrations totalled 
242, against 229 in May, 391 in June, 
1960, and 448 in June, 1959, By 
makes, registrations were: Chevro- 
let, 87; Ford, 65; International, 32; 
White, 15; Volkswagen, 14; Dodge, 
9; Willys, 7; GMC, 7; Diamond T, 

2; Divco, 1; Mack, 1, and Reo, 1, 

—Jack BERNSTEIN 

* * OK 


Sioux City, Ia. 

New-car registrations in Wood- 
bury County (Sioux City), Ia., in 

July totalled 260, compared with 
297 a month earlier and 308 a year 
earlier. 

By makes, they were: Ford, 78; 
Chevrolet, 76; Pontiac, 18; Olds- 
mobile, 17; Buick, 14; Rambler, 
13; Comet, 7; Plymouth, 7; Dodge, 
6; Mercury, 6; Volkswagen, 6; 
Cadillac, 3; Chrysler, 2; DeSoto, 
2; Lincoln, 1; Studebaker, 1, and 
miscellaneous, 3. 

New-truck registrations amount- 
ed to 35, compared with 42 in June | 
and 41 in July a year ago. By 
makes, they were: Ford and Chev- 
rolet, 13 each; International, 4; 
GMC, 3; Dodge, 1, and Willys, 1. 


Parts & Accessories 





Two Firms Act as Hosts 


To Jobbers’ Sales Clinic 


BANGOR, Me.—American Auto- 
motive Jobbers, Inc., and Standard 
Ignition Parts were co-hosts at a 
sales clinic here. 

Automotive jobbers were present 
from American Auto Parts Co, 
Belfast; American Auto Parts Co., 
Millinocket; American Gear Co, } 
Bangor; Auto Parts & Service, Old | 
Town; Bucksport Auto Parts Co. 
Bucksport; Coffin American Auto | 
Parts, Dover-Foxcroft; Ellsworth | 
Auto Parts, Ellsworth; Hampden | 
Auto Parts, Hampden; Lincoln 
Home and Auto Parts, Lincoln; 
Lubec Auto Parts, Lubec; McCurdy | 
Auto Parts, Machias; Wheeler's 
Auto Parts, Calais; White’s Ameri- 
can Auto Parts, Bar Harbor; Mount | 
Desert Auto Parts, Southwest Har- | 
bor, and Brewer Auto Parts, Brew- | 
er. 

ok * * 


Kain Joins Columbus Parts 


TOLEDO.—Donald E. Kain, Hav- 
ertown, Pa., has been named a ter- 
ritory manager for Columbus Parts 
Corp. He will serve shock-absorber 
customers in Delaware, Eastern 
Pennsylvania, Southern New Jersey 
and Maryland. He had been with 
Simoniz Co. 

* * * 


Lee Opens Seattle Branch 

SEATTLE.—Lee Rubber & Tire 
Co. has opened a Seattle factory 
branch with William Arkell as 
branch manager. 





Ex-Associate of Ferarri 
Plans Canadian Car 
VANCOUVER, B. C.—William } 
Lichti, a Swiss engineer formerly 
associated with Ferrari, has an- 
nounced plans to build a sports 
car of his own design in suburban 
New Westminster, 
He said he plans to use Gen- 
eral Motors running gear with a 
hand-finished body. Financial de- 
tails are not yet complete. 
(a aa nn cr NNER 











The undeniable truth of John Ruskin’s famous words have 
inspired us, the creators of the BLUE CORAL TREATMENT, 


to maintain the most exacting standards of quality for 
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BLUE CORAL’S overwhelming acceptance by leading 
manufacturers of fine cars is dramatic proof of its worth. 
Progressive dealers everywhere unhesitatingly recommend 
periodic BLUE CORAL TREATMENTS to their customers... . 
in turn, their customers gladly pay the additional cost of a BLUE 
CORAL TREATMENT. They know that although BLUE CORAL 


costs a LITTLE more... it gives a LOT more! 


We will continue to make BLUE CORAL the peer of all paint 


preservatives ! 





@—H.D.T. COMPANY FACTORS, INC. 


H. D. T. COMPANY FACTORS, INC. ° Creators of the Blue Coral Treatment . WHITE PLAINS, NEW YORK 














HIRTY-ONE more dealers in 

15 states have received fran- 
chises for handling Triumph, ac- 
cording to Alan F. Bethell, presi- 
dent of Standard-Triumph Motor 
Co., Inc. The new Triumph dealers 
are: 

Imported & Domestic Car Serv- 
ice, 201 8th St., N. W., Huntsville, 
Ala.; Mark-Way Motor Co., Inc., 
409 Birmingham Rd., Tuscaloosa, 
Ala.; Keymo, Inc., 16215 S. Federal 
Highway, South Miami, Fla.; Shep- 
pard Imports, 1413 S. Howard Ave., 
Tampa, Fla.; Kenny Kent Chevro- 
let, 123 N. W. Second St., Evans- 
ville, Ind., and Jordan Motors, Inc., 
609 E. Jefferson Blvd., Mishawaka, 
Ind. 

Bates & Cunningham, 152 Maine 
St., Brunswick, Me.; Dempsey’s 
Garage, Inc., 42 Bridge St., Great 
Barrington, Mass.; Little Hast Neck 
Corp., 575 Fulton St., Farmingdale, 
N. Y.; Auto Imports Selling 
Branch, 281 Main St., Hempstead, 
N. Y.; A. F. Ryan & Son, Inc., 129 
Cedar St., Oneida, N. Y.; Post Ga- 


Visitors from West Germany— 


Officials of Daimler-Benz A. G., Stuttgart, West Germany, paid a visit to Mercedes- 
Benz Sales, Inc., South Bend, a Studebaker-Packard Corp. subsidiary which distributes 
Daimler-Benz vehicles in the United States. From left are Arnold Wychodil, Daimler- 
Benz export chief; Sherwood H. Egbert, S-P president; Dr. H. J. Klotz, assistant director, 
Daimler-Benz export department; H. T. Mueller, general sales manager, Auto Union- 
DKW, Dusseldorf, West Germany; Lon A. Fleener, president, Mercedes-Benz Sales, Inc., 
and (rear) Heinz Hoppe, executive vice-president, Daimler-Benz of North America, Inc., 
New York. Mercedes-Benz Sales imports about 25 percent of the Daimler-Benz car 
export total to rank as the largest importer of Mercedes-Benz cars in the wold. 
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Triumph Adds 31 Dealers .. . 


Import-Car News Notes 






rage, Beekman Town Rd., Platts- 
burg, N. Y., and Lewers Sales & 
Services, Inc., 3941 Amboy Rd., 
Staten Island, N. Y. 

Leveridge Motor Co., 2308 S. 
Western, Oklahoma City; Ingham 
Motor Car Co., 511 4th Ave., Junia- 
ta, Altoona, Pa.; Mac Motors, 758 
North Easton Rd., Glenside, Pa.; 
Meyers Sports Car Center, 46 North 
Main St., New Hope, Pa.; Van Cam- 
pen Motors, Inc., 601 W. Third St., 
Williamsport, Pa.; Scott Motor Co., 
Box 35, Washington, Pa.; South- 
western Triumph, Inc., 1340 Old 
Spanish Trail, Houston, and Dave 
Fawcett Import Motors, 2710 Texas, 
Lubbock, Tex. 

Riverside Imports, Inc., River- 
side, Calif.; Autorama, Washing- 
ton; Dayton & Edwards, Inc., 
Stratford, Conn.; Meriden Motor 
Sales, Inc., Meriden, Conn.; Juhemo 
Motors, Inc., Bucyrus, O. 

Also Lee Alan Motor Co., Inc., 
Chicago; Proia Motors, Joliet, IIl.; 
Peterson Motor Sales, Greenville, 
Mich.; Public Pontiac, Inc., Chi- 





THE MOST ECONOMICAL WAY FROM HOME TO 
WORK IS THROUGH STROMBERG 


Stromberg® carburetors prove their built-in 
economy in the toughest test of all—‘‘city’’ 
driving. They deliver the kind of good gas 
mileage that your car owners want. 

In the 1961 Pure Oil stop-and-go trials at 
Daytona Beach, Strombergs helped Stude- 
baker Larks place first and second in the field 
of 17 cars in Class IV. 


ence of over 40 years. 


Bendix-Elmira 


Eclipse Machine Division 
Elmira, New York 


Help boost your engine’s reputation for 
economy and dependability. Specify Strom- 
berg—product of Bendix’ fuel system experi- 

















cago, and Waukegon Car City, 
Waukegon, Ill. 


* * * 


Volkswagen 


ORENZO P. BAKER has bcen 
appointed general manager of 
Midwestern Service and Sales, 
Inc., it is announced by Robert H, 
Fergus, president, 
Midwestern Sery- 
ice & Sales is the 
Columbus (0.) 


retail outlet for 
Midwestern VW 
Corp., Ohio and 
Kentucky distrib- 
utor for Volks- 
wagen. 

Baker, who 


joined Midwest- 
f ‘ ern in 1959, had 
Lorenzo P. Baker been sales man- 
ager for the two-state distributor- 
ship. Prior to his joining Midwest- 
ern, he had been sales manager for 
C. E. Morris Co. of Columbus and 
treasurer of Baker Art Galleries, 
Midwestern is building a new 
service facility separate from its 
sales offices. The new service build- 
ing is expected to be in operation 
early in September. 





Pittsburgh Plate Glass Co. sales 
for the second quarter of 1961 were 
$154,845,657, compared with sales 
of $165,770,782 during the like pe- 
riod of 1960. Net earnings during 
the second quarter were $9,564,534 
or 92 cents per share, compared 
with $13,577,548 or $1.31 per share 
for the 1960 period. 

For the first six months of 1961, 
sales amounted to $283,840,433, com- 
pared with $323,971,191 in 1960. Net 
earnings for the first half were 
$13,150,547, compared with 1960 
first-half earnings of $25,723,044. 


Although earnings for the first 
half failed to attain the level of 
earnings for the first half of 1960, 
second-quarter earnings reflected a 
substantial gain over those of the 
first quarter of 1961, according to 
David G. Hill, president. He noted 
that earnings rose from $3,586,013 
in the first quarter to $9,564,534 in 
the second quarter. 

* * * 


Earnings Up 41 Percent, 
Clark Equipment Reports 


Clark Equipment Co. earnings 
for the second quarter of 1961 were 
41 percent above earnings for the 
first quarter on about the same 
volume of sales, George Spatta, 
president, reported to shareowners. 

Second quarter earnings were 
$2,123,277 on sales of $45,721,995, 
compared with $1,506,622 on sales 
of $45,271,736 in the first three 
months. Sales for the six-month 
period were $90,993,731 and earn- 
ings were $3,629,899. For the com- 
parable period in 1960, sales were 
$107,960,804 and earnings were $4,- 
009,989. 


Fruehauf Trailer Notes 


Upswing in 2nd Quarter 


Fruehauf Trailer Co. reported net 
sales for the second quarter 
amounted to $47,497,133, compared 
with $44,070,966 for the first three 
months of this year. Net profit for 
the second quarter was $1,748,433, 
against $1,385,507 in the first quar- 
ter. 

For the first six months of 1961, 
the company’s net sales were $91,- 
568,099, compared with $125,031,874 
for the like period in 1960, Net prof- 
it for the first half of this year was 
$3,133,940, compared with $6,975,473 
for the like period of 1960, 


* * * 
Federal-Mogul Reports 
Sales, Earnings Increased 


Federal-Mogul-B o w er Bearings, § 


Inc., reported that net sales totalled 
$62,288,000 in the first six months of 
1961, compared with $61,944,000 in 
the like period last year. 


‘ 
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Net earnings were $5,928,000 for jj 


the first half, compared with $5,009,- 


000 earned in the first six months J 


of 1960. 


* oK ok 
Allis-Chalmers 
Allis-Chalmers Mfg. Co., first-half 
report, 1961 vs. 1960: Profit, $4,758,- 


932 and $7,780,145; sales, $260,087,- 
999 and $284,499,708, 
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Sell PPG SOLEX® Safety Glass... 
and make an extra profit 


A couple of extra minutes of your time can result in extra profit for you. Just point out the benefits of 
PPG SoLEXx Green Tint Safety Glass to your new car customers. They’ll appreciate it, because SOLEX 
; makes driving safer and more comfortable and gives a car a “quality” look that appeals to car buyers. 





SOLEX IS BEST DEMONSTRATED OUTSIDE YOUR SHOWROOM. 
There, under the direct rays of the sun (or even on cloudy days), it’s easy 
to point out how SOLEX cuts glare, thereby reducing the chance of eye- 
strain. This lessens driving fatigue; driving is safer. The green tint 
doesn’t alter the view outside. 





DON’T FAIL TO MENTION THAT SOLEX Green Tint Safety Glass absorbs CARS LOOK BETTER WITH SOLEX. It gives them a look of quality, in- 
about 50% of the sun’s heat. Anyone who drives or even rides in a car can creases their value. The days of selling quality are here again, and the 
appreciate the added comfort on hot summer days. In air-conditioned cars, SOLEX story will make sense to value-minded buyers. SOLEX will make | 
SOLEX eases the load on air conditioning equipment, so it’s almost a must. your customers happy; the extra profit will make you happy. 


All PPG Automotive Safety Glass complies with every recognized safety code. 


® SOLEX the best glass under the sun! 


G Pittsburgh Plate Glass Company 


Paints + Glass + Chemicals - Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 
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Typical dealer activities provide vehicles for high school driver education and equipment for automotive shop courses. Recent photo (far right) shows Allentown-Bethlehem, Pa., Dealer Community fam 


COMMUNITY LEADERSHIP IS GO@ 


Ford Motor Company’s Dealer Community Relations Pragram helps dealers bq 


of local Ford dealers, Lincoln-Mercury dealers and Ford Tractor and 


Ford Motor Company dealers have long recognized the importance of good 
/ 5 5 I 5 
Implement distributors. To support the program, Ford Motor Company 


community relations as illustrated by their many civic interests and 


activities. Public opinion affects the dealer’s ability to sell his product and will provide counsel, on-the-spot services and special materials, including 
I ; I I I I 


a comprehensive community relations guide book. The program affords 
opportunities for dealers to identify themselves with the Company’s public 


attract higher caliber personnel within his operation. And good community 
relations also aid the dealer in obtaining necessary cooperation from legis- 
lators, civic leaders, the press, schools and the public. relations and public affairs programs. 

Across the country dealers have testified to the value of this far-reaching 
program. First, it has helped them to improve their status as business 
citizens within their communities. Second, it has helped them to become 


To help dealers further improve their community standing, the Ford Motor 
Company Dealer Community Relations Program was initiated in 1960 with 
the establishment of Dealer Community Relations Committees in 8 cities. 
By the end of this year it is expected that there will be over 50 dealer com- 
mittees in operation throughout the country. These committees will consist their business. 


more effective in their dealings with legislative and municipal issues affecting 





‘ 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 251 OF A SERIES 


af 


s Committee with Ford engine and transmission presented to local high school. 


) BUSINESS © 


* 


jane better business citizens 


| 
| 
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As a Ford Motor,Company dealer, we hope you will want to participate in 
the program when it is established in your area. It provides you a means 
with which to work with other dealers and the Company in elevating the 


status of the automobile retail business and improving the business climate 


of your community. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


For additional information on this program and how you may become part of it, 
write: Ford Motor Company, Community Relations Department, Dearborn, Michigan 


MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Fords Faicon « Thunderbird «e Comet 
Mercury e Lincoln Continental e English Ford Line e Ford Trucks «Industrial Engines 
Farm and Industrial Tractors and Equipment e Special Military Vehicles 
Aeronutronic— Products for the Space Age e The American Road Insurance Company 
Ford Motor Credit Company 
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Benmatt license frames and name 
plates are constant reminders 


for your sales and service 
prospects. 


customers and 


Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 
items for increased sales! 


. BENMATT 


ORGANIZATION, INC. 


1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS 
Los Angeles 23, California ® Philadelphia 45, Pa. 











... HUNTING 






For a Key 


or... 
Automotive 
Products 


Of Any Kind? 


Automotive News want ads are the answer. 





CLASSIFIED RATES: 22c per word for each insertion. Minimum 15 words. 
Position Wanted: 11c per word. Add $1 per insertion for use of box num- 


ber. Contract rates available on request. 


DISPLAY CLASSIFIED RATES: $12.30 per column inch for each insertion. 
Contract rates available on 


Minimum one inch—maximum ten inches. 
request. 


Closing Deadline: Six days in advance of publication date. Advance pay- 


ment required. 


Use this space for your classified advertising message. Indicate size 


desired if display. 














Number of Insertions:____._._..._______Amount Enclosed $____ 





Company: Ee 





Address: 





Clip and Mail This Form To: 
WANT AD DEPARTMENT 


Automotive News 


965 East Jefferson Avenue, Detroit 7, Michigan 










Kids Like Corvair .. . 








By Martin L. Whitmyer 
Staff Writer 


con. 

A total of 5,000 high school 
students were interviewed in the 
survey, which showed that girls 
in particular—24.2. percent—pre- 
fer the Corvair, while more boys 
like the Tempest. 





among the 
Volvo. 


dustry are:” 77.2 percent of the 


percent said Shell: 34.1 percent 
Texaco; 16 percent Gulf; 14.7 per- 
cent Mobil; 8.3 percent American. 
This question asked for write-in 
answers. 

The survey also asked teen-agers 
to identify various brands of gas- 
oline by symbol only. There were 
91.2 percent who recognized the 
Shell symbol, and 80.3 percent who 
could identify the Texaco symbol. 
A total of 42.6 percent identified the 
symbol for Standard, Amoco and 
American. The Chevron and Phil- 
lips symbols each received a 41.2 
percent identification and Esso re- 
ceived 38.5 percent, 

* 


eo 
AMC Publications Cited 


The Industrial Editors Assn. of 
Detroit has presented F. Peter 
Carey with its monthly award, 
citing American Motors’ two pub- 
lications, American Motors News 
Illustrated and Rambler News, 
for high standards of professional 
journalism. Both are edited by 
Carey. 

News Illustrated, consumer 
tabloid magazine distribuited by 
Rambler dealers, is issued 10 
times yearly, has reached over 
600,000 circulation in four years 
of publication. Rambler News is 
the monthly magazine for deal- 
ers. 





* * * 
Champion Promotions Cited 


Champion Spark Plug Co. has 
received two awards for advertis- 
ing and point-of-purchase displays 
at Chicago advertising seminars, 

Champion’s agricultural adver- 
tising program was selected as 
one of the “Ten Best Farm Cam- 
paigns of 1960” at the Second 
Annual Farm Marketing Semi- 
nar, sponsored by the Chicago 
Area Agricultural Assn. 

Champion’s new marine spark 
plug counter display was awarded 
the Hermes Trophy by the Chicago 
Federated Advertising Club for the 
outstanding temporary counter dis- 
play in the point-of-purchase divi- 
sion, 

* * * 


Top Advertisers Like TV 


The top 100 national advertisers 
of 1960 spent 53.5 percent of their 
measured media expenditures in 
television, a new Television Bureau 
of Advertising folder shows, Of the 
$1,695,353,369 spent by the group, 
$906,467,950 was spent for network 
and national spot television adver- 
tising. 

Overall, the top 100 increased 
their budgets 5.6 percent in 1960 
over 1959, with 62.3 percent of the 
increase going to television. A total 
of 98 of the top 100 advertisers 
used television, 71 considered tele- 
vision their basic medium, while 
51 spent over 50 percent of their 
budget in television. 

Thirty-three of the top 100, TvB 
noted, spent more than two-thirds 
of their budget in television, 19 
more than 80 percent in television 
and nine more than 90 percent. 

Network television expenditures 
for the top 100 increased 8.5 percent 
in 1960 while spot television rose 
3.6 percent. 


* * 
New Client for F&S&R 


Standard Motor Products, Inc., 
Long Island City, N. Y., has ap- 


~ 


Auto Advertising 


The Chevrolet Corvair is the fa- 
vorite compact car among the na- 
tion’s teen-agers, a socio-economic 
survey conducted this spring by 
Scholastic Magazines showed. Sec- 
ond in popularity was the Pontiac 
Tempest and third, the Ford Fal- 


Fourth on the list, and first 
imported small cars, 
was Volkswagen. Next came Olds- 
mobile’s F-85, Valiant, the Buick 
Special, Rambler, Comet, Lark and 


In answer to the question, “The 
three companies I consider the 
leaders in the oi] and gasoline in- 


students answered Standard; 36.2 


EXTRA-HEAVY 


CNEW ! fot ERs Sima le i. 
Axle Stands 


Df KEN-TOOL 





pointed Fuller & Smith & Ross, 
Inc., as its new advertising agency, 
effective Oct. 1. 

Standard Motor Products, Inc., 
is a leading independent manufac- 
turer of automotive replacement 
parts. 

The move is being made to co- 
incide with new plans for company 
expansion and a broader marketing 
approach embracing advertising, 
merchandising, research and public 
relations, Officials said. 

ok * + 


WGBS Names Mitchell 


Robert E. Mitchell has been ap- 
pointed general sales manager of 
Radio Station WGBS in Miami. 

ok * oe 


Randall Cited 


Fred M. Randall Co., Detroit ad- 
vertising, merchandising and public 
relations agency, received two pre- 
mier awards for excellence in the 
direct mail and public relations 
classifications at the 22nd annual 
National Advertising Agency Net- 
work’s “Creative Awards” competi- 
tion at Colorado Springs, Colo. 

* * ok 
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Record Newspaper Spending 


Final newspaper national adver- 
tising figures for 1960 showing, by 
advertiser and product, the record 
$782,149,000 expenditure in the me- 
dium last year, have just been pub- 
lished by the Bureau of Advertising 
of the American Newspaper Pub- 
lishers Assn. A preliminary report 
was released in April. 

The bureau, in releasing the fig- 
ures, pointed out that they do not 
include production costs. These Lactate. 
costs, generally calculated at 6.9 —_ 
percent of the expenditure for : 
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farm equipment 






T-128 
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space, bring the national advertis- 
ing total to more than $836 million, 
an increase of 1.2 percent over the 
previous alltime high set in 1959. 

As previously announced, the top 
three advertisers last year were 
General Motors, Ford Motor Co. 
and Chrysler Corp., with expendi- 
tures, respectively, of $40,354,817, 
$18,669,074, and $18,091,428, 

Among the classifications show- 
ing substantial gains were automo- 
tive, up 10.2 percent to $196,685,000; 
insurance, up 9.1 percent to $17,008,- 
000; transportation, up 5.1 percent 
to $52,547,000, and wearing apparel, 
up 24.1 percent to $10,818,000. 

ok * oe 
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A size for every job... 
rugged, low-cost...more 
safety features. Wide tripod 
base eliminates rocking, 
even on rough or sloping 
floors... prevents tipping. 
Positive-locking, self-engag- 


ing lug. 
WILL NOT RELEASE 
UNDER LOAD! 
Built like a surveyor’s tripod 
to eliminate rocking. Quick 
SELF-LEVELING delivery from your local 
TRIPOD DESIGN jobber. 


KEN-TOOL MFG. CO. 
AKRON 5, OHIO 


LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 


















Personnel Changes 


Jack deCelle from copy chief at 
Kenyon & Eckhardt, San Fran- 
cisco, to copywriter at Richard N. 
Meltzer Advertising, Inc. San 
Francisco ... Robert C. Lang from 
sales promotion manager for Gus- 
tin-Bacon Mfg. Co., Kansas City, to 
retail advertising field force for 
Plymouth-Valiant at N. W. Ayer & 
Son ... James B. Delehanty jr. 
from assistant business manager of 
Television Digest to assistant East- 
ern advertising manager of TV 
Guide in New York. 


Offer of Rentals 


Eases Dealer’s 


Loaner Problem 


MARSHALL, Tex.—A solution to 
the car-loaning problem hag been 
worked out by Nehls Chevrolet Co. 
and Charles Ringler, sales manager. 

A prominent sign in the service 
department near the entrance 
reads: “Do you need transportation 
while your car is being serviced? 
We rent cars: $5 a day and 10 cents 
per mile. Terms cash, Deposit re- 
quired $10. Thank You.” 

When the subject comeg up, the 
service customer usually decides he 
can wait a day or so, or he can 
borrow a car from a friend, Ringler 
told AuTomMoTIvE News. 

This does not mean that car 
loaning has been eliminated entire- 
ly, Ringler said. Now and then a 
Cadillac or Olds customer, will 
want a loan car and he is not 
charged. The same goes for some 
good Chevrolet customers. 

Loaning is held to a minimum, 
said Ringler, because the borrowers 
know of the sign, feel under ob- 
ligation tothe company and usually 
take better care of the car and 
return it sooner. 






























































Model SP shown fits ALL Sports Cars 
List $19.95. Dealer Cost—$] 1,97 
(Clamp-ons from $14.85) 

Send for Details on Your Make 


CAMELL co. 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 
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15,300,000 
GUARANTEED 





CIRCULATION 





A Reader's Digest report to advertisers 


Starting with the January, 1962, issue, 
Reader’s Digest guarantees an average 
paid circulation of 13,300,000 in the 
U.S. alone. 


The number is so big that putting it 


. into the same frame of reference with 
_ other advertising media is a problem. 


Perhaps this helps: 


13,300,000 is twice the U.S. circula- 
tion of Life, Look or the Post. Few net- 
work TV shows are seen in as many as 
13,300,000 homes. 13,300,000 is one 
U.S. home out of four. 


But circulation quality, we believe, 
is even more important than quantity. 


How it grew 


You know a lot about the quality of an adver- 
tising medium’s circulation if you know how it 
was acquired. 

The Digest’s circulation-promotion policy has 
not changed since the magazine was founded 
nearly 40 years ago. Here is our proposition to 
prospective subscribers: Try Reader's Digest 

. if you like it, buy it. We extend the offer 
chiefly through the pages of the Digest itself 
and by direct-mail and local-media advertising. 

10,000,000, or 75 per cent, of our new guaran- 
teed total were solicited and became sub- 
scribers entirely by mail. Nearly two million 
more, each issue, choose the Digest at their 
newsstand or supermarket—more than buy any 
other general magazine (except TV Guide) at 
any price. 

These are voluntary buyers. Voluntary circu- 
lation, we find, is highly loyal and responsive. 


What ‘‘who they are”’ means to advertisers 


Digest buyers are readers. And readers are not 
“just people.” Being readers, they are better 
educated, more influential, have more money 


to spend than the average. Evidence: Politz 
shows that 45.3 per cent of the U.S. adults who 
went to college read an average issue of the 
Digest. So do members of 59 per cent of house- 
holds with incomes over $10,000. 


‘Fulfilling’ for another magazine 
The owners of Coronet recently decided to stop 
publication with their October issue. They 
asked whether the Digest would provide con- 
tinuing magazine service to prepaid Coronet 
subscribers who were not already Digest sub- 
scribers. We agreed. 

Our first move will be to offer a choice to the 
unduplicated Coronet subscribers. Our offer: 
The Digest or your money back. 

Perhaps as many as one million Coronet 
names will be added to our lists beginning in 
January. Most of these subscriptions will expire 
in 1962. 

Only 300,000 from the Coronet source are 
included in the Digest’s new 13,300,000 guar- 
antee for 1962. Any beyond 300,000 will be an 
extra bonus for our advertisers. 


Speaking of bonuses... 
Look at the chart below, please. 
See the growth in guarantees 
and the “more-than-advertisers- 
pay-for” bonus every year for 
many years. Not shown in the 
chart: Of the first six issues in 
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*Estimated average net paid U.S. circulation for first six months, 1961 
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1961, three had circulations over 13,000,000, 
beating the existing guarantees by more than 
650,000. 

Circulation in 1962 will continue well ahead 
of guarantee. Some of these issues will undoubt- 
edly exceed 14,000,000. 


New advertising rates 
New rate cards for 1962 issues are now avail- 
able. A four-color page will cost $47,500 before 
discounts. Cost-per-1000 for a four-color page 
will be $3.57, so that Digest four-color rates 
will, as usual, be based at about half the level 
of other general magazines. 

Another policy which we (alone among major 
magazines) will continue is that page advertise- 
ments will always be faced by full pages of 
editorial material. 

If you want national coverage with a guar- 
anteed circulation of only 6,650,000, beginning 
with our January, 1962, issue, you may schedule 
your advertising for half of the total Reader’s 
Digest circulation. Cost, four colors: $28,500. 


The company you keep 

By the reliability of editorial 
content, the Digest has earned 
a position of unique trust and 
confidence with its readers. Act 
now, to build sales by commu- 
nicating with the bigger, better 
market that the Digest offers. 
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Source: ABC Publisher’s Statements. Reader's Digest Rate Cards No. 2 through No. 7 








CAR CLOCK—Lux Clock Mfg. Co., Inc., 
Waterbury, Conn., has introduced a car 
clock with instrument-type dial, especially 
designed for sports cars and compacts. 
Bracket provides easy mounting to panel 
or dashboard and adjusts through 270 
degrees. The clock has a Lux precision 
movement with jeweled balance stud and 
screw, it is said, Dial is 24-hour, airplane 
type of aluminum with instrument black 
background. Numerals one through 12 are 
luminous; 13 through 24 and second nu- 
merals are silver color as are calibrations. 
The clock features black luminous hands, 


with a red sweep second hand. 
tee 





FUEL PUMP—A lightweight electric fuel 
pump that is said to handle 35 gallons an 
hour free-flow and fit most car, truck or 
marine engines has been marketed by 
Walbro Corp., Cass City, Mich. Known as 
the ‘“‘Autopulse Model PEG," the pump 
has a housing made of a lightweight 
metal fabricated from three castings for 
extra strength. It is said to be rustproof 
and resistant to corrosion, The unit will 
eliminate vaporlock, flooding, hard start- 
ing in winter or summer and other fuel- 
wasting habits of mechanical pumps, it is 
claimed. 





GAS CAPS—Gas caps G-40 and G-46, 
designed to control surging, has been an- 
nounced by Stant Mfg. Co., Connersville, 
Ind. These caps are said to prevent fuel 
loss caused by surging, collapse of gas 
tank, fuel pump damage and stalling when 
separate tank vent tubes become clogged 
with dirt or ice. G-40 practically eliminates 
objectionable fuel fumes in passenger 
compartment, it is said. It is for 12-inch 
diameter filler neck. G-46 is for 1%-inch 


diameter filler neck. 
a Be 


Rhode Island Firm Offers 


Plastic Auto Floor Mats 


Plastic automobile floor mats, 
made of thick, resilient vinyl in a 
wide range of colors, are being pro- 
duced by Product Research Co., 
Ine., North Providence, R. I. 

William MacDonald, president, 
said the mats will be installed as 
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original equipment on most ’62|' 


domestic makes and models. The 
plastic is formulated with Opalon 
vinyl plastisol resin, a product of 
Monsanto Chemical Co.’s Plastics 
Division. 





HEAVY-DUTY NIBBLER—A portable sheet 
metal nibbler has been announced by 
Black & Decker Mfg. Co., Towson 4, Mich. 
The No. 691, eight-gauge heavy-duty nib- 
bler operates on a punch-and-die prin- 
ciple. As the nibbler is fed along the cut- 
ting line, small rectangular pieces of metal 
are punched out, leaving a smooth edge, 
it is said. Metal on either side of the cut 
is not bent or curled. The unit operates 
at 1,000 strokes per minute, non-load; 
600 s.p.m. at rated load. It cuts mild steel 
up to eight-gauge on a production basis; 
stainless and monel of lighter gauges; 
copper up to 3/16-inch. Net weight is 
164% pounds, 





ROD ASSEMBLY GUIDE—The “Phantom” 
Con-Rod Assembly Guide has been intro- 
duced by Chancellor Mfg. Co., 13007 S. 
Western Ave., Gardena, Calif. This me- 
chanic's aid is made of unbreakable poly- 
ethylele and is claimed to save time and 
labor, minimize damage and avoid scor- 
ing to crankshaft. With the use of the 
guide, bearing inserts cannot fall out and 
rod is automatically guided into proper 
position, it is said. It is possible to drive 
down all pistons at one time with a set of 
these accessories. 





POLISHER — An electric auto polisher 
has been announced by Skil Corp., 5033 
Elston Ave., Chicago 30, Ill. The Skil 
polisher reportedly features a full three- 
ampere motor; washable, six-inch lambs- 
wood pad; auxiliary side handle; -light- 
weight aluminum housing, and on-off 
switch. It can be used with either polishes, 
waxes or cleaners and is recommended 
for all car finishes including the latest 
acrylics, according to the manufacturer. 
it may also be used for household polish- 
ing jobs. 








WASH RACK LIFT—A wash rack lift has 
been introduced by Weaver Mfg. Division, 
Dura Corp., 2100 S. Ninth St., Springfield, 
Ill, Built to provide an easy way to wash 
rear wheels regardless of low fender- 
skirts, the WO-19 Wash Rack Lift has a 
builtin chock to center the rear wheels 
automatically and a large saddle to lift 
the vehicle at the differential housing — 
even where the housing is off-center, it is 
said. Lifting action is provided by a rub- 
ber air cylinder, designed to withstand 
corrosive salt, grease, grit and water. The 
controls can be locked in either a raised 
or lowered position for safety, it is said. 

* 





UNIVERSAL JOINT—A heavy-duty uni- 
versal joint, designed for late-model Ford 
Motor Co. and Chevrolet cars, and several 
makes of light trucks, has been added to 
the U-joint line of Republic Gear Co., 
20200 E. Nine Mile Rd., St. Clair Shores, 
Mich. Designated the CB127OHD, the 
joint may be used in place of the CB127- 
OB in vehicles engaged in high-power, 
heavy-duty service. The joint features 
more bearing rollers, deeper bearings, 
larger trunnion length and diameter, and 
heavier center section, it is said. 

ae. ee 





LIFT ADAPTER—A two-stage Hi-Lift 
adapter, designed to convert any WA-52 
hydravlic bumper jack to a_ two-stage 
lift, has been introduced by Weaver Mfg. 
Division, of Dura Corp., 2100 S. Ninth 
St., Springfield, Ill. To broaden the unit's 
versatility, each of the two stages travels 
29% inches. The adapter can be used 
in the ‘‘Low-Stage” position for tire chang- 
ing, and for brake and wheel cylinder 
servicing, it is said. If the self-storing 
“Hi-Lift” extension is raised, the unit is 
ready for use in general vehicle inspec- 
tions, spring-insert replacements, and muf- 
fler and tailpipe repairs. 

oe ey 


Plastic Curtain Limits Area 


To Be Cooled Inside Car 


Cool-Curtain, a transparent plas- 
tic curtain to cut off the front-seat 
area of a car or station wagon for 
easier air-conditioning, has been 
introduced by Nelson Bros. Mfg. & 
Distributing Co., Box 7275, Phoenix, 
Ariz. 

The curtain can be rolled up 
when the entire car is to be cooled 
or when the air conditioner is not 
in use. In winter, it can be used to 
improve heater efficiency, the firm 
said. 

K * * 


Stock Copper Tubing 
O.E.M, Products Co., 5296 North- 
west Highway, Chicago 30, IIl., has 
marketed a line of soft tempered, 
seamless and open-end copper tub- 








ing. It is available in nine different 
sizes, individually boxed in 25-foot 
coils. 





LAMP—The addition of an adjustable 
lamp with a magnetic holder base to the 
Protex line has been announced by Daniel 
Woodhead Co., 15 N. Jefferson St., Chi- 
cago 6, lil. The No. 155 lamp incorporates 
the holding power of a magnet with the 
flexibility of a swivel based lamp, and is 
easily adjusted to permit accurate posi- 
tioning and direction of light on work 
area, it is said. Plastic reflector is self- 
ventilating; contains insulated switch and 
socket, Both reflector and magnetic base 
are Woodhead ‘‘Safety Yellow" color, and 
lamp is furnished with 10 feet of yellow 
cord and plug. 





CONVERTIBLE TOP RISER—Rain-Top is 
an electronically operated sensing device 
that automatically closes convertible tops 
in case of rain or heavy dew. It consists 
of a moisture-sensing pad and an elec- 
tronic control box. Will work on any con- 
vertible with a 12-volt system, it is said. 
The transistorized control box is wired 
into the automatic riser system and mounts 
under the dash (or in the riser well). Bedol 
Electronics, Inc., 1971 W. 85th St., Cleve- 
land 2, O. 





R1VETER—Marson Corp., Revere 51, 
Mass., has announced the Pop rivet and 
hand riveter for use in body shops. The 
riveting tool operates like a pair of pliers. 
With it, a mechanic, operating from one 
side of the job only, can fasten metals 
from 1/50 to 5% of an inch thick. Rivets 
are made in aluminum, steel and monel, 
in diameters from 3/32 to 3/16 of an 
inch. The clinching action of the rivets is 
said to exert as much as 600 pounds of 
squeeze between parts. 

2. 





COMBINATION LOCK—A locking de- 
vice, the Simplex pushbutton lock, de- 
signed to provide maximum security and 
convenience, has been announced by Sim- 
plex Lock Corp., 150 Broadway, New York 
38, N. Y. The lock consists of five push- 
buttons and a knob, handle or lever. It 
is operated by fingertip alone, requiring 
no key to either open or secure it. The 
basic five-button unit provides over 1,000 
combinations; other models over 1,000,000, 
it is said. The combination of any model 
may be changed at any time, in six sec- 
onds, without tools. 





CAMPING TRAILER — The Trailorboat's 
fiberglas camping trailer is a sealed 
sleeper-kitchen hardtop with an eight-‘oot 
boat “nested” on the roof. Screened win- 
dows on both sides provide cross veniila- 
tion. The trailer sleeps two on standard 
% foam mattress. A rear tailgate folds 
down to provide table and work space, 
Overall dimensions, including boat: 
Length, 10 feet two inches; height, 72 
inches, and width, 64 inches, Total weight 
is 650 pounds. Trailorboat Engineering 
Co., 923 Francisco Bivd., San Rafael, Calif, 


* * 





PINION SEAL TOOL—Service Sales Di- 
vision, Chicago Rawhide Mfg. Co., 1301 
Elston Ave., Chicago 22, Ill., has announc- 
ed an installation tool for pinion seals, 
This C/R tool is specially designed to fit 
around pinion shafts, and with seven 


adaptors it is said to cover all cars and 
light trucks, it is said. The adaptors are 
precision molded of oil resistant plastic 
and hold the seals firmly in position for 
installation yet protect sealing lips from 
splines, it is claimed. 

oe 





AIR-LINE VALVE—A valve that auto- 
matically and continuously eliminates 
water and oil condensation from com- 
Pressed air lines without causing pressure 
drop has been announced by Barger Mfg. 
Co., 204 Foshay Tower, Minneapolis 2, 
Minn. The product, called the Moisture 
Minder, can be attached to existing com- 
pressed air systems without cutting lines, 
according to the manufacturer. The unit is 
just under six inches in length, is 1% 
inches in diameter and is threaded to fit 
the standard %4-inch pipe. The company 
will manufacture valves to fit other pipe 
sizes on request. 


os 





suUS- 


torsion 
pension gauge, adjustable in all directions 
and designed to handle all present tor- 


SUSPENSION GAUGE—A 


sion systems, has been inircduced by 
Weaver Mfg. Division, Dura Corp., 2100 
S. Ninth St., Springfield, Ill, The WJ-94 
Gauge accommodates all Chrysler Corp. 
cars, as well as Chevrolet and GMC trucks 
equipped with independent front suspen- 
sion and torsion springing. While best 
used with a twin-post lift equipped with 
combination wheel and service stands, the 
gauge also can be used with rollon lifts, 
wheel-alignment outfits or even on a level 
floor, it is said. 
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Motivation? 4 
O W abo | | Why do people read magazines? For information, awareness, 
understanding of their world and themselves. In pursuit of an 


interest — art, sport, travel, fashion, tree snails or old jokes. For 
vicarious adventure or romance, escape. To learn 
Ohey how to broil a steak, split an atom, build a 
° birdhouse. To kill time or discourage a talkative 
barber. The reasons are as many and varied — as people themselves. 

But we do know what moves 1,300,000 subscribers to read a 
certain magazine. The motivation is money. The magazine is 
SUCCESSFUL FARMING. 

Farming is a highly volatile business. Every year, farms decline 
in number, increase in acreage, require more investment, 
machinery and equipment, and better management. 

To the major producers of livestock and field crops, 
SuccessFUL FarMING is their management 
manual. It helps its readers save time and 
work, lower costs, improve earnings, plan 
better, buy better, take advantage of every 
advance in farming. It is not only read, but 
studied, kept, consulted again and again. 

For fifty-nine years, SUCCESSFUL FARMING 
has served the country’s best farm families 
—earned an influence few media can match; 
an influence that augments reception and 
response for the advertising it carries. 

SF farm subscribers have more land, 
buildings, equipment, livestock than the 
average farmer; for the last decade had 
farm cash incomes about 70% above the 
US farm average; are one of today’s best 
class markets, for everything. 





If you want more action from advertising, 
put it in Successrut Farmine. And ask any 
SF office about the sales opportunities in 
SF’s 12 Regional and State editions. 


Successrut FARMING... Des Moines, New York, 
Chicago, Atlanta, Boston, Cleveland, Detroit, Los Angeles, 
Minneapolis, Philadelphia, St. Louis, San Francisco. 
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Average Price of Used Cars Sold at Auction | 


(Compiled by Automotive News from Auction Reports.) 





060*. 

*58 Belvedere (8) 4-dr., $740* (ps); 2- 
dr., $705* (ps); 2-dr, hardtop, $395*, 

’57 Suburban (8) Custom 4-dr., $605* 
(ps); Belvedere (8) 4-dr., $475* (ps), 
$470*. 

’56 Belvedere (6) 2-dr., $200. 

"55 Plaza (6) Suburban 2-dr., $135; 2- 
dr., $190. 

PONTIAC — ’60 Bonneville 2-dr., $2,280* 
(ps); 4-dr, Vista, $2,010* (ps). 

*59 Bonneville 2-dr., $1,775* (ps). 

’57 Star Chief 4-dr. Catalina, $725* (ps), 
$520* (ps); Super Chief Safari 4-dr., 
$535* (ps). 

’56 Chieftain (870) Safari 4-dr., $500*; 
Star Chief conv., $390*, $200*" (ps). 

55 Star Chief conv. , $360*, $350*; 2-dr., 





$315* (ps). 

a 59 Lark (6) 4-dr. (taxi), 
’58 Scotsman (6) station wagon, $215. 
’56 Silver Hawk (6) 2-dr., $450* (ps). 

MISCELLANEOUS — ’58 Chevrolet 1-ton 

panel, $200, 
"57 Chevrolet panel, $375. 
ALBANY 


Tim Anspach Auto Auction, Sale every 
Thursday, Prices are for sale of July 31, 
Today’s car market showed a price decline 
on all grades as both buyer and seller 
realized that all cars have had a birthday, 
The hardest hit was the 1957 models; the 
prices of these, we imagine, will strengthen 
more than this week’s quotations. Sold 117 

















"69 =«°60 "59 =°60 "569 ’60 "69 °60 "59 =°60 "60 (61 760 +61 760 ’61 760 ’61 %°60 ’61 S "61 "60 (61 "60 (61 came aes aie aeeetmtintete 
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Aug. Sept. Oct o Dec Jan. Feb. ch P y y Fa BUICK—'57 RM 4-dr. Riviera, $510* (ps), 






’56 Special 2-dr. Riviera, $435; RM 
2-dr. Riviera, $340* (ps); Super conv., 
$310* (ps). 

’55 Super 2-dr, Riviera, $310* (ps). 

CADILLAC—’58 (62) 4-dr. hardtop, §$1,- 





Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. 


Figures alongside bars represent dollars. @ 1961, by Automotive News 















































Prices ma isk $485* (ps). ’53 Monterey 2-dr. hardtop, $160*. 4-dr. Holiday, $385* (ps); conv., $320* 775* (ps). 
es rked with aa an on ’56 Capri 4-dr., $505* (ps), $440* (ps). OLDSMOBILE — ’59 (88) 2-dr. Holiday, (ps); (88) 4-dr. Holiday, $320* (ps), ’57 (62) 4-dr. hardtop, $1,390* (ps). 
indicate a unit equipye MERCURY — ‘58 Montclair 4-dr., $810* $1,580* (ps), $1,570* (ps), $1,410* $225* (ps); conv., $165* (ps). CHEVROLET—'60 Impala (8) conv., $1, 
automatic transmission or over- fre); Le ay $600* (ps). (ea setae sik $1,080° (ps); 2-4 $1 he * - “Seite One) (88) Super 2-dr. 975* (ps); sport sedan, $1,475* (ps); 
; i "5 ontclair 4-dr. hardtop, $590* (ps), x ) 4-dr., ’ ps); 42-dr., = oliday ps). Brookwood 6 4-dr., 1,725*; 
drive, and (ps) indicates power $400*; 4-dr., $380* (ps). 040* (ps). '54 (88) 2-dr., $200*. Air (6) 4-dr. $1,085%; ‘Bel aie Bel 
steering. ’56 Monterey 4-dr. hardtop, $150*. ’57 (88) 4-dr., $745* (ps); (98) 4-dr. | PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 4-dr., $1,525*; Biscayne (6) 2-dr, 
Ne Fr ’55 Montclair 2-dr., $250* (ps); Monterey Holiday, $595* (ps). 105*, $1,420*. ' 
CALDWELL, N. J. 2-dr. hardtop, $155*. ’56 (88) Super 2-dr. Holiday, $385* (ps) ; ’59 Belvedere (8) 2-dr. hardtop, $1,070* (Continued on Page 31, Col. 1) 





Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 1. Action 
very good. Bidding brisk. Cars still in short 
supply. Sold 204 cars from 239 consign- 
ments. 

BUICK—’59 Electra 4-dr., $1,575* (ps); 
LeSabre 4-dr. hardtop, $1,545* (ps); 
4-dr., $1,245* (ps); Invicta 4-dr., $1,- 
230* (ps). 

’58 Century 4-dr. Riviera, $1,100* (ps), 
$1,075* (ps); 2-dr. Riviera, $820* 
(ps); Limited 4-dr, Riviera, $850* 
(ps); Special 2-dr., $810* (ps), 

’57 Special 4-dr. Riviera, $690* (ps), 





ue Bpecial’ 4-dr. Riviera, $575* (ps), : 
$415* (ps). ALABAMA MICHIGAN NEW JERSEY NEW YORK 


’55 Special conv., $485* (ps); 4-dr. Riv- 
iera, $430* (ps), $200* (ps); Century 
conv., $245* (ps). 

"54 Special 2-dr., $125, $110*. 

*50 Super 4-dr., $100. 

CADILLAC—’60' Eldorado Seville, $4,000* 
(ps). 

’59 (62) 4-dr. hardtop, $2,840* (ps). 

’58 (62) 4-dr. hardtop, $1,905* (ps). 

°56 (62) conv., $760* (ps), $650* (ps). 

"55 (62) 4-dr., $690* (ps). 

"50 (62) 4-dr., $130*, $100*. 











NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


e 
JOHNSON AUTO | State Fair [Minutes from New York City) yt ANCpaCH INC. 
Dealer Aute Auction 


AUCTIONS A 
Huntsville, Ala.—Friday Auto Auction, Inc. Ghyle g th. fn. Ever Monday — O'clock 


100% Insured—No Registration Fee OF GREATER DETROIT AUTO AU CTI 0 amar All Titles and Checks Guaranteed 



































CHEVROLET—’61 Impala (8) conv., $2,- 
540* (ps); sport coupe, $2,450* (ps). @ Open Daily 9-5, 
"60 Impala (8) sport sedan, i. ,910* SALE Mon. 9 am-11 pm LAFAYETTE—Syracuse Auto Auction, 
ta ; ie (8) it Eber. = - COLORADO EVERY for Auction 7s of on Weld Check and 
355; Parkwood (8) 4-dr., $1,515*; Secorvations. itle Protection. ; 
Brookwood (8) 4-dr., $1,425, $1,340, . TUESDAY 
cau eee 9 a $1,380; Colorado Auto Auction AT 11 A.M. | @ Checks & Titles NORTH CAROLINA 
59 Impala (8) sport sedan, $1,505* (ps), 4285 So. Santa Fe, Littleton, Colorado Guaranteed. EXCLUSIVELY FOR AUTO DEALERS RALEIGH — Mann’s Auto Auction 
ar’oeoe’ = ee ca; “— Phone: SU |-7821 @ Auto Auction Report Weekly. INSURED PICKUP AND Sale, Rt. 5. Ph. 3-1564, Titles & 
$1,430" (ps);' Bel Air (8) 4-dr., $1,- SALE EVERY TUESDAY © Big Jackpot Cash Prize. DELIVERY SERVICE checks guaranteed. Mon. 10 A. M. 
tas)’ -Gaaaee took. pcenes $i a0, 11:00 A.M. @ Michigan's Fastest Dual Lane Sale. OHIO 
. $1, + S1,0708, | $1-020, MINIMUM RATE 
S50e, $1.045, $1,040", $1,010, $990, | George A. Lamb Norman Early| 19745 Ralston, Detroit 3, Michigan 2 AKRON—A-1 Auto Auction, U.S. 224, 
$970, $955, $945; Parkwood (8) 4-dr., Owners & Operators (Near Woodward & State Fair Aves.) We issue auction checks— PL 3-6643, Titles, Checks guaran- 
§1,180°; Parkwood (6), 4-dr., $1,060; MILL NACE, General Manager TO 9-4660 Guarantee titles. teed. Ea. week, Tues., Thurs., 12:30. 
58 Impala (8) conv., $1,030* (ps); Bis- Dealers Only s lel Track L Dual Lane Sale—4 Auctioneers Se ae 
cayne (6) 4-dr., $735*. Write for FREE Market Reports. NOW! pecial Truck Lane Insured By 
°57 Bel Air (8) sport coupe, $775*; sport °* Every Tuesday, 11 a.m. AUCTION meunancs AGENCY, 
Birmingham, abama 





sedan, $710*; Two-ten (6) station 
wagon 2-dr., $655; 2-dr., $650*. 


"56 Corvette (8) conv., $1,090; Two-ten EVERY TUESDAY AT NOON! 
(8) station wagon 2- dr., $420*; Two- 


SERIE a a EE 
ten (6) station wagon 2-dr., $370; A tco ON ROUTE 46 
BUY IT! SELL IT! y CALDWELL TOWNSHIP, ee 


Bel Air (6) 2-dr., $360*; Bel Air (8) 











sport coupe, $325*. 
55 Two-ten (8) 4-dr., $480; Two-ten . CApito!l 8-0100 for Reservations 
(6) 4-dr., $300. TRADE IT! HIRE HELP! DETROIT'S P 
°54 Bel Air (6) 2-dr., $120*; Two-ten 
(6) station wagon 4-dr., $115. Through Oldest, Largest and Very Best 
"53 Bel Air (8) 4-dr., $115. 9 Wednesday at Noon PENNSYLVANIA 








CHRYSLER—’58 Saratoga 4-dr. hardtop, 
$1,010* (ps); 2-dr. hardtop, $995* 
(ps). 

’57 (300) conv., $975* (ps); Windsor 
4-dr. hardtop, $685* (ps), $580* (ps), 
$540* (ps). 

DeSOTO — ’58 Firedome 4-dr. hardtop, 
$900* (ps). 

’57 Firedome 4-dr., $550* (ps). 
DODGE — ’59 Coronet (8) 4-dr., $1,205* 
(ps), $1,175* (ps), $1,140* (ps), 

*58 Coronet (8) 4-dr., $705° (ps), $600* 
(ps). 

’57 Coronet (8) 4-dr. hardtop, $635* 
(ps), $555* (ps). 

"56 Coronet (8) 4-dr., $375*, 

FORD — ’60 Galaxie (8) 2-dr., $1,370* 
(ps); Country Sedan (8) 4-dr., $1,- 
360*, $1,305; Fairlane 500 (8) 4-dr., 
$1, 325*; 2-dr. $1,200. 

59 Thunderbird (8) conv., $1,800* (ps); 
Fairlane 500 (8) conv., $1,570* (ps), 
$1,550* (ps); 2-dr. Victoria, $1,210* 
(ps), $1,200* (ps); 4-dr., $780; Galaxie 
(8) conv., $1,510*, $1,385* (ps); 2-dr. 
Victoria, $1,365* (ps); Fairlane (8) 
2-dr., $1,090*; Country Sedan (8) 4- 
dr., $1,060*, $990; Ranch Wagon (8) 
2-dr., $960* (ps). 

’58 Country Sedan (8) 4-dr., $890* (ps), 
$560*; Custom (6) 2-dr. police, $240*. 

57 Country Squire (8) 4-dr., $545*; 
Fairlane 500 (8) 4-dr, Victoria, $515* 
(ps); 2-dr., $410*; 2-dr. Victoria, 


AUTOMOTIVE NEWS 
Classified Want Ads Aptco 
19241 Dix—Toledo Highway—Route 25 
Fr Ate RSNA REE ust '/ mile from Detroit City Limi 
anor | 516,000 GIVE-AWAY 
—— CSMaecTr PHONE: DUnkirk 3-0150 
AT THE MANHEIM AUTO AUCTION 


ace) YT ra 


Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 


DUAL LANE SALE 
Sales every Wed.—11:30 A.M. For buying, selling, trading ANY- 


_——— Auto Sales, Inc. THING automotive, Automotive 
arehouse Point, Conn, 
News Want Ads get quick results! 


“iS pa an oan, 
For Fast, Accurate Directions to NEW JERSEY 


Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 


— FY OD 





























18-ft. Seafair Sedan Cabin 
Cruiser by GLASSPAR 





$350*; Custom 300 (8) 4-dr., $465* FLORIDA 
tar nr ee ee Rr ne ere a 11 A 
’56 Fairlane (8) conv., $350*; 2-dr. Vie-/ DAYTONA BEACH — Florida Auto OVER % THOUSANDS OF DOLLARS IN CASH PRIZES 


% TONS OF FREE CHICKEN BARBEQUE 


Bring the whole family to the Manheim Auto Auction 16th Anniversary Sale 


MANHEIM AUTO AUCTION, INC. 
ROUTE 72 * MANHEIM, PA. ° MOhawk 5-2401 


toria, $255* (ps), $115* (ps); Custom 
(8) 2-dr., $320*, 

’55 Fairlane (8) 2-dr., $275*, $215*, 
$210*; Skyliner, $165* (ps); conv., 
$195*. 

’54 Custom (8) 4-dr., $100. 

LINCOLN—’58 Continental Mark II conv., 
$1,600* (ps); Capri 4-dr. hardtop, $1,- 
250* (ps). 

°57 Premiere 4-dr. hardtop, $1,010* (ps), 


Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. é 0 0 6 ny’ s 
d AU c TION 
MARYLAND EVERY WEEK LANES 


Junction of Penr J. Turnpike 


BEL AIR—Bel Air Auto Auction. Ti- ip “anager 
tles, checks guaranteed. Cars group- ait ie 
ed. Thur., 12 noon. Established 1947 
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Used-Car Auction Prices 





(Continued from Page 30) 


59 Impala (8) conv., $1,675* (ps); Bel 
Air (6) 2-dr., $1,200; 4-dr., $1,030*; 
Bel Air (8) 2-dr., $1,200*, $1,040*; 


4-dr., 2 at $1,150*. 


158 Brookwood (8) 4-dr., $950*; Brook- 
wood (6) 4-dr., $850, $710*; Bel Air 


(8) 4-dr., $725*. 


157 Bel Air (8) sport coupe, $980*; 4-dr., 
$785*; Bel Air (6) conv., $950*; Two- 
ten (8) 4-dr, station wagon, $975* 
(ps), $740*, $590*; Two-ten (6) sta- 
tion wagon 4-dr., $640; One-fifty (6) 
station wagon 2-dr., $650; 2-dr., $625, 


$540. 
56 Bel Air (8) sport sedan, $675*, $460*; 


pnt 


$500; 2-dr., $425. 


55 «6Two-ten (6) 4-dr., $330; One-fifty 


(6) 4-dr., $270. 
154 Two-ten 2-dr., $260, $210. 


) oHRYSLER—’57 NY 4-dr. hardtop, $680* 


(ps). 
S = peSOTO—’59 Firedome conv., $1,335* (ps). 


58 Firesweep 4-dr., $750* (ps); Fire- 


dome 4-dr, hardtop, $730* (ps). 
'57: Firesweep 2-dr, hardtop, $570*. 


popGE—’61 Dart (6) Seneca 4-dr., $1,- 


450. 

57 Coronet (8) 2-dr, hardtop, $500*, 
$460* (ps); Royal 4-dr., $470* (ps). 
55 Custom Royal (8) 2-dr, hardtop, 

$190* (ps). 

FORD—’61 Thunderbird (8) 2-dr, hardtop, 
$3,450* (ps); Galaxie (8) conv., $2,- 
190*; 2-dr., $2,090* (ps); Fairlane 
500 (8) 4-dr., $1,850*. 

60 Galaxie (8) Starliner, $1,690*; Fal- 
con (6) 4-dr., $1,690. 

59 Country Sedan (8) 4-dr., $1,050*; 
Fairlane (8) 4-dr., $1,010* (ps); Cus- 
tom 300 (8) 2-dr., $900*. 

58 Thunderbird (8) 2-dr., $1,800* (ps); 
Fairlane 500 (8) conv., $1,100* (ps); 
Skyliner, $675* (ps); Fairlane (8) 2- 
dr., $700* (ps); 4-dr., $570*; Ranch 

r Wagon (6) 2-dr., $620; Ranch Wagon 
(8) 2-dr., $590*. 

57 Fairlane 500 (8) 2-dr. Victoria, 
$660*; 2-dr., $530*; conv., $510*; 4- 
dr., $360* (ps); Ranch Wagon (8) 2- 
dr., $570*; Fairlane (8) 2-dr. Vic- 
toria, $500*; 2-dr., $470*. 

’56 Ranch Wagon (8) 2-dr., $450*; Fair- 
lane (8) 4-dr., $170*. 

OLDSMOBILE — ’59 (98) 4-dr. Holiday, 
$1,710* (ps); (88) 2-dr. Holiday, $1,- 
437* (ps). 

57 (98) 2-dr, Holiday, $660*. 

56 (88) 4-dr., $375* (ps); (88) Super 
2-dr., $270* (ps). 

‘55 (88) 4-dr. Holiday, $290* (ps); 4-dr., 
$220* (ps); (98) 4-dr., $250* (ps). 
PLYMOUTH—’60 Valiant (6) 4-dr., $1,- 

275. 

’59 Belvedere (8) 2-dr., $1,050*; Belve- 
dere (6) 4-dr., $1,000*. 

'bS Savoy (8) 2-dr, hardtop, $770* (ps). 

’5T Belvedere (8) 4-dr, hardtop, $650* 
(ps); 4-dr., $460* (ps); 2-dr, hard- 
top, $450*; Savoy (8) 4-dr., $205*. 

PONTIAC—’58 Chieftain 4-dr., $800* (ps). 

’57 Star Chief 4-dr., $850*. 

’56 Chieftain 4-dr., $250*. 

RAMBLER—’59 American (6) 2-dr., $650. 

’56 Super (6) Cross Country 4-dr., $400*. 

’55 Super (6) Cross Country 4-dr., $310*. 

MISCELLANEOUS—’59 Studebaker %-ton 
pickup, $700. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day, Prices are for sale of Aug. 2. 
BUICK—’59 LeSabre conv., $1,600* (ps); 

2-dr., $1,330*. 

’54 Special 4-dr., $325* (ps). 
CADILLAC—’61 de Ville 2-dr. hardtop, 

$4,460* (ps); (62) 2-dr, hardtop, $4,- 
200* (ps). 

60 (62) conv., $3,755* (ps). 

*59 (62) conv., $3,050* (ps), 

’57 (62) 2-dr. hardtop, $1,600* (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 

$2,450*; Corvair 700 (6) station wagon 
2-dr., $1,840*. 

’60 Impala (8) conv., $2,175* (ps), $1,- 
980*; sport coupe, $2,050* (ps), $2,- 
000* (ps); Impala (6) sport sedan, 
$1,840*; Bel Air (8) 4-dr., $1,685* 
(ps); 2-dr., $1,675*. $1,580; Bel Air 
(6) 4-dr., $1,590, $1,465; Corvair (6) 
700 2-dr., $1,270; 4-dr., $1,200, 

59 Impala (8) sport coupe, $1,590*, $1,- 
440* (ps); conv,, $1,510*, $1,400; Im- 
pala (6) sport coupe, $1,495*; Brook- 
wood (6) 4-dr., $1,360, $1,270*; Brook- 
wood (8) 4-dr., $1,210*; Biscayne (8) 
2-dr., $1,130, 

"6S Bel Air (8) 4-dr. hardtop, $1,000* 
(ps); 4-dr., $800*; Delray (6) 2-dr., 
$760*; Yeoman (8) 4-dr., $750*. 

'57 Two-ten (8) station wagon 4-dr., 
$975*; Two-ten (6) 2-dr., $900; station 
wagon 4-dr., $850*, $765; 4-dr., $700*; 
Bel Air (8) station wagon 4-dr., $875*. 

56 Bel Air (8) 2-dr, hardtop, $520*; 2- 
dr., $400*; Two-ten (8) station wagon 
4-dr., $510*. 

DODGE—’61 Lancer (8) 2-dr. hardtop, 
$1,780*. 

’60 Dart (8) Phoenix 2-dr. hardtop, $1,- 
610*; Pioneer (8) 4-dr., $1,405*, 

’59 Coronet (6) 2-dr., $1,205*, 

"55 Coronet (8) 4-dr., $325*, 

FORD—’61 Falcon (6) Futura 2-dr., $1,- 
900*. 

’60 Thunderbird (8) conv., $2,475* (ps); 
2-dr, hardtop, $2,270* (ps); Galaxie 
(8) conv., $1,820* (ps); 4-dr. Victoria, 
$1,600*, $1,590*, $1,570*, $1,560*; 2- 


dr., $1,500; Fairlane (6» 4-dr., $1,- 
260*; 2-dr., $1,200*, 

'59 Thunderbird (8) 2-dr. hardtop, §$2,- 
100* (ps); Country Squire (8) 4-dr., 


$1,525* (ps); Galaxie (8) 4-dr., $1,- 
425*, $1,415*; Country Sedan (8) 4-dr., 
$1,370* (ps), $1,360* (ps); Custom 
300 (8) 2-dr., $1,055*, $985; Custom 
300 (6) 4-dr., $1,035; 2-dr., $925, $820. 

"58 Custom 300 (8) 2-dr., $625*. 

ST Fairlane 500 (8) conv., $740*; 2-dr. 
Victoria, $625* (ps); 4-dr, Victoria, 
$505*; Country Sedan (8) 4-dr., $685*; 
Custom 300 (8) 4-dr., $590*, $340; 
Ranch Wagon (8) 2-dr., $450, 

56 Fairlane (8) 2-dr., $605* (ps), $405*. 

55 Fairlane (8) 2-dr., $290*. 

IMPERIAL — ’57 Imperial 2-dr, hardtop, 


$970* (ps). 
LINCOLN — ’57 Premiere 2-dr. hardtop, 
$1,045* (ps), 


MERCURY—’60 Comet Standard 4-dr., 
$1,675; Deluxe, $1,515*, 
‘57 Voyager 4-dr., $905* (ps); Turnpike 
Cruiser conv., $690* (ps), 





’56 Monterey 4-dr., $235*, 
’55 Montclair 2-dr, hardtop, $320*, 
OLDSMOBILE—’ 61 F-85 4-dr., $1,870. 
"59 (88) 4-dr., $1,695* (ps); 2-dr, Holi- , 
day, $1,655° (ps). 57 Special conv., $850* (ps), $720* 
’58 (88) 2-dr. Holiday, $1,040*, 
(98) 4-dr., $900* (ps); (88) Super ’ ie *: 
$850* (ps); 4-dr., $750* (ps); 56 Special Estate Wagon 4-dr., $525*; 
Fiesta 4-dr., $725* (ps); (88) 2-dr., 


4-cr., $435*; Two-ten (6) 2-dr., $625*, ’58 Suburban (8) Custom 4-dr., $860* 


$525; 4-dr., $585, $525; station wagon 


4-dr., $570*, $560*; One-fifty (6) 4-dr.,| 4 Savoy (8) 4-dr., $350; Plaza (6) 2- 


dr., $330*. 
PONTIAC—’60 Bonneville 4-dr, Vista, $2,- 
(ps); Ventura 4-dr, Vista, $2,- 
(ps); Catalina 4-dr, Vista, $1,- 
(ps). , $1,940*, $1,850*; Brookwood (6) 
59 Catalina 4-dr., $1,260*. wes : : 
’57 Chieftain 4-dr. Catalina, $735* (ps). 
RAMBLER—’59 Super (6) 4-dr., $975, 345. 


’58 Super (6) 4-dr., $590, 
STUDEBAKER—’60 Lark (8) Regal 2-dr. 
hardtop, $1,275*. 
’59 Lark (6) Regal 2-dr, hardtop, $855*, (ps); Brookwood (8) 4-dr., $1,415*; 
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extra sharp units, Sold 202 cars from 285 
consignments, 


BUICK—’61 Invicta conv., $2,900* (ps); 
LeSabre 4-dr, hardtop, $2,725* (ps). 
’60 Invicta 4-dr., $2,475* (ps), $2,300* 
(ps); 2-dr. hardtop, $2,390* (ps); 
Electra 225 4-dr. hardtop, $2,385* 

(ps); LeSabre 4-dr., $2,180*, 

’59 LeSabre 4-dr, hardtop, $1,905*, $1,- 
365* (ps); 4-dr., $1,455* (ps), $1,425*, 
$1,420* (ps), $1,355*; Electra 225 4-dr, 
hardtop, $1,660* (ps). 

"58 Super 2-dr, Riviera, $1,140* (ps); 
Special 2-dr., $900; 4-dr., $830. 


(ps); 2-dr, Riviera, $625*; Super 4-dr., 
$815* (ps). 


2-dr., $355*; Super 4-dr, Riviera, $450* 


(ps). 
’5S (88) 4-dr., $210* (ps), CADILLAC—’60 (62) 2-dr. hardtop, $3,- 
PLYMOUTH—’60 Fu 455* (ps), $3,425* (ps). 
pe ry (8) 2-dr. hardtop, | +59 (62) conv., $915* (ps). 


(ps); 4-dr, hardtop, $1,500°| +57 (62) 4-dr., $1,350° (ps). 
’55 (62) 4-dr., $450* (ps). 

CHE VROLET—’61 Impala (8) conv., $2,- 
385* (ps); sport sedan, $2,025* (ps); 
Impala (6) 2-dr., $2,300* (ps); Corvair 
Monza (6) 2-dr., $2,055*, $2,025*; 
Biscayne (6) 4-dr., $1,870* (ps). 

60 Impala (8) sport sedan, $2,025* (ps); 
sport coupe, $1,990*; conv., $1,960* 


4-dr., $1,680; Biscayne (6) 4-dr., $1,- 
680, $1,460*, $1,425; 2-dr., $1,370, $1,- 


’*59 Kingswood (8) 4-dr., $1,620* (ps); 
Impala (8) sport coupe, $1,575* (ps), 
$1,500*, $1,490*; 2-dr., $1,515*; sport 
sedan, $1,570* (ps); conv., $1,450* 


Bel Air (8) 4-dr, hardtop, $1,310* 
(ps); 4-dr., $1,355*, $1,300*, $1,265*, 
$1,220*, $1,175* (ps), $1,115*, $1,100; 
Biscayne (6) 2-dr., $1,140*. 


FLINT 


Flint Auto Auction, Sale every Thurs- ’58 Impala (8) sport coupe, $1,030*; Bel 
day. Prices are for sale of Aug. 3, Con- 
tinuing strong market with shortage of 


Air (8) 4-dr., $910* (ps), $900*; Yeo- 
man (8) 4-dr., $835; Biscayne (8) 4- 











DODGE—’59 Coronet (8) 2-dr., $1,125* 


FORD—’61 Thunderbird (8) conv., $3,500* 


lane 500 (8) 4-dr., $1,440*; Falcon (6) 
4-dr., $1,320*, $1,290; 2-dr., $1,225. 
’59 Galaxie (8) 4-dr., $1,500* (ps), $1,- 
390* (ps), $1,000; 4-dr. Victoria, $1,- 
475* (ps); 2-dr., $1,425*, $1,380* (ps); 
Fairlane (8) 4-dr, Victoria, $1,395*; 
4-dr., $1,155*; 2-dr., $1,140*, $1,090*; 
Country Sedan (8) 4-dr., $1,385* (ps), 
$1,050*; Custom 300 (8) 2-dr., $1,200; 
4-dr., $1,150* (ps), $965; Ranch Wag- 

on (6) 2-dr., $970, $825. 

’58 Custom 300 (8) 2-dr., $700, $610; 
Country Sedan (8) 4-dr., $700*; Fair- 
lane (8) 2-dr., $700; Ranch Wagon 
(6) 2-dr., $485. 

’57 Custom (8) 2-dr., $580, $535*; Fair- 
lane (8) 2-dr., $510*, $285. 

’56 Country Sedan (8) 4-dr., $450*; Cus- 
tom (8) 4-dr., $365; Main (6) 2-dr., 

ee $360. 

Average $1,043 $1,026 $1,036 | MERCURY —’57 Monterey 4-dr., $605* 

(ps), $540* (ps); 2-dr., $355. 

OLDSMOBILE—’61 (88) Fiesta 4-dr., $2,- 

925* (ps); 2-dr., $2,770* (ps). 


Model Breakdown 
Of Auction Averages 


Aug., 1961 July, June, 
Model To Date 1961 1961 


$2,544 $2,366 $2,360 
1,780 1,846 1,887 
1,417 1,457 1,444 
985 958 983 
651 650 662 
419 422 422 
328 300 330 
220 212 200 








dr., $815; 2-dr., $755; DelRay (6) 
2-dr., $700. ’60 (88) conv., $1,800. 
’57 Bel Air (8) 2-dr., $855*, $750* (ps); 59 (ss) 4-dr., $1'500° (ps). 
conv,, $600; Bel Air (6) 4-dr, hard- ’58 (88) Super 2-dr., $1,055*. 
top, $705*; Two-ten (6) 4-dr., $750*, ’57 (88) Super 4-dr., $750*. 
$530*; 2-dr., $700* (ps); station wag-| +55 (98) 2-dr., $290* (ps). 
on (6) 4-dr., $500*; oe oe wg PLYMOUTH—’61 Savoy (8) 2-dr., $1,675*. 
tion wagon 4-dr., $740*; 2-dr., $600. ’60 Valiant (6) 200 4-dr., $1,325; 100 


’56 Bel Air (8) 4-dr., $525*, $440*; 2-dr., a-dr., $1,250 
$220*; Two-ten (8) station wagon 4- 58 Savoy (8) 4-dr., $475*. 
dr., $400%, ($425°; 4-dr., $400"; 2-dr.,| +57 Belvedere (8) 4-dr., $365*; Savoy 


$355; One-fifty (6) a-dé., $160. | "i (6) 4dr. $275° 
5S Bel Air (8) 2-dr, hardtop, $450*; | pontiac —'60 Bonneville conv., $2,515* 
2-dr., $195*; Two-ten (8) station wag- (ps); 4-dr., $2,360* (ps); Star Chief 


on 4-dr., $255°. 4-dr., $2,355* ¢ps), $2,140* (ps); 2- 
a +. oe" $235. dr., $1,640* (ps); Catalina conv., $2,- 
-dr., $235. 275* (ps); 4-dr., $1,840*. 


’58 Bonneville sport coupe, $1,350* (ps); 
Super Chief 4-dr, Catalina, $1,075* 
(ps); Chieftain 4-dr., $735*. 

’57 Star Chief 4-dr., $795* (ps); 2-dr, 
(ps); Fairlane 500 (8) 4-dr., $1,685; Catalina, $295* (ps); Chieftain 4-dr.,- 
Falcon (6) 4-dr., $1,530. $790* (ps); 2-dr. Catalina, $645; 2-dr., 

’60 Thunderbird (8) conv., $2,680* (ps); $300*. 

Ranch Wagon (8) 2-dr., $1,510; Fair- (Continued on Page 32, Col. 3) 


(ps). 
’5T Royal (8) 2-dr. hardtop, $315*. 


Find Us Fast 
In The 


Yellow Pages 





This emblem wants to work for you 


Whenever people see this famous emblem, 
they’re reminded to ‘find it fast’ in the Yellow 
Pages. And when you associate your, business 
... your name... with this emblem, you’re 
reminding prospects to find you in the Yellow 
Pages when they’re ready to buy. So—if you’re 
advertising in the Yellow Pages now, it’s just 


good sense to display this emblem in your 
other advertising, on your business vehicles, 
at your place of business. And if you aren’t 
advertising in the Yellow Pages yet, it’s high 
time you did. Call the Yellow Pages man at 
your Bell Telephone Business Office for details 
on how you can put this emblem to work. 
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Site <a 


At tas 


All 


Domestic Cars 
Past 7 Years 


Now dealers, salesmen can carry in their shirt pockets 
CURRENT, local used-car market wholesale values of all 












passenger cars up to 7 years old. 


Since 1911, Red Book has supplied the automotive indus- 
try with vital facts . . . Now this New MARKET VALUES 


service . . . 24 times yearly puts wanted wholesale values 


*15.00 


YEARLY 


Used Trucks 


All production 
make trucks (past 
7 years). Factory 


at your finger tips. 


One year subscription (sold on 30-day trial 


offer) 


Used Car Valuation 


Retail, wholesale, 
Finance Valuations 
all passenger cars, 











leadin imports, prices, capacities, 
light trucks st 6 G.V.W., W.B., H.P. 
years with front ratings, valuations 
end _ illustrations, of optional equip- 





ment, etc. One 
year subscription 
(Issued Semi-An- 
} nually) ...... $10.00 


eal oC I. 


900 South Wabash Avenue - Chicago 







etc. Subscription (8 
issues annually) 
$9.00 


































Coming!— 
September 11th 
Automotive News 


Import Car Issue 


If the import market is important to you, don't 
miss this special-interest issue. It's a natural for 
getting your advertising message across to those 
you especially want to reach. 


Advertise to the import market in the pages of 
the September || Import Car Issue of 
AUTOMOTIVE NEWS 


CLOSING DATE—AUGUST 31 


Regular Advertising Rates Apply 


Automotive News 


965 East Jefferson Detroit 7, Michigan 
























AUTOMOTIVE NEWS, AUGUST 14, 1961 


Used-Car Auctions 


(Continued from Page 31) 


56 Star Chief 2-dr, Catalina, $295* 
(ps); 4-dr, Catalina, $255* (ps); Chief- 
tain 2-dr., $175*. 


RAMBLER—’60 Super (6) station wagon 
4-dr., $1,550*, $1,225. 
’59 Super (6) 4-dr., $1,050, $1,025; Cross 
Country 4-dr., $720. 
’58 Super (6) 4-dr., $710. 
MISCELLANEOUS—’ 61 Ford 
up, $1,475. 
’60 Chevrolet %-ton pickup, $1,250, $1,- 
150; Ford %-ton pickup, $1,095. 


%-ton pick- 


"59 Willys Jeep 4-dr. wheel, $1,260; 
Chevrolet %-ton pickup, $1,150*. 
’*58 Chevrolet %-ton pickup, $1,000; 
Dodge %-ton pickup, $680. 
LOS ANGELES 


Los Angeles Dealer Auto Auction, Sale 
every Tuesday, Prices are for sale of 
Aug, 1. 

BUICK—’60 LeSabre 2-dr., $1,885. 

’59 Invicta Estate Wagon 4-dr., 
(ps); 2-dr, hardtop, $1,935* 
Electra 4-dr. hardtop, $1,570* 
LeSabre conv., $1,200* (ps). 

’58 Special 4-dr. Riviera, $965* (ps). 

’57 Special 2-dr, Riviera, $785* (ps), 
$650* (ps); 4-dr. Riviera, $325*; Super 
conv., $690* (ps); RM 4-dr, Riviera, 
$470* (ps). 

’56 Special 4-dr, Riviera, $475*; 
2-dr, Riviera, $310* (ps). 

"55 Century 2-dr, Riviera, $325* 
Super 2-dr, Riviera, $145* (ps). 

’54 Special 4-dr., $250*; 2-dr., $230*. 
OADILLAC—’60 (62) conv., $4,310* (ps), 

$3,710* (ps), $3,700; de Ville 2-dr. 
hardtop, $4,240* (ps), $4,095* (ps); 
4-dr. hardtop, $3,770* (ps). 

"59 (60) Special 4-dr, hardtop, $3,375* 
(ps); de Ville 4-dr. hardtop, $3,340* 
(ps), $3,260* (ps), $3,135* (ps); (62) 
2-dr, hardtop, $3,070; 4-dr. hardtop, 
$3,305* (ps). 

*58 (62) Coupe de Ville, $2,530* (ps), 
$2,255* (ps); Sedan de Ville, $2,375* 
(ps), $2,285* (ps), $2,155* (ps); 4-dr., 
$1,810* (ps); conv., $2,275* (ps), $2,- 
255* (ps). 

"57 (62) 4-dr., 
Ville, $1,880* (ps), 
dan de Ville, $1,685* (ps), $1,460* 

= (ps); Eldorado conv., $1,685* (ps). 

°56 (62) 2-dr., $1,060, $1,050; Eldorado 
conv., $1,035* (ps). 

55 (60) Special 4-dr., $860* (ps); (62) 
conv., $710* (ps). 

°54 (62) 2-dr., $735, $500; conv., $595* 
(ps); Coupe de Ville, $535* (ps). 

*51 (62) 2-dr., $125*. 

CHEVROLET—’61 Impala (8) conv., $2,- 
325* (ps); Biscayne (6) 4-dr., $2,200* 
Corvair Monza 


$2,115* 
(ps); 
(ps); 


Super 
(ps); 


$1,895* (ps); Coupe de 
$1,760* (ps); Se- 


(ps); 2-dr., $2,050*; 
(6) 2-dr., $2,035*. 
*60 Kingswood (8) 4-dr. (9 pass.), $2,- 
400* (ps); Parkwood (8) 4-dr., $2,200* 
(ps); Impala (8) sport sedan, $2,120* 
(ps); conv., $2,085*, $2,055* (ps); Bis- 
cayne (8) 4-dr., $1,600* (ps); Corvair 
(6) 700 2-dr., $1,550; 4-dr., $1,450*. 
"59 Corvette (8) conv., $2,380*; Impala 
(8) conv., $1,790* (ps), $1,750* (ps), 
$1,600*, $1,450* (ps); sport sedan, 
$1,735* (ps), $1,670* (ps), $1,600* 
(ps), $1,590*; Kingswood (8) 4-dr. 
(9 pass.), $1,630*; Bel Air (8) 4-dr., 
$1,575* (ps); Brookwood (8) 4-dr., 

$1,285. 

*58 Corvette (8) conv., $2,135; Impala 
(8) conv., $1,450, $1,360, $1,175* (ps), 
$1,000*; Bel Air (8) 4-dr., $1,210* 
(ps); Bel Air (6) 2-dr., $955*; Brook- 
wood (8) 4-dr., $1,180*, $1,175* (ps); 
Biscayne (8) 4-dr., $1,110* (ps); Del 
Ray (6) 2-dr., $690; 4-dr., $670. 

"57 Bel Air (8) sport sedan, $1,010* 
(ps), $850*; sport coupe, $960* (ps); 
Bel Air (6) 2-dr., $740; Two-ten (8) 
2-dr., $725*. 

"56 Corvette (8) conv., $1,390*; Bel Air 
(6) 2-dr., $735*; Bel Air (8) sport 
coupe, $595*; Two-ten (8) station 
wagon 4-dr., $725* (ps), $680* (ps), 
$660*; Two-ten (6) 2-dr., $490*; One- 


fifty (6) 4-dr., $530*%, $500; 2-dr., 
$475. 

"55 Bel Air (8) sport coupe, $790*, 
$675* (ps), $535*; 4-dr., $430, $385, 


$350* (ps); conv., $400*; Bel Air (6) 
conv., $475*; Two-ten (8) Delray, 
$410*; 4-dr., $380*; One-fifty (6) sta- 
tion wagon 2-dr., $265. 

’54 Bel Air 4-dr., $350; Two-ten 4-dr., 
$335. 

°53 Two-ten 4-dr., $145. 

’52 Special Deluxe 4-dr., $210*. 

CHRYSLER—’60 NY 4-dr., $3,590* (ps), 

’59 NY 4-dr. hardtop, $2,360* (ps). 
’°57 Windsor 2-dr. hardtop, $685* (ps). 
’54,NY 4-dr., $305* (ps). 

53’ NY 4-dr., $300* (ps). 

DeSOTO—’59 Explorer 4-dr. (9 pass.), $1,- 
840* (ps); Firesweep 2-dr. hardtop, 
$1,390*. 

’57 Firedome 2-dr. hardtop, $560* (ps). 
’56 Fireflite 4-dr., $585* (ps). 

DODGE—’60 Dart (6) Pioneer 4-dr., $1,- 

815*; Seneca (8) 4-dr., $1,515, $1,485* 


(ps). 

"59 Coronet (8) 2-dr, hardtop, $1,635* 
(ps). 

’58 Sierra (8) 4-dr. (9 pass.), $1,200* 
(ps); Coronet 2-dr. hardtop, $785* 
(ps). 

’57 Coronet (8) 4-dr. hardtop, $545* 
(ps); 4-dr., $385* (ps). 

*56 Custom Royal (8) 4-dr., $350* (ps); 
conv., $260*. 


"55 Royal (8) 2-dr. hardtop, $425* (ps); 
Coronet (8) 4-dr., $235* (ps). 
FORD—’61 Thunderbird (8) conv., $3,735* 
(ps); Falcon (6) station wagon 4-dr., 
$2,000; 2-dr., $1,775, $1,650, $1,550, 
"60 Thunderbird (8) conv., $3,150* (ps), 
$3,130* (ps); Galaxie (8) conv., $1,- 
985* (ps), $1,835* (ps); starliner, $1,- 


955* (ps), $1,885* (ps); 4-dr. Vic- 
toria, $1,650* (ps); 4-dr., $1,460; Fair- 
lane 500 (8) 4-dr., $1,575*; Ranch 


Wagon (6) 4-dr., $1,485; Fairlane (8) 
4-dr., $1,475*; Falcon (6) station wag- 
on 2-dr., $1,460; 2-dr., $1,385. 

’59 Thunderbird (8) conv., $2,550* (ps); 
Country Sedan (8) 4-dr., 2 at $1,875* 
(ps), $1,670* (ps); Galaxie (8) 2-dr. 
Victoria, $1,600* (ps), $1,585* (ps), 
$1,560* (ps); 4-dr., $1,485*; conv., 
$1,475* (ps); Ranch Wagon (8) 4-dr., 
$1,470*, $1,400*, $1,385*; Fairlane (8) 
4-dr., $1,135*; Custom 300 (6) 4-dr., 
$870; Custom 300 (8) 4-dr., $700*. 

’58 Thunderbird (8) conv., $1,895* (ps); 
Fairlane 500 (8) 2-dr, Victoria, $1,- 
135* (ps), $785* (ps); conv., $1,030* 
(ps); 4-dr. Victoria, $920*; Custom 300 
(8) 2-dr., $620*. 

(Continued on Page 33, Col, 1) 








































LAND CRUISER 
CAN DO ANYTHING- 








YOU MONEY 


INCLUDING MAKE 


Land Cruiser has more of what people want in a 4-wheel drive utility 
vehicle: Greater horsepower, amazing versatility, tougher stamina and 
genuine gas economy. That's why the Toyota Land Cruiser is easy to 
sell and brings a bigger profit to dealers. Compare the Land Cruiser 
with its competitors: 




















LAND CRUISER JEEP SCOUT 
Horsepower 135 72 93 
Engine as73cuin.  134%cuin. 152 cu. in, 
Torque (ft. Ibs.) 217 114 135 
Max. Speed (MPH) 85 75 89 
Curb Weight (Ibs.) 3263 2274 3000 
Turning Radius (ft.) 17.0 18.0 21.5 





Land Cruiser has more pluses that help clinch sales: more rugged chas- 
sis, responsive transmission (6 forward speeds, 2 reverse), heavier 
clutch, more standard equipment, bigger fuel tank, up-to-28 MPG gas 
economy, 7 upholstered seats, hardtop and soft top models. Even with 
all these features, which make the Land Cruiser the best vehicle and 
best buy in the 4-wheel drive field, it's still competitively priced! That's 
why the Toyota Land Cruiser gives you an easy and profitable sale. 


Intensive Local Advertising. Toyota supports its dealers by supplying 
free showroom materials; magazine advertising and an intensive local- 
ized newspaper advertising campaign, all paid for by the factory. 


Get high profits from the Toyota Land Cruiser—First in the Field 











Call or write: 
TOYOTA MOTOR DISTRIBUTORS, INC. 
8701 Beverly Bivd. 
Los Angeles 48, Calif. 


TOYOTA MOTOR DISTRIBUTORS 
OF NEW JERSEY, INC. 






TOYOTA MOTOR DISTRIBUTORS, INC. 
World Trade Center, Rm. 205 
San Francisco, California 


TOYOTA MOTOR DISTRIBUTORS 
OF NEW JERSEY, INC. 
231 Johnson Ave. 114 North Chester Ave. 
Newark, New Jersey Park Ridge, Illinois 


TOYOTA /LAND CRUISER 
ee ee eee 


SSS 
SPECIALIZED INSURANCE MARKET 
BU aa 


Coverages vatlable 


AUTOMOBILE PHYSICAL DAMAGE 
MOBILE HOME COVERAGES 
CREDIT LIFE, DISABILITY 
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Write, Wire or Call 
JAckson 2-6277 


RESOLUTE INSURANCE COMPANIES 


Hartford 3, Connecticut 





















Resolute Building 


©. 
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Used-Car Auction Prices 
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57 Fairlane 500 (8) 2-dr. Victoria, 
910°, $885* (ps); 4-dr., $735*, $585* 
(ps); Del Rio (8) 2-dr., $835* (ps); 
Custom (8) 2-dr., $575; Custom 300 

) 4-dr., $550. 

56 Fairlane (8) 2-dr. Victoria, $660* 
(ps); 4-dr., $385* (ps); Country Sedan 
(8) 4-dr., $560* (ps), 

*55 Thunderbird (8) conv., $1,085* (ps), 


$1,055; Fairlane (8) 4-dr., $335*, 
$285*; Country Squire (8) 4-dr. (9 
pass.), $300*; Main (6) 2-dr., $255; 


Custom (6) 4- -dr., $230. 
154 Crest (8) 2-dr, Victoria, $210* (ps); 
Main (8) 2-dr., $200; Custom (8) 4- 


dr., $185*, $160", $145*; 2-dr., $110; 
Custom (6) 2-dr., $135. 
53 Country Sedan (8) 4-dr., $270*; (9 


pass.), $115 
IMPERIAL—’ 60 ‘Crown conv., $3,750* (ps). 
*58 Imperial conv., $1, 805* (ps), 
’57 Imperial 2-dr. hardtop, $1, 715* (ps). 
153 Imperial 4-dr., $105* (ps). 
LINCOLN—’59 Continental Mark IV 2-dr. 
hardtop, $2,990* (ps); 4-dr. hardtop, 
2 at $2,675* (ps); Premiere 4-dr., $2,- 
635* (ps), $2,600* (ps); 4-dr. hardtop, 
$2,385". 
158 Premiere 4-dr. hardtop, $1,500* (ps); 
Capri 4-dr. hardtop, $1,015* (ps). 
’57 Premiere conv., $985* (ps). 
156 Premiere 2-dr, hardtop, $800* (ps); 
4-dr., $780* (ps). 
"54 Capri 4-dr., $230* (ps). 
MERCURY—’61 Comet 2-dr., $1,850*, 
60 Commuter 4-dr., $2,435* (ps). 
58 Monterey 4-dr., " $835*, 
57 Montclair 4- ar. hardtop, $745* (ps); 
Monterey 4-dr., $535*; 2- ar., $420". 
56 Custom station wagon 4- dr. (9 pass.), 


$570. 

55 Montclair 4-dr., $430* (ps); 2-dr., 
$280*; conv., $240* (ps); Monterey 2- 
r., $410*, $305*, $285*, $280*, $235*; 
4-dr., $225* (ps). 

54 Custom 2-dr. hardtop, $175*. 

53 Monterey 2-dr, hardtop, $150*; 
tom 2-dr. hardtop, $130*, 

OLDSMOBILE—’60 (88) Fiesta 4-dr., $2,- 
850* (ps); 2-dr. Holiday, $2,420* (ps). 

59 (88) Super 4-dr. Holiday, $2,010* 
(ps); (88) 4-dr. Holiday, $1,735* (ps). 

5S (98) conv., $1,310* (ps); (88) 2-dr. 
Holiday, $950* (ps). 

57 (98) 4-dr. Holiday, $1,035* (ps); 
eonv., $740* (ps); (88) Super 2-dr, 
Holiday, $735* (ps); 4-dr, Holiday, 
$605*; (88) 2-dr. Holiday, $500*. 

°56 (98) 4-dr, Holiday, $580* (ps); (88) 
2-dr., $290*. 

55 (88) Super 2-dr. Holiday, $735* (ps), 
$505* (ps); 4-dr., $435* (ps); (98) 4- 
dr, Holiday, $575* (ps); (88) 4-dr. 
Holiday, $435*. 

54 (98) 2-dr. Holiday, $345*; (88) 2-dr., 
$210*; (88) Super conv., $180* (ps); 

$165*; (98) 2- ar. Holiday, 


Cus- 


2-dr. Holiday, $125*. (ps); 


"53 (88) 4-dr., 
$125*. 
PLYMOUTH—’61 Belvedere (8) 4-dr., $1,- 
900* (ps). 


’60 Fury (8) 2-dr. hardtop, $1,725* (ps); | 
Valiant 200 (6) 4-dr., $1,475, $1,200; 
Suburban (6) Deluxe 4-dr., $1,485. 

59 Suburban (8) 4-dr., $1,755* (ps); 
Savoy (6) 4-dr., $950*; 2-dr., $810, 

’58 Savoy (8) 4-dr., $645*, 

‘57 Belvedere (8) 3-ar, hardtop, $575*; 
2-dr., $495*; Savoy (8) 4-dr., $385*. 

’55 Belvedere (8) 2-dr., $330. 

'54 Savoy (8) 4-dr., $190*; Belvedere 2- 
dr. hardtop, $100*. 

PONTIAC—’61 Tempest (4) Safari 4-dr., 
$2,150* (ps); 4-dr., $1,840*. 

60 Bonneville sport coupe, $2,740* (ps). 

_ '59 Bonneville conv., $2,290* (ps), $2,- 
190* (ps), $2,150* (ps), $2,135* (ps); 
Star Chief 4-dr. Vista, $1,735*, 

’58 Bonneville 2-dr, Catalina, $1,500* 
(ps); Star Chief 4-dr, Catalina, $1,- 
200* (ps); Super Chief 2-dr, Catalina, 
$985* (ps); Chieftain conv., $840*, 

’57 Star Chief conv., $780* (ps); Chief- 
tain 2-dr. Catalina, $730", 

566 Star Chief 2-dr. Catalina, 
$360* (ps). 

’55 Star Chief 2-dr. Catalina, $330* (ps); 
Chieftain 4-dr., $195*, 


$480*, 


’53 Chieftain 4-dr., $115* (ps). 
RAMBLER—’ 60 American (6) Deluxe 4- 
dr., $1,185*. 
59 Super (6) Cross Country 4-dr., $1,- 
425*, $1,420*. 


56 Custom (6) 
$585*; Super Cross Country 4-dr., 

*56 Custom Cross Country 4-dr., 
$500. 

STUDEBAKER—’59 Lark (6) 2-dr. hard- 
top, $1,010; 2-dr., $760, 

‘53 Commander 4-dr., $190*. 

MISCELLANEOUS—’60 Chevrolet (6) El 
Camino, $1,550, 

*59 Ford (6) Ranchero, $985. 

*58 Chevrolet (8) 1-ton pickup, $900; In- 
ternational (6) %-ton pickup, $735; 
Dodge, (8) %-ton pickup, $700. 

’57 GMC (6) %-ton pickup, $1,100; Ford 


Cross Country 4-dr., 
$895. 
"$585", 


(8) %-ton pickup, $1,025; (6) %-ton 
pickup, $620; Ranchero, $735; Chev- 
rolet (8) 44-ton pickup, $660, 


’56 Chevrolet (6) %-ton pickup, $480. 

‘55 Dodge (8) %-ton pickup, $450. 

'54 Chevrolet %-ton pickup, $335. 

*53 Chevrolet %-ton pickup, $335. 

’51 Chevrolet %-ton pickup, $300; GMC 
%-ton pickup, $270. 

’40 Ford (8) %-ton pickup, $125. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 3. 
A red hot sale. Sold 411 gars from 643 
consignments, 


BUICK—’61 Electra conv., $3,150* (ps). 

*59 Electra 4-dr. hardtop, $1,840* (ps), 
$1,725* (ps); 2-dr. hardtop, $1,630* 
(ps), 

"58 Super 4-dr. Riviera, $1,365* (ps), 
$1,280* (ps), $1,160* (ps); 2-dr. Riv- 
jera, $1,160*, $1,090* (ps); Century 
2-dr. Riviera, $1,000* (ps); Special 
2-dr. Riviera, $845* (ps). 

"57 Century 4-dr. Riviera, $670* (ps); 
Super 4-dr. Riviera, $625* (ps). 

"56 Special conv., $500*; Super 2-dr. 
Riviera, $475* (ps), $450* (ps). 

"55 Special 4-dr, Riviera, $385* (ps). 

CADILLAC ’60 de Ville 2-dr. hardtop, 
$4,010* (ps), $3,950* (ps); 4-dr. hard- 
top, $3,875* (ps), $3,815* (ps), $3,- 
600* (ps); (62) 4-dr. hardtop, $3,635* 
(ps), $3,600* (ps). 

’*59 de Ville 4-dr. hardtop, $3,050* (ps), 
$2,825* (ps); 2-dr. hardtop, $3,000* 
(ps); (62) 2-dr, hardtop, $3,860* (ps), 
$2,850* (ps); 4-dr., $2,750" (ps), $2,- 





485* (ps); conv., $2,745* (ps); (60) 
Special 4- ar, hardtop, $2,855* (ps). 
"58 (62) Sedan de Ville, $2,985* (ps); 


4-dr., $1,675* (ps). 

’57 (60) Special 4-dr. hardtop, $1,735* 
(ps); SS conv,, $1,325* (ps); 4-dr., 
$995* ( 

"56 (62) Sedan de Ville, $1,165* (ps), 
a. (ps); (60) Special 4-dr., $980* 
(ps). 


CHEVROLET—’61 Corvette (8) conv., $3,- 


350; Impala (8) sport coupe, $2,275* 
(ps); Corvair Greenbrier (6) station 
wagon, $2,000*. 

’60 Corvette (8) conv., $2,900; Impala 
(8) conv., $2,165, $2,025, $2,010; sport 
coupe, $1,865* (ps); Impala (6) conv., 
$1,810; sport coupe, $1,800; Bel Air 
(6) 4-dr., $1,630*; 2-dr., $1,195; Bel 
Air (8) 2-dr., $1,250*, $1,130; Bis- 
cayne (6) 4-dr., $1,575*, $1,270*; 2-dr., 
$1,475*; Corvair (6) 2-dr., $1,235. 

59 Impala (8)) conv., $1,590* (ps), 
$1,550* (ps), $1,450; sport coupe, $1,- 
500* (ps); Impala (6) sport coupe, 
$1,375*; Parkwood (6) 4-dr., $1,386*; 
Biscayne (6) 2-dr., $1,130. 

’58 Corvette (8) conv., $1,900; Kings- 
wood (8) 4-dr., $1,180; Impala (8) 
conv., $1,000* (ps); Brookwood (6) 
ress, " $950°; Biscayne (6) 2-dr., $805*, 

57 Bel Air (8) sport coupe, $985*, $885* 
(ps), $835*; conv., $860* (ps), $840*; 
4-dr., $850*, $795*; Two-ten (6) 4-dr., 
$750, $670": Two-ten (8) station wag- 
on, $690*, 





You can buy copies of Holley’s 


56 Bel Air (8) 2-dr., $600*, 
Bel Air (6) 2-dr., $450. 


CHRYSLER—’59 NY 2-dr. hardtop, $1,- 
765* (ps), $1,640* (ps); 4-dr. hardtop, 
$1,755* (ps), $1,720* (ps); Windsor 4- 
dr. hardtop, $1,500* (ps); 4-dr., $1,- 
410* (ps); 2-dr. hardtop, $700* (ps). 

COMET—’61 Comet 4-dr., $1,710, 

"60 Comet station wagon, $1,450*. 


ea ’57 Fireflite 2-dr. hardtop, $450* 
ps). 
56 Firedome 2-dr, hardtop, $425* (ps). 
DODGE—’59 Custom Royal (8) 4-dr. hard- 
top, $1,350* (ps); Sierra (8) 4-dr., 
$1,310* (ps); Coronet (8) 4-dr., $1,- 
275* (ps). 
’57 Coronet (8) 4-dr. hardtop, $410* 
(ps); 4-dr., $315* (ps). 
EDSEL—’58 Villager 4-dr., $600*. 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,750* (ps), $3,450* (ps); conv., $3,- 
630* (ps); Galaxie (8) 4-dr. Victoria, 
$2,025* (ps); Falcon (6) 2-dr., $1,630. 
60 Thunderbird (8) 2-dr. hardtop, §$2,- 
650* (ps); Galaxie (8) Starliner, $1,- 
780*; Country Sedan (8) 4-dr., $1,400* 
(ps), $1,350*; Fairlane 500 (8) 4-dr., 
$1,370* (ps), $1,225*; Falcon (6) sta- 
tion wagon, $1,325; 4-dr., $1,290*; 2- 


$465* (ps); 


dr., $1,265*; Fairlane (8) 4-dr., $1,- 
210* (ps). 

59 Thunderbird (8) 2-dr, hardtop, $2,- 
305* (ps), $2,245* (ps), $2,235* (ps), 
$2,090" (ps); conv., $2,300* (ps); 
Galaxie (8) 2-dr. Victoria, $1,475* 
(ps); Custom 300 (8) 2-dr., $800. 


"58 Thunderbird (8) 2-dr, hardtop, $1,- 
900* (ps), $1,785* (ps); Fairlane 500 
(8) 4-dr, Victoria, $850* (ps); 2-dr. 
Victoria, $585*; Ranch Wagon (8) 
2-dr., $690*; Fairlane (8) 2-dr. Vic- 
toria, $675* (ps), $510*; Custom 300 
(6) 4-dr., $600*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $830* 
(ps), $375*, $300*, $225; Skyliner, 
$795* (ps); conv., $750* (ps), $725* 
(ps), $675* (ps); 4-dr., $395*, $305*; 


Ventilated Points and 94 
other Holley Carburetion 


and Ignition items... 


but when you insist 


on Holley, you’re sure of 
Original Equipment Quality! 


Ranch Wagon (8) 2-dr., $630*, $550*; 
Custom 300 (6) 4-dr., $345*, $315*; 
Custom 300 (8) 4- ar.’ $330*, $310*, 


$280; Fairlane (8) 2-dr. 
Fair- 


$305*; 2-dr., 
Victoria, $280. 

56 Thunderbird (8) conv., $1,175*; 
lane 500 (8) 2-dr., $22 5%, 

IMPERIAL — '59 Imperial 4-dr, hardtop, 
$1,975* (ps). 

’57 Imperial 4-dr., $300* (ps). 
LINCOLN—’58 Capri 4-dr. hardtop, $1,465. 
MERCURY — ’60 Monterey 2-dr. hardtop, 

$1,875* (ps). 

*59 Monterey 2-dr. hardtop, $1,400* (ps); 
conv., $1,240; 4-dr., $924* (ps). 

’*58 Park Lane ‘4- dr. hardtop, $1,000*. 

’57 Montclair 2-dr. hardtop, $635* (ps), 
$550* (ps), $525; Monterey 4-dr. hard- 
top, $605* (ps); Turnpike Cruiser 4-dr. 
hardtop, $585* (ps), $440. 

OLDSMOBILE — ’60 (88) conv., $2,525* 
(ps); 4-dr., $1,825. 

"59 (98) 2-dr. Holiday, $2,140* (ps), 
$2,025* (ps), $1,690* (ps); 4-dr. Holi- 
day, $1,925* (ps), $1,400* (ps), $1,- 
100* (ps), $900* (ps); (88) 4-dr., 
$1,650* (ps), $1,600* (ps); 4-dr. Holi- 
day, $1,515* (ps). 

’58 (98) 2-dr. Holiday, $1,170* (ps). 

’57 (98) 4-dr. Holiday, $850* (ps), $425* 
(ps); 2-dr. Holiday, $615* (ps); (88) 
conv., $830* (ps); 2-dr. Holiday, $795* 
(ps); °t dr., $750* (ps). 

56 (88) 4-dr, Holiday, $300* (ps), $250* 
(ps). 

PLYMOUTH—’60 Suburban (8) 4-dr., $1,- 
510* (ps), $1,500* (ps), $1,400* (ps), 
$1,330; Valiant (6) 4-dr., $1,290*; 2- 
dr., $1,250; Savoy (8) 4-dr., $1,070. 

59 Fury (8) 4-dr. hardtop, $1,330* (ps); 
Belvedere (8) 2-dr. hardtop, $1,105* 
(ps); Suburban (8) Custom 2-dr., $1,- 
050*; Savoy (8) 2-dr., $800. 

’58 Belvedere (8) 2-dr. hardtop, $375*. 

’57 Belvedere (8) 4-dr., $500* (ps); Bel- 
vedere (6) 4-dr., $315*, $255*, $240*; 
2-dr. hardtop, $220*; 
$270. 


Savoy (6) 2-dr., 
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PONTIAC —’61 Bonneville conv., $3,085* 
(ps); Catalina sport coupe, 2 at §$2,- 
650* (ps). 

60 Bonneville sport coupe, 2 at $2,535* 
(ps), $2,050* (ps); 4-dr. Vista, $2,- 
435° (ps); Catalina 4-dr., $2,175* 
(ps); sport coupe, $2,050* (ps), $2,- 
000* (ps), $1,970* (ps); conv., $1,- 
975. 

*59 Bonneville 4-dr. Vista, $1,920* (oe. 
$1,800* (ps); sport coupe, $1,900 
(ps); conv., $1, 840* (ps); Star Gniet 
= _ Vista, $1,770* (ps); Catalina 4- 

$1, 710* (ps), $1,595* (ps); Safari 
z a. $1,705* (ps); sport coupe, $1,- 
645* (ps); 2-dr., $1,300*. 

’58 Bonneville conv., $1,595* (ps); Star 
Chief 4-dr., $970* (ps), $770* (ps); 
2-dr, Catalina, $825* (ps). 

’56 Star Chief 2-dr. Catalina, $475* 
(ps). 

RAMBLER—’ 61 Classic (8) Custom station 
wagon, $1,975*. 

*60 Ambassador (8) Super station wagon, 


$1,740*, $1,635, 
"59 Custom (8) ‘Cross Country, $1,200*; 
4-dr., $1,050*; Super (6) 4-dr., $900. 


STUDEBAKER—’ 59 Lark (6) 2-dr., $415. 
MISCELLANEOUS—’55 Ford (8) pickup, 
$285. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday. Prices are for sale of 
Aug. 3, Buyers were extra active and 
prices were good as 84 percent of units 
offered were sold. 


BUICK—’59 Invicta conv., $1,350* (ps). 

’58 Super 2-dr, Riviera, $1,060* (ps); 

Special 4-dr., $800* (ps); 2-dr., $675*. 

'57 Century Estate Wagon, $780* (ps); 

4-dr., $610. 

55 Super 2-dr. Riviera, $325* (ps); 
Special 4-dr., $220*, 2 at $210. 

$255*; 2-dr. Riviera, 


°54 Special conv,, 
$250. 
(Continued on Page 34, Col, 1) 





Let’s face it . . . anything that is good is bound to be copied. Take Holley 
Ventilated Contact Sets, for example. When Holley engineers developed 
and perfected the ventilated principle, it was natural that others would 


duplicate this important contribution to ignition efficiency. Yes, you can 
buy copies of Holley Contact Sets and many other carburetion and ignition 
products, but it makes sense to replace with Holley components that are 


built to original equipment quality specifications, and are as much originals 


as the parts they replace. That way you’re sure of customer satisfaction. 





CZ, 


11955 E. Nine Mile Road 
Warren, Michigan 


RT-46 


Original Equipment 
Manufacturers of 
Carburetion and Ignition 
Products for Over 55 Years 


@®Registered Trademark 
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$150, $125. (ps); 4-dr. Victoria, $640* (ps); 4-dr., (ps). 
56 Bel Air (8) 2-dr, hardtop, $665*; 4- $915*; Fairlane 500 (8) conv., $1,000* ’58 (98) conv., $1,175* (ps); (88) 2-dr. 
* * dr. hardtop, $640*; Bel Air (6) 4-dr., $333 ae auene boss ty yh ce $1,100* (ps); 4-dr., $1,080* 
480, $445; Two-ten (6) station wagon 0 (ps), 5; ustom ) 4-dr., ps). 
Used-Car Auction Prices Fis Hist tween (O ie fi oe, meee tesa 42 
CHRYSLER—’60 300F conv., $2,910* (ps). 57 Ranch Wagon (8) 2-dr., $690*; Holiday, $650* (ps); (98) 4-dr. Holi- 
’59 NY 4-dr. hardtop, $1,710* (ps). Ranch Wagon (6) 2-dr., $555, $400; day, $770* (ps). 
DeSOTO—’59 Fireflite conv., $1,325* (ps). Fairlane (8) conv., $600* (ps); 4-dr., | PLYMOUTH—’59 Suburban (8) Custom 4. 
’58 Fireflite 2-dr, hardtop, $990*; Fire- $405*; 2-dr., $360", $290*; Country Se- dr., $1,250* (ps), $1,050* (ps), $920*, 
(Continued from Page 33) dome 2-dr. hardtop, $860* (ps), dan (8) 4- dr., $360* (ps). $735*; Deluxe 2-dr., $725; Fury (8) 4: 
’56 Firedome 2-dr. hardtop, $340* (ps). ’56 Fairlane (8) 2-dr, Victoria, $400*; dr, hardtop, $1,200*; Belvedere (8) 4. 
"52 Super 4-dr., $149* (ps). 530*; sport coupe, $2,435* (ps), $2,- | nonpGE—’60 Dart (8) Pioneer station wag- 4-dr., $235*; Custom (8) 2-dr. Vic- dt., $975*. 
OADILLAC—’61 (62) conv., $4,760* (ps). 410* (ps); Corvair (6) Monza 2-dr., on 4-dr., $1,360* (ps). toria, $320*; 2-dr., $150, $170. 58 Fury (8) 2-dr. hardtop, $900* (ps); 
’60 (62) 4-dr, hardtop, $3,420, 2 at $3,- $2,100*, $2,075; Corvair (6) 700 2-dr., 58 Coronet (8) 4-dr., $885*; 4-dr. hard- | HUDSON—’56 Hornet 2-dr. hardtop, $405* Belvedere (8) 2-dr, hardtop, $850* 
325* (ps). $1,740. top, $815*. (ps). (ps), $710* (ps); Suburban (6) 2-dr,, 
"59 (62) 2-dr, hardtop, $3,100* (ps), 2|/ +60 Bel Air (8) 4-dr., $1,740*; Bel Air| °57 Coronet (8) 2-dr, hardtop, $600* | IMPERIAL—’60 Imperial 4-dr., hardtop, $680* (ps), $530*; Savoy (8) 2-dr., 
at $3,075* (ps); de Ville 4-dr, hard- (6) 4-dr., $1,585* (ps); Corvair (6) (ps). $2,775* (ps). $515; 4-dr., $345; Plaza (8) 4-dr,, 
ne tOP,, $2,900* (ps). 700 4-dr., $1,375, $1,350*, $1,200. ’56 Coronet (8) 4-dr, hardtop, $300*| °’58 Imperial 4-dr, hardtop, $1,525* (ps). $405". 
58 (62) 4-dr. hardtop, $1,800* (ps). ’59 Impala (8) conv., $1,600* (ps); sport (ps); 4-dr., $200*. LINCOLN — ’60 Premiere 4-dr., $2,937* ’57 Suburban (8) Custom 2-dr., $540*. 
*57 Eldorado 2-dr. hardtop, $1,475; (62) coupe, $1,550* (ps), $1,415*, $1,200; | EDSEL—’59 Ranger 2-dr. hardtop, $785* (ps). PONTIAC—’60 Bonneville conv., $2,435* 
Sedan de Ville, $1,325* (ps); Coupe 2-dr., $1,525; 4-dr. hardtop, $1,250*; (ps). ’57 Premiere 2-dr. hardtop, $815* (ps). (ps); 4-dr, Vista, $2,260* (ps); Cata- 
vete_Ville, $1,300° (ps). ‘ Parkwood (8) 4-dr., $1,410*; Parkwood | °58 Pacer 2-dr. hardtop, $575* (ps). ‘| _'56 Capri 2-dr. hardtop, $555* (ps). lina 4-dr., $2,070* (ps); 2-dr., $1,- 
56 Eldorado 2-dr. hardtop, $875* (ps); (6) 4-dr., $1,035*; Bel Air (6) 2-dr., | FORD—'61 Galaxie (8) conv., $2,390* (ps). | MERCURY—’61 Comet 2-dr., $1,625. 600* (ps). 
(62) Sedan de Ville, 2 at $825* (ps), $1,250*; 4-dr., $1,200*; Bel Air (8) 4-| ’60 Thunderbird (8) conv., $2,800* (ps), ’59 Monterey 4-dr. hardtop, $1,300*. ’59 Bonneville 4-dr. Vista, $1,690* (ps); 
$700* (ps). dr. hardtop, $855* (ps); Biscayne (6) $2,600* (ps); 2-dr, hardtop, $2,500*| °58 Monterey 4-dr. hardtop, $475*; 4-dr., Catalina sport coupe, $1,570* (ps), 
CHEVROLET — ‘60 Impala (8) sport 2-dr., $1,250*; 2-dr., $1,080, $920*, (ps). $450* (ps). $1,550* (ps), $1,350°, 
coupe, $1,825; Corvair 500 (6) 4-dr., $825. 59 Country Sedan (8) 4-dr., $1,575* ’57 Monterey conv., $825*; 4-dr. hardtop, 58 Chieftain 2-dr. Catalina, $1, 000*, 
$1,150; 2-dr., $1,005; Corvair 700 (6) ’58 Bel Air (8) 2-dr., $1,050* (ps); 2-dr. (ps); Galaxie (8) 2-dr., $1,500* (ps), $450*; 2-dr. hardtop, $400*. ’56 Chieftain 2-dr. Catalina, $515*. 
4-dr., 2 at $1,100. hardtop, $925, $860*; conv., $915*; 4- $1,375* (ps); 4-dr. Victoria, $1,450* "56 Monterey 4-dr. hardtop, $405* (ps). | RAMBLER—’60 Custom (6) 4-dr., $1,025*, 
’59 Parkwood (8) 4-dr., $1,440* (ps); dr. hardtop, $950*; Bel Air (6) 2-ar., (ps); conv., $1,350*; Fairlane (8) 2- | OLDSMOBILE—’60 (98) 4-dr. Holiday, $2,- ’59 American (6) Deluxe 4-dr., $1,390* 
Impala (8) sport sedan, $1,280* (ps); $850; Two-ten (8) station wagon 4-dr., dr., $1,300* (ps); Custom 300 (6) 4- 400* (ps); conv., $2,320* (ps); (88) (ps). 
Bel Air (8) 4-dr., $1, 240* (ps); Brook- $820*; Delray (8) 2-dr., $550. r., $750*. 2-dr. Holiday, $1,925*. ’57 Super (6) Cross Country 4-dr., $540*, 
’58 Fairlane (8) 2-dr. Victoria, $1,100* *59 (88) conv., $1,850* (ps); 4-dr., $1,- | STUDEBAKER—'61 Lark (6) Deluxe 4. 


wood (6) 2-dr., ‘$1,110°; Biscayne (6) 
2-dr., $925. 

’58 Bel Air (8) sport sedan, 3 at $995* 
(ps), $925*, $730*; 2-dr., $765* (ps); 
Brookwood (8) 4-dr., $980*; Biscayne 
(6) 4-dr., $895*; Yeoman (8) 2-dr., 


$660. 

’57 Bel Air (8) station wagon, $800*; 
Two-ten (6) 4-dr., $675. 

56 Two-ten (8) station wagon, $470*; 
Two-ten (6) 2-dr., $330. 

CHRYSLER—’58 4-dr, hardtop, 
$1,200* (ps). 

DeSOTO—’57 Fireflite 4-dr. hardtop, $765* 
(ps); 4-dr., $525* (ps); Firedome 2-dr. 
hardtop, $620* (ps); 4-dr. hardtop, 
$550* (ps). 

DODGE—’61 Lancer 770 (6) 4-dr., $1,870. 

60 Phoenix (8) conv., $1,770* (ps 
"59 Coroneet (8) 4-dr, hardtop, $1, 320° 
(ps); Coronet (6) 2- -dr., $940. 
’57 Coronet (6) 2-dr. hardtop, $700* 
(ps); Suburban (8) 2-dr., $490. 
RD—'61 Thunderbird (8) 2-dr. hard- 
$3,325* 7 ; 
a - 


top, 2 at $3,875* (ps), 
Galaxie (8) 4-dr., $2,275* (ps); 
axie (6) 2-dr. Victoria, $1,900; Fair- 
lane (6) 4-dr., $1,675; Falcon (6) 
2-dr., $1,440. 

"60 Galaxie (6) 4-dr., 2 at $1,415, $1,- 
370; Fairlane (6) 4-dr., $1,350; Fair- 
lane (8) 4-dr., $1,010*; Fairlane 500 
(6) 2-dr., $1,070. 

°59 Thunderbird (8) 2-dr, hardtop, $2,- 
355* (ps), $2,300* (ps), 2 at $2,275* 
(ps), 2 at $2,165* (ps); conv., $2,230* 
(ps); Galaxie (8) 4-dr, Victoria, $1,- 
350* (ps), 2 at $1,290* (ps); 2-dr. 
Victoria, $1,280*, 2 at $1,200* (ps); 
Custom 300 (8) 2-dr., $795. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
920* (ps); Fairlane 500 (8) 4-dr. Vic- 
toria, $795* (ps); Custom 300 (8) 4- 
dr., $710*; Ranch Wagon (6) 4-dr., 


’'57 Fairlane 500 (8) 2-dr. Victoria, 
$790* (ps); Fairlane (8) 2-dr, Vic- 
toria, $630*; Country Sedan (8) 4-dr., 
$450* (ps); Custom (8) 2-dr., $415, 
2 at $300; Ranch Wagon (8) 2-dr., 


$410* (ps). 

"56 Custom (8) 2-dr., $445*; 4-dr., 
$375*; Fairlane (8) 2-dr, Victoria, 
$425*; Country Squire (8) 4-dr., $385*; 
Parklane (8) 2-dr., $380*; Ranch Wag- 
on (8) 2-dr., 2 at $315*. 

IMPERIAL—’57 Crown 4-dr. hardtop, 2 at 
$1,160* (ps), $1,135* (ps). 

LINCOLN—’61 Continental 4-dr, hardtop, 
$4,700* (ps). 

*59 Continental Mark IV conv., $2,250* 
(ps); Capri 4-dr, hardtop, $2,025* 
(ps). 

’57 Premiere 4-dr. hardtop, $1,110, 2 at 
$1,010* (ps). 

MERCURY—’59 Colony Park 4-dr., $1,- 
485* (ps). 

’58 Monterey 2-dr., $725* (ps). 

’57 Colony Park 4-dr., $700* (ps); Mont- 
clair 4-dr. hardtop, $655; Monterey 2- 
dr. hardtop, $615* (ps); 2-dr., $540*. 

56 Custom 4-dr. hardtop, $300* (ps). 

OLDSMOBILE—’61 F-85 4-dr., $1,865. 

’58 (88) 4-dr, Holiday, $1,195* (ps). 

"56 (88) 2-dr. Holiday, $670* (ps); (98) 


Saratoga 
















4-dr., $430* (ps). 
PLYMOUTH — ’59 Suburban (8) Custom 
on $935* (ps); Savoy (6) 4-dr., 


$715. 

’°57 Belvedere (8) 2-dr, hardtop, $670* 
(ps); 4-dr., $625* (ps); Belvedere (6) 
4-dr., $610*; Savoy (8) 4-dr, hard- 

"$475"; ‘Suburban (8) 2-dr., $475 


’56 Suburban (8) 4-dr., $310* (ps). 
PONTIAC — ’60 Bonneville conv., $2,415* 
(ps). 
"59 Catalina conv., $1,675. 
’56 Chieftain 4-dr., $370* (ps). 
RAMBLER—’59 Super (6) Cross Country, 


$1,100*. 
STUDEBAKER—’60 Lark (6) conv., $1,- 
175; 2-dr., $975*. 


*59 Lark (6) station wagon, $800. 
’56 Champion (6) 2-dr., $360. 
MISCELLANEOUS — ’60 Ford (6) F-100 
¥%-ton pickup, $1,000. 
’56 Ford Courier, $350. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
Aug. 2. Activity remains high at NADE 
although buyers showing no discrimina- 
tion as to the quality of cars they were 
buying. The right cars were bringing strong 
money. Prices were exceptionally strong in 
the earlier model cars 1956 and 1955 and 
down groups. Sold 76 percent of 522 con- 
signments. 

BUICK—’61 LeSabre 4-dr., $2,100*. 
"60 LeSabre conv., $2,450* (ps), 
’59 Electra 4-dr. hardtop, $1,825* (ps). 


58 Century 2-dr., $1,120* (ps); Special 
4-dr., $900* (ps). 

57 RM 2-dr. Riviera, $820* (ps), $715* 
(ps), $625* (ps); conv., $650* (ps); 
Special 2-dr. Riviera, $740*, $420*; 
conv., $645*, $450* (ps); Century 4- 
dr. Riviera, $710* (ps); Super 4-dr. 
Riviera, $590* (ps). 

’56 Special conv., $565* (ps); 2-dr. Rivi- 
era, $540*; 4-dr. Riviera, $390* (ps). 

55 RM 4-dr., $350* (ps); Special 2-dr., 
$350*. 


CADILLAC—’61 de Ville 2-dr. hardtop, 


$4,320* (ps). 


"60 (62) conv., $3,950* (ps); (75) 4-dr., 
$3,900* (ps). 

’59 (62) conv., $3,500* (ps). 

’BS (62) conv., $1,650* (ps). 

57 (62) Coupe de Ville, $1,490* (ps); 
(75) 4-dr. hardtop, $1,410* (ps). 
CHEVROLET—’ 61 Corvette (8) conv., $3,- 

360*, $3,180; Impala (8) conv., $2,- 
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$495; 2-dr., 


New Passenger-Car Registrations, First Half, 1961-1960 


registrations as 
compiled by R. L, Polk 





$575; 4-dr., 


’57 Two-ten (6) station wagon 2-dr., 
$425, 


(ps) ; 


2-dr., 


$885, $690; conv., 


$1,080* 





435* (ps); (98) 4-dr. Holiday, $1,800* 


Comet | FORD! Buick | Cadil- 


TOTAL lac 











(Continued on Page 35, Col. 1) 
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"60| 9848} 2953] 559} ~—892|_—«9519/_—*1:1793| 25716) 25771| _—632|_—«3179| ~—«-2390|— 31972! ~—S101) 4329) -34811| 7417} _—«8843| 60501) —2593| 12100) 142730 

New Mexico “el| 853) —«*170|~SC« | 2 Se a we a Se Be a a a a rag aaa ae aes tt 
0} 826] ~—*'182}_—37}_——s4t|~—508| — 84} _—*1634| ~—«3013}' = 34]_~— 355] _~—s89) 3591) +460} ~—295| 3594) ~— 744] 789) = 5882| 271} 1127! ‘(13331 

New York “6l| 20034; 6493) «652 EEE eS EE EEE EE EE Ee EE EE 297238 
"0 23138] 6406] (1078) 1685} 21206] 27622| 57997] 57590| 1277] _7277| _5091| __71235| _12270| _9852| 73058} 19556 19898| 134634) 6406] 29184) 322594 

North Carolina “ell 2425, «740, —~—SC«*S | 1706| 2953|  5453| 14352] 125) 911; 1423) 16811) 2660) 912) 13086] 2431| 3293| 22382)  521|  3166| 50758 
60} 2654) 583) 84} ~—202}-—«2480) +3834) ~—7185) 15845] —iti4| ~—«'130}_—«831| 17920] 2560) ~—«992|_—«*14541| —-2683|_—«3471! + 26247|_~—«91'9|_—«5 397) 60322 

North Dakota 6; 558) 203 13 | a es a a 312; 246|  2714| 406) ~—«4163{—=«2578| ~—«570/ —«419| —«4136/ «150/273-8989 
60} 582}_—«'187}_~—— 26] ~—sbt|_—70;_~—794|_—=«*1'738|_—«-2529|~—S 25} +398) ~—st78|_—«3130) ~— 370} _~—=s56| ~—-2810|_~— 640] —492| +4468} ~—159] 324) 10401 

Ohio “1; 8954) 2386) 266 7383| 6330| 18365, 40198|  635|  4283| 6781| 51897| 9538| 3588) 47530; 10019| 12486/ $341) 1736] 8001) 172114 
"0| 12356] 2295] ——-420|_—«1079/_—‘*15550| 16358] 35702| 48593] 580| —-6603| 5349] 61125| —_9798| ub 57697 | ~ 14934| 98576| _3467| _12025| 223251 

Oklahoma "el| 2053; 354) ~—=«#52 900/1166| "2552/7771 133) 540/71 9315] 1575 zl el 2115) 15826) 218] 1365] 31329 
60] 19791 264] $31 11813961 _tes7|_ 3688 aoae| ‘94,7391 479] 98601 (499716) 10394) 2120/2157 16768} 407|_‘1787| 34489 

Oregon "el| 2380; 308] ~=—=—«S6 ives] aso) ara Sane asa ag ane ee tine aa) ieee 2762| 27436 
0} 3549) 295] 77|_—*107|_—«*N457|_—«-2261| 4197) ~— 7138) —«*t60|_—S— 848} 532] +8478) —*1149| ~—«544] = 8262} 1484] ~—*1962| 13401] 1086| —-4397| 35308 

Pennsylvania “el| 12792) 3512) 349 9332| 10298) 23491| 37065] 7/0/3129) + 5896| 46800| 8280| 4559] 47434) 8496 10317 7004 2961| 10064) 175194 
"60| 15191] 3544) 567} 1530} 16918] 17595] 40154] .36107| 632] _—«4954| ~—-3180| 44873] 7848) +4594) 48630] ~—-9348| +—*11338| 81758] 4575] _13715| 200266 

Rhode Island “el, 1192) -227|~—S—«28 | a ie a ae a ae a 555| 5579| 177| (1650| 14805 
"0| 1446] —251| 46} ——68}_—829]_—«*1397| ~— 2591) ~— 43516] ~—s 46] = 288} ~—s199|~—«-4049)~— 436 322) +3250) ~—597| sb 4| 5219] ~—245|~—«*1650! 15200 

South Carolina 61 1077; —«:300—=St«—«8 | 708; 1139) 2175| 6657| ~«+53| +«365| +~«818| +7893) +1152| 395| 6169 1013| 1408) 10137| 134) 1480) 228% 
"60| 1484) 252) ~—=— 36] ~—«t00|—=«*1265| ~—«*1973| 3626) ~— 7612) ~—-—«46| ~——536| 464] ~— 8658} N54) +41] +8276] 1176} 1586) 12603} 328) +~—-2924| 29623 

South Dakota “ell 7i2|_ 223] —S=« 453, 655| 1362| 2672 18] 295; 184) 3169, 531/168; 3060| 610) 612) 4981) 177| 415) 10816 
"60| —-763|_—st4|_—s27|_—s85| 22} 708] ~—«*1526| ~—« 2696} == 30]_~—S3 71] ~—sdt27|_—«3224] ~— 481] ~—stG7|_—«2997| 47} ~—33| 4925) ~—194) ~—486)_—‘TNNIB 

Tennessee “el! 2136) 508) «66 1468) 1882; 3924) 9947) ~—«147| ~=«804|—=«341| (12239) 2038) +~—«816| 12381| 2074) 2570, +19879 422) ~—«2165| 40768 
"60| 2900) _—«372|_~—=—79|__—233|~—«2508| +2907} _~—«6099)_‘11624) —«*153| ~—«*1003/—=—75| 13455! 2182; ~—B43|—*(15054| —2715| 3288} +24082/ — 766) +—+3576| 50878 

Texas "l| 5745, 1681| 267 4193| 5350 11491| 35087) 619| 1974] 3977) 41657| 7085, 3363| 45643| 8516, 8486, 73113; 1294) 162) 141462 
"60| 7375] 1366] 398} _—«467|_—«6394| — 8808) 17433] 39207] 454) —«2464| ~—«'1994| 44121| 6898) 3524! 50214] 9684| 10042) 80362) 2295| 14198| 165784 

Utah el] 791) +(173| ~=«oa7 446; 656) 1302) 2522) +~«41'| +~=S=«283| +~—«443| +~«3289| +=) ~—«-291| +~—«2940) +~=«587| —«842) «5358! —«1446) —«*1044| «11930 
60} 1106} _—*4163}_—S47}_—st04]_—— 81] ~— 967] —*1962| ~—«2874| ~—58| ~— 458] —262}—«3652| +536] ~—288|—«3063/— 703] ~—«67| ~—«5557| —-207|~—=dt:184| 13668 

Vermont el! 503) —*115 4 331) 505] 955) +1646) ~~ 124) 271) 2062|  +«381|—~«*100)+—«41937| +~=«2it + +—-340) +«2969) +~~«153| ~—«904)~=«7546 
60} 560/116 15] 34] ~—«434)_~—«679|_—*1278| ~—*1856 16} 204} ~—*105]_—s2tgt| ~—318| __—stNO}—«2166} ~— 238] ~—«-362|~—«3194| 232] ~—*t102|_—«B547 

Virginia a Tey say Tea 2475| 4122 753 14726| 198) 1104) 1814) 17842) 2533| «(1056 15479| 2588/ 3530/2518!  687| 6405| 6073! 
"0/3236 —713|_~—=«s124). 374] 3473} 5310] +9994] 15135] 198} —«*1507| __—‘1019|_‘17859| —-2466| ~—«*1097|_—*17624| «2827! _—«3754| 27768] 1146] _7787| 67790 

Washington “el| 2553) 473) ~—~—=«#S3| 1534! 1703/3763) _-7397| +~=«4164) ~=~=«S«740|~—=«SA'T| «9412! 1316) 536! 7411/1381)  2026| 12670|  683| 3094) 32175 
60} 3039 267/_—57|__—=*37|'—=«*1584|_— 2168] 4213} 8117] __—s'N9|,~—839|_—«569] 9644) ~—*64] = 569 7631| —*1382) 2028} —*:12774| ~—741| ~—«4725| 35136 

West Virginia "el, 1277| —-346| ~—~—«37 | 865| 1353/2601 4814/  —-78| +~+~«<602| +~—«688| +—«6182| +1086! 375) +5279) 1291) 1321| 9352| 353/144) 20909 
0} 1591] 321] ~——55]_—*133}_—«1467|_—2193| 4169] 5248] 59] 779) ~—355| 441] ~—*2N| == 396 790] _—*1359) ~—«*1491| N57] 471] ~—«*1485| 25314 

Wisconsin “el| 5595 931| ‘101 2693|2423|—6148| 13056) —-246| ~—«1:397| ~—«<1151| 15850| 3493/1420 16893| 3791/4152! 29749! 761! 2637 60740 
60} 9222) —-842)_—*132 300] 4880} 3893} 10047] 15995] 239] -—=«2169|_—*1080| 19483) 3951| +1488) 20246] 5097/5268} 36050) 1266] —3275| 79343 

Wyoming “ei| 356) «105 13| | 226; «317/128 ~—Sia24)~Ss«iT)~—SN'SS]—«S55B) ~©—«322)~—=«S2|—«455| ~=—347/~—315| 2591) tog) —-e76| «II 
60| 555] TI 22} -39|_~—«-298}~—«575| —*1005]_—«1310]_~—S 23} ~—=—209|_—« 104] —«*1646| ~— 360] ~—s168|—«s1944) «= 442] 447| +3361 142} 561 | +7270 

*First 61) 173505| 44592; 5434 113135 147938 311099) 651655| 15162) 58904! @8931| 814652) 138402) 72306 784103| 153719| 179474|1328004| 36361| 193411 | 2857032 
Half "60/ 216533| 40603) 8234) 14670] 191457| 236228] 491192] 719852} 11822] _80973| 54361} 867008 134597| 75822] 880034| 176829| 206213|1473495| 58293] 272472) 3378993 


*—Connecticut not reported for second quarter. 
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dr., $2,010. 
160 Lark (6) Deluxe 4-dr., $800*. 
MISCELLANEOUS—'56 Ford (8) pickup, 
$580. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales Auction. Sale every 


Wednesday, Prices are for sale of Aug, 2, 


BUICK—'59 Invicta 4-dr., $1,610* (ps). 
58 Special 2-dr, Riviera, $1,025* (ps). 
'57 Special Estate Wagon 4-dr., $490; 

RM conv., $480* (ps); Super 4-dr. Riv- 
jera, $310* (ps). 

CADILLAC—’59 de Ville 2-dr, hardtop, 
$2,975* (ps). 

CHEVROLET—'61 Impala (6) 4-dr., $2,- 
105 

60 Bel Air (8) 4-dr., $1,600* (ps); Bel 
Air (6) 4-dr., $1,500%; Brookwood (6) 
4-dr., $1,475; Corvair (6) 4-dr., $1,- 
160. 

59 Impala (6) 4-dr., $1,500*; Bel Air 
(6) sport sedan, $1,475* (ps); 4-dr., 
$1,115*, $1,085*, $1,075*, $1,030, $1,- 
000*; Bel Air (8) 4-dr., $1,210*; 
Brookwood (6) 4-dr., $1,225* (ps); 
Parkwood (6) 4-dr., $1,125, 

158 Bel Air (6) 2-dr., $1,035*; Biscayne 
(8) 4-dr., $950*; 2-dr., $680; Yeoman 
(8) 4-dr., $870*, $850*, 

’57 Bel Air (8) sport coupe, $960*, $820*; 
4-dr., $375*; Two-ten (6) 4-dr., $790*; 
station wagon 4-dr., $750*; One-fifty 
(6) 2-dr., $690*, 

56 Bel Air (6) 4-dr., $585*, $530*; One- 
fifty (6) 4-dr., $525, $400; Two-ten 
(6) sport sedan, $500, $400*. 

CHRYSLER—’57 NY 2-dr. hardtop, $590* 

(ps). 

"56 Windsor 4-dr., $525* (ps). 
DeSOTO—’59 Firedome conv., $1,375* (ps). 
’57 Fireflite 4-dr, hardtop, $610* (ps). 
DODGE—’57 Coronet (8) 4-dr., $455* (ps); 
Royal (8) 2-dr. hardtop, $330* (ps). 
FORD—’60 Fairlane 500 (8) 4-dr., $1,475* 
(ps); Custom 300 (6) 2-dr., $1,100. 

*59 Country Squire (8) 4-dr., $1,485* 
(ps); Galaxie (8) 2-dr, Victoria, $1,- 
375* (ps); conv., $1,305*; Custom 300 
(8) 4-dr., $920; 2-dr., $840*; Fairlane 
(6) 2-dr., $750. 

’58 Fairlane 500 (8) conv., $965* (ps), 
$800* (ps); Ranch Wagon (8), $665*; 
Custom 300 (8) 4-dr., $430. 

57 Country Squire (8) 4-dr., $760* (ps); 
Ranch Wagon (8) 4-dr., $565*, $500; 
Custom (8) 4-dr., $105*. 

*56 Country Sedan (8) 4-dr., $440*, 
$285*; Fairlane (8) 4-dr., $200*. 

LINCOLN—’57 Capri 4-dr., $850* (ps). 

MERCURY—’60 Comet 2-dr., $1,550*. 

’59 Commuter 2-dr., $1,400* (ps), 

’57 Colony Park 4-dr., $600*, 

’56 Custom 2-dr, hardtop, $350, $250*, 

OLDSMOBILE — ’59 (98) 4-dr. Holiday, 
$1,775* (ps). 

*58 (98) 4-dr. Holiday, $1,005* (ps); (88) 
4-dr., $980* (ps). 
°56 (88) 2-dr, Holiday, $420; 
Holiday, $315* (ps), 

PLYMOUTH—’60 Suburban (8) Deluxe 4- 
dr., $1,435*; Valiant (6) station wag- 
on 4-dr., $1,375, $1,335. 

59 Suburban (8) Custom 4-dr., $1,145* 
(ps), $965*; Belvedere (8) 4-dr., $815* 
(ps); Savoy (6) 4-dr., $775. 

58 Savoy (8) 4-dr., $775*; Belvedere 
(8) 2-dr, hardtop, $585* (ps), 

’57 Savoy (8) 4-dr., $400. 

’56 Belvedere (8) conv., $325*, 

PONTIAC—’59 Catalina sport coupe, 
650* (ps). 

57 Chieftain 4-dr, Catalina, $480*, 

’56 Chieftain (870) 4-dr., $575*, 

RAMBLER—’57 Custom (6) Cross Country 
4-dr., $510, $425*, 

’56 Super (6) 4-dr., $400*, 


MINNEAPOLIS 


Minneapolis Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Aug. 2. 
Wholesale very good, Retail is slow, Sold 
52 cars from 108 consignments, 
CHEVROLET—’59 Biscayne (8) 2-dr., $1,- 

065. 

’58 Biscayne (6) 2-dr., $550. 

’56 Two-ten (8) 4-dr., $540*, 
CHRYSLER—’53 NY 4-dr., $125*, 
DODGE—’57 Coronet (6) 4-dr., $390*, 
FORD—’58 Custom (6) 2-dr., $590. 

’57 Custom 300 (6) 2-dr., $470, $400*, 

"56 Custom (6) 4-dr., $310, 
LINCOLN—’56 Premiere 4-dr., $515* (ps). 

’53 Capri 4-dr., $165*, 

MERCURY—’56 Custom 4-dr. hardtop, 
$385*; 4-dr., $295*, 

NASH—’55 Super Cross Country 4-dr., 
$1,225. 

OLDSMOBILE—’58 (88) Super 2-dr, Holi- 
day, $1,065* (ps). 

PLYMOUTH — ’57 Belvedere (8) 4-dr., 
$575*, $450*, $425*; Savoy (6) 4-dr., 
$350; 2-dr., $325, 

*56 Savoy (6) 4-dr., $300; Belvedere (6) 

4-dr., $275, 

MISCELLANEOUS—’58 Dodge %-ton pick- 
up, $570, 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day, Prices are for sale of Aug. 3, Prices 
firm on late models, ’56 and older off 
slightly, Sold 211 cars from 289 consign- 
ments. 

BUICK—’59 LeSabre 4-dr., $1,405*, 
*58 Special conv., $1,030*, 
*57 RM 4-dr., $750* (ps); Special 4-dr., 
$695* (ps). 
CADILLAC—’60 (62) conv., $3,990* (ps). 

*57 (62) conv., $1,470* (ps). 

CHEVROLET—’61 Impala (8) conv., $2,- 
730* (ps), 

’60 Impala (8) conv., $2,200* (ps), $2,- 
025* (ps); sport coupe, $1,750* (ps), 
$1,715* (ps); Bel Air (8) 4-dr., $1,- 
550*; Biscayne (8) 2-dr., $1,445* (ps); 
Biscayne (6) 2-dr., $1,350; Corvair (6) 
2-dr., $1,225, $1,170. 

’*59 Impala (8) sport sedan, $1,380; Bel 
Air (6) 4-dr,, $1,265*; Brookwood (8) 
4-dr., $1,255*; Biscayne (8) 2-dr., 
$990", 

58 Bel Air (8) sport coupe, $1,140*; 4- 
dr., $1,060*, $880*; sport sedan, $900*; 
Bel Air (6) 4-dr., $1,080; Impala (8) 


(98) 4-dr. 


$1,- 








Sport coupe, $1,100* (ps); conv., $1,- 
080* (ps); Brookwood (6) 4-dr., $1,- 
030; Biscayne (6) 4-dr., $830; 2-dr., 


$750; Biscayne (8) 4-dr., $740*; Del- 
Tay (6) 2-dr., $725, 

’57 Bel Air (8) 2-dr., $850*; Two-ten (6) 
4-dr., $680; 2-dr., $570*; Two-ten (8) 


DODGE—’60 Phoenix 













Delray, $650*; 4-dr., $595*, $570*; 2- 
dr., $430*, 

’56 Bel Air (8) conv., $800*; sport coupe, 
$675*; 4-dr., $530*; Bel Air (6) 4-dr., 
$620*; Two-ten (8) station wagon, 
$705*, $550*. 


CHRYSLER—’55 NY 4-dr., $300*, 
DeSOTO—'56 Firedome 4-dr. hardtop, 
$315*. 


(8) 4-dr., $1,535* 
(ps), $1,425*; Pioneer (8) 4-dr., $1,- 


*56 Coronet (8) 2-dr. hardtop, $450*; 2- 
dr., $370*. 
’55 Royal (8) 4-dr., $305*. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 


$3,425* (ps); Falcon (6) 4-dr., $1,555. 

’60 Fairlane (8) 4-dr., $1,455*%, $1,300*; 
Fairlane (6) 4-dr., $1,325; Falcon (6) 
station wagon, $1,350, $1,285; 4-dr., 
$1,225. 

59 Galaxie (8) conv., $1,435* (ps), 
$1,300* (ps); Fairlane 500 (8) 4-dr., 
$1,260* (ps), $1,220*, $1,135*; Fairlane 
(8) 4-dr., $900*. 

’58 Fairlane 500 (8) conv., $1,005* (ps); 
Country Sedan (8) 4-dr., $870* (ps); 
Fairlane (8) 2-dr., $755*; Custom 300 
(6) 2-dr., $570. 

‘57 Country Sedan (8) 4-dr., $655*; Fair- 
lane (8) 4-dr, Victoria, $615*; 2-dr. 
Victoria, $575*, $570*; 4-dr., $550*; 
Custom (8) 2-dr., $490*; 4-dr., $450*. 

’56 Custom (8) 4-dr., $460, $390; 2-dr., 
$380*; Ranch Wagon (8) 2-dr., $450; 
















Lyon catalog. 
* 


Whether it’s shelving, bins, or 
a complete parts department—you’ll find 
Lyon a dependable source of supply. Mail 
coupon for your free copy of the latest 


LYON METAL PRODUCTS, INC. 
General Offices: 890 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill.—York, Pa.—Los Angeles 
Dealers and Branches in All Principal Cities 


Ranch Wagon (6) 2-dr., $215. 

‘55 Fairlane (8) 2-dr, Victoria, $390*; 
4-dr., $240; Country Sedan (8) 4-dr., 
$380*, $335*; Custom (8) 2-dr., $210*, 
$200*. 

’54 Custom (8) 4-dr., $210. 

MERCURY—’58 Montclair 4-dr., $710*; 2- 
dr. hardtop, $700*. 

’57 Colony Park 4-dr., $750* (ps); Mont- 
clair 4-dr. hardtop, $685*; 4-dr., $550*; 
Monterey 2-dr, hardtop, $585*; 2-dr., 
$510*; Commuter 4-dr., $500*. 

’56 Montclair 2-dr. hardtop, $635* (ps). 

’55 Monterey 4-dr., $235*, 

OLDSMOBILE — ’59 (88) conv., $1,795* 
(ps); 4-dr., $1,730*. 

"58 (88) 4-dr., $1,190* (ps); 2-dr., $1,- 
085* (ps). 

"56 (88) 2-dr., $540*; 2-dr. Holiday, 
$480*; conv., $440* (ps); 4-dr., $300* 
(ps); (98) 4-dr, Holiday, $505* (ps), 
$435* (ps). 

’55 (88) 4-dr. Holiday, $480* (ps); 4-dr., 
$365*. 


CCC Ready to Absorb 


Ohio Finance Chain 


LIMA, O.—Directors of the City 
Loan & Savings Co. here have 
voted to recommend to sharehold- 
ers that they accept an offer to ex- 
change their stock for common and 
preferred stock of Commercial 
Credit Co, 

Three shares of City Loan & Sav- 
ings would be exchanged for one 
share of common and one share of 
preferred of CCC. City Loan & Sav- 
ings, with 160 offices in Ohio, had 
resources in excess of $145 million 
as of Dec, 31, 1960, 


PLYMOUTH—’60 Savoy (8) 4-dr., $1,395*, 
$1,235. 

’58 Savoy (8) 4-dr., (ps); 
hardtop, $580*, 

’57 Savoy (8) 2-dr., $405*; Suburban (6) 
4-dr., $325*; Plaza (8) 4-dr., $300. 

’56 Savoy (8) 4-dr., $295*, $235. 

’55 Belvedere (8) 2-dr., $275*; 4-dr., 
$235°. 

PONTIAC—’61 Tempest (4) 4-dr., $1,950*. 

"60 Catalina conv., $2,275* (ps); Star 
Chief 4-dr, Vista, $2,145* (ps). 

’59 Bonneville conv., $1,860* (ps); Cata- 
lina 4-dr, Vista, $1,690* (ps); 4-dr., 
$1,590* (ps), 

’58 Star Chief 4-dr., $790*, 

’56 Star Chief 4-dr., $590*; 4-dr, Cata- 
lina, $550* (ps), 

’55 Chieftain 2-dr. Catalina, $300* (ps). 

RAMBLER—’61 Ambassador (8) Custom 
4-dr., $2,005* (ps), $1,880*. 

’60 Super (6) station wagon, $1,100. 

’59 American (6) station wagon, $870*; 
2-dr., $630, 

’58 Super (8) Cross Country, $815. 

’57 Custom (6) 4-dr., $680*, 

56 Custom Cross Country, $510*, 
STUDEBAKER—’59 Lark (6) 4-dr., $725. 
MISCELLANEOUS—’61 Willys, $1,075. 

’60 Chevrolet %-ton pickup, $1,080; 
panel, $850; GMC panel, $1,020. 

*59 GMC pickup, $1,000, 

* * * 


— Auctions in Brief — 
CHICAGO 


Arena Auto Auction, Sale every Tuesday 
(Aug. 1). Good sale in spite of the weath- 
er. Market steady, Sharp cars brought top 
dollar, Sold 352 cars from 551 consign- 
ments. 


$590* 2-dr. 


* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Aug. 4). A very good sale, Demand is 
strong, prices firm, Sold 84 percent of 726 
consignments. 
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Standard Bracket 
For Belts on ’62s 
Not Yet Adopted 


DETROIT. — The auto industry 
has yet to reach agreement on 
standardized mounting brackets for 
seat belts, according to a spokes- 
man for the Society of Automotive 
Engineers. 


Brackets for belts will be stand- 
ard equipment on ’62 models, which 
will be going into production short- 
ly. The SAE has prepared a recom- 
mendation for a standardized 
bracket, which is believed to in- 
corporate an anchor-bolt hole 7/16 
inch in diameter. 


Because of variations in bracket 
design and size of anchor bolts, 
many current belts may not fit 
built-in facilities of the ’62 models, 
it is understood. 

The SAE spokesman said, how- 
ever, that minor modifications 
might make some belts, already 
manufactured, adaptable to the ’62 
mountings, 


There’s news in the Classified Ad col- 
umns of AUTOMOTIVE NEWS, Read them 
for a clue to what is going on. 





FOR AUTOMOBILE DEALERS 


These Lyon racks provide the exact answer because 
they are completely adjustable and can be adapted to 
any requirement. No matter how long or bulky, parts 
can be stored neatly, by group or part number sequence. 


Faster location. 






Closer inventory control. 


Lyon Metal Products, Inc. 


890 Monroe Avenue, Aurora, Illinois 


Please send me free copy 
of 100-page Catalog. 


NAME 
COMPANY 


ADDRESS —__ 
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In the Letterbox 





(Continued from Page 18) 


statement is lacking one word—|that Kohn would not have a vehicle 
“profitable.” How to immediately| today, if it were not for Detroit’s 
make them profitable is academic,| mass production. Incidentally, it is 
Kohn. I fear you are not an ex-| the same vehicle he promises to 
emplary nor authoritative enough| keep. 
person to know all the answers. It is a fact, and no bright dis- 
Even the experts are trying to} covery, that selling six million cars 
fathom those murky waters. a year consists of an “individual” 
Kohn goes on to show a distaste| job and “single” customers. The 
for “mass production” and “mass dealers and salesmen presumably 
selling.” I believe most dealers and| had a difficult time “discouraging 
salesmen have the same dislike for| Customers and sending them away’ 
mass shopping, and I know in the] 72 million to 150 million times— 
game of “outfoxing the fox” the| but they were sold, Kohn, by a lot 
“clever” shopper uses the business| Of dedicated, and interested deal- 


cards, to jot inflated allowance fig-| €Ts and salesmen. Evidently the 


ures on them. I venture to state| additional sales “lost,” were the 


Used Imported 


persons who visited 17 dealerships 
or more, and were probably long 
on talk; short of courtesy, money, 
manners, and sincere intent. These 
are the added hazards of maintain- 
ing a smile and frustrating wooing. 

Detroit and dealers are con- 
stantly aware of the public image 
they must try to sustain. This is 
more than I can say of numerous 
salesmen in any other business. 
Incidentally, I never had anybody 
“woo” me on anything I ever 
bought. Why should auto salesmen 
be expected to do far more “woo- 
ing” than others to sell? Price or 
prices are relative. Courtesy is a 
human commodity to be both 
served and received by everyone 
buying or selling. Reading along in 


20 Million Feet 
Of Space Added 


By Chevy Dealers 


DETROIT. — If al! Chevrolet 
dealerships were concentrated in 
one location, they would cover 
more than 10 square miles—an area 
the size of Springfield, Ill., or Sche- 
nectady, N. Y.—K. E. Staley, gen- 
eral sales manager, reported. 

A review of retail facilities shows 
that the approximately 7,000 Chev- 
rolet dealers have added 20 million 


Cars 


Albany 
Renault—’60 Dauphine 4-dr., $540. 
Volkswagen—’'59 2-dr., $975. 


Bordentown, N. J. 

Fiat—’'58 conv., $605. 
MG—’59 MGA conv., $1,265. 
Opel—’60 station wagon 2-dr., 

’59 station wagon 2-dr., $525. 

"58 2-dr., $425. 
Volkswagen—’61 2-dr., $1,900. 

’57 Karmann-Ghia 2-dr, hardtop, $690. 


Caldwell, N. J. 
Hillman—’55 2-dr. hardtop, $100. 
Morris—’59 Minor station wagon, $355. 
Vauxhall—’59 Super 4-dr., $620. 
Volkswagen—’59 station wagon, $825. 





$1,050. 


Chicago 
Renault—’59 4-dr., $500; 2-dr., $370. 
Simca—’59 4-dr., $380. 

Triumph—’'60 TR-3 conv., $1,150. 
Voikswagen—’61 2-dr., $1,535, $1,525. 
*60 2-dr., $1,230, $1,225. 

’59 2-dr., $1,100; Microbus, $1,050. 
’58 Karmann-Ghia 2-dr., $1,100. 
Volvo—’58 2-dr., $480. 


Daytona Beach, Fla. 
Austin-Healey—’60 Sprite 2-dr., $1,100. 
DKW—’57 2-dr., $235. 

Goliath—’59 2-dr., $215. 
Mercedes-Benz—’57 4-dr., $1,015. 
Volkswagen—’61 conv., $1,825; 2-dr., $1,- 


495. square feet of operating space in 
vo50 2-ar., $905, the past year, to bring the total to 


more than 314 nfillion square feet, 
Staley said. 
91,280 The survey showed that more 
“““'| than four times as much space is 
allotted to service facilities as to 
new-car showrooms and offices. 

The national total of 313.2 million 
square feet is allocated as follows 
(in millions of square feet): New- 
car display and offices, 16.1;. parts, 
21.5; used-car display, 89.3;. park- 
ing, 115.2, and service, 71.1. 

The average per Chevrolet dealer 
amounts to 2,300 square feet de- 
voted to showrooms and offices, 
10,100 to service, 3,000 to parts in- 
ventory, 12,800 to used-car display 
and 16,400 square feet to parking. 
The total is 44,600 square feet or 
roughly one acre. 


Flint 
MG—’57 conv., $855, $665. 
Volkswagen — ’'60 sunroof 2-dr., 
$1,200. 


Fontana, Wis. 
Volkswagen—’57 2-dr., $700. 
"56 2-dr., $550. 


Kansas City, Mo. 
Opel—’54 2-dr., $157. 
Vauxhall—’58 station wagon, $600. 
Volkswagen—’59 Microbus, $835. 


Los Angeles 
Austin-Healey—’57 roadster, $1,195. 
Fiat—’59 1100 4-dr., $525, $450. 
MG—’58 2-dr., $1,015. 
Metropolitan—’55 2-dr., $285. 
Opel—’59 Olympia, $735. 
Peugeot—’58 4-dr., $485. 
Renault—’60 4-dr., $650. 

*59 Dauphine 4-dr., $485, $275. 

’58 Dauphine 4-dr., $410, $350. 

’57 Dauphine 4-dr., $430. 
Simea—’60 Aronde 4-dr., $440. 

’58 Versaille 4-dr., $360. 
Volkswagen—’59 Karmann-Ghia 2-dr., $1,- 












440. 
’57 sunroof 2-dr., $690; 2-dr., $565, 
’56 2-dr., $585, Car registrations as 
Velve—'S0 2-dr., $965. compiled by R. L. Polk 


your article, I can see no evidence 
of allowances made for human 
frailities. We all have them—in- 
cluding you. 

I must assert at this point, that 
if I was in the market to buy a 
new car, that 17 dealerships would 
be out of the question, particular- 
ly those dealers who sold undesir- 
able cars. There exists no desire 
to shop hell out of people who sell 
clothing, furniture, shoes, food. etc. 
If I were to sum up the inherent 
problems of all shopping—and con- 
cluded with your opinion—I’d be 
starved, threadbare, and darn sore 
at a lot of professions as well. 
Many of the dealers have no doubt 
that you had no intention of shop- 
ping around for the best deal you 
could get. Kohn—nobody does when 
they decide to buy a new car. That 
is the reason one dealer out of 
three loses his health, with the 
overwhelming wealth he accumu- 
lates. 

Sad to say, some dealers did not 
offer to demonstrate their product. 
There are just a few reasons cus- 
tomers are not permitted to take 
demonstrators out on the road 
alone. This would vary with states. 
I wish Kohn would have checked 
some valid reasons. In our state 
it is ILLEGAL to loan a car with 
dealer’s plates. Add the hazard of 
wrecking and stealing of cars. 
Finally, these statistics may amaze 
you—but 8 out of 10 “shoppers” 
REFUSE demonstrations with the 


New Commercial-Car Registrations, 
50 States for June, 1961-1960 


Truck Sy mae by states are 
released here weekly, as compiled 


by R. L. Polk representatives in 
state capitals. 
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expression, “Don’t have time, I’m 
shopping.” 

Kohn’s classification of public re- 
lations as “vagaries” is dangerous. 
If the industry per se, were to 
abruptly cease all these public re- 
lations, and as Kohn states “get 
stuck with its own new cars;” his 
well-being and millions of others 
would be adversely affected. If the 
pedantic savagery of his attitude 
would prevail, THIS COUNTRY 
WOULD GRIND TO A HALT! 


Kohn spoke of his creativeness. 
It is my desire you associate your 


Eaton Names de Windt 


Head of New Foreign Unit 


CLEVELAND, — John C, Virden, 
chairman and president of Eaton 
Mfg. Co, an- 
nounced that 
Eaton has estab- 
lished a new divi- 
sion to be known 
as Eaton Interna- 
tional] for the 
purpose of con- 
solidating in one 
central organiza- 
tion the com- 
pany’s foreign ac- 

cr tivities, 

E, M, de Windt At the same 
time he announced that E. M. de 
Windt, Eaton vice-president, has 
also been named president of Eaton 
International. 





Brock- 
way 







































talent and vigor; not your ferocity, 
with the industry, for your aid and 
not your axe. 

May I ask the name of the saleg 
manager to whom you “propound- 
ed” your theories? Where did he 
grasp the warped theory that sales- 
men are drifters, alcoholics, louts, 
misfits, etc., etc.? That part of the 
Kohn vendetta should not have 
been printed. Fortunately, it was 
covered by the anonymity of “g 
sales manager.” 

I could go on and on ad infini- 
tum. Eventually I would be equally 
guilty of academic tomfoolery, My 
reasons for repudiation of most of 
Kohn’s article in AuToMotive News, 
July 31 issue, is to fight back 
against all the nonsense I have 
read in the past, in other period- 
icals. The fight is not the dictum of 
guilt, but resentment against the 
industry being violated by semantic 
anguish. A considerable quantity of 
expectoration that has been given 
td the dedicated dealers and sales- 
men, should be flung back in the 
faces of the journalists of naivete, 
These people do not build—they- 
destroy. They do not help with the 
rowing—they shoot holes in the 
boat’s bottom. My compassion for 
these people is not limitless—I just 
want them to keep their money and 
not suffer the temptation to come 
near me—and I believe I speak for 
many others in this industry, who 
try to be honest and forthright— 
GeraLtp L. Farcut, Butler, Pa. 


Mack | baker | White | Willys | Misc. 






























































































35 States Previously Reported ‘él 40! 12659 96 1680| 12579; 2760; 5147 456 270 778 1493 1647| 39605 
For June "60 56| 14749 149 1897} 12615| 3882) 5581 659 335 817 1482} 2055! 44277 
Alabama ‘él 586 6 67 503 109 152 30 3 | 20 38) 1530 

b *60 | 541 | 29 361 117 108 19 4 23 14 33) 1254 
Arizona ‘él 402 45 345| 72 89| | 13 9 52 29; 1056 
*60| | 499 83 382| 132 107} 2 8 16 40 64) 1333 | 
California *6l| 3523 17 373| 3089 579 917 14 72 "33 193 614) 9526 
*60} | 3276 18 316| 2982 837 628 20 60 58 238 648} 9081 
Indiana ‘él 1068 i 165 780 224 504 3 36 65| 43 114) 3035 
*60! 962 i 120 788 253 447 32 57| 42 58 149) 2919 
Kansas “él 731 i i| 597 167 248 " 6 20 rH 25) 1904 
‘60 614 l 45 519 142 147 6}. 4) 12 17; 1507 © 
Massachusetts ‘él ) 417 85 597 126 227 42 7 58 96 126| 1787 
*60 3| 341 I 55 350 128! 216 13 10 31 70 108; 1326 
Michigan ‘6l 883 4 108 1000 220 2 4 10 47 75 126) 2705 
*60| | 914 10 202 950 399 298 16 14 42 105 129| 3080 © 
Minnesota ‘él | 500 4 79 372 106 236 | | 12 6 24 33} 1373 
‘60 4 501 5 57 420 106 251 7 17 7 ae 44| 1439 
Mississippi ‘él 447 28| 341 86 127 3 i | 16 31; 1091 
re, “60 | 594 | 31 420 136 184 9 6 10 10 22| 1423 
Missouri *6l| | 1600 a 218} = =1124 i9a| 474 29 2i 4l él 84; 4004 
*60| 737 2 52 534 192 195 8 13 8 18 43 
Nevada *6l| 64 20 73 20| 58 2 2 33| 7 
"60! | 72 33 50 26| 56 4 | 9 14] 
New York *6l| i 1164 ‘| 202; 1166 302| 881 64 16 131| 229 278| 4461 
*60| 34 1291 17 223| 1226 381! 860 121 25 179) 239 268| 4864 
Oregon *él| 325 | 38) 264 81 165 4 19| 14 70 54; 1042 
*60} | 381 | 6 42| 326 173 136 6 29 18 37 45| 19 
Texas ‘él| 2627 9 189 1596 328 464 26 16 30| 19 123) 5531 
*60; | 3218 12 176| = 2161 539 657 36 39 90 91 182) 7201 
Washington *6l| 361 55 288 124| 254| a 7 9 47 207; = 1356 © 
*60| 638 3 69 536 219) 181| 21 14 28; 70 83) 1862 4 
50 States Reported ‘6l| 66| 27357 164) 3428) 24714) 5652! 10171 717 521 1366| 2589 1] 4 
For June *60] 98} 29328 241 3430} 24620)  7662| 10052 969 641 1374] 2513] 3904) 84832 © 
*Year ‘él to | 145763 883) 19161 139363! 33021| 50257)  4360| 2838|  6545| 13311| 16843) 432757 
To Date "60 606} 166621 1414] 21927| 146461} 40910} 57608] 5921 2368| 7937} 14434] 22995) 489202 — 


*—Connecticut not reported for second quarter. 








Ford |Lincoln 


New Passenger-Car Registrations, 50 States for June, 1961-1960 
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Manheim, Pa. & Co. 
ere aia 35 States Previously ‘61 17812/ 400/419 | 20555] Jazzo] zaes3) ss4us 958) S741) 9774) Stea8) 14206) S5ap/ 87954) 141431 17498) 133780) 2791) 734 
ED cony., $1,000; 2-dr., $820. Reported for June '60| 217491 3679] +620} «1141 | 20645| 22325| 48410| 61648] 765 +6998] +9245) 78456] 11847] 5848] 87952] 14572| 18895] 139114] 4932] 22418] 315 
Borgward—’57 2-dr., $535. Alabama el] 435|—«72 9 | 178] 254 -513| ‘1512 17 117) 229) 1875| 334/89) 2243) +301) ~«354| 3321 42 430| 6616 
Fiat—'60 4-dr., $1,100. i 60/38! 58 13 18} 244] + 360| ~—«693]-—«*1:226 9 135} 190} 1560] 235] ~=—S«93|—«2340) ~—s-294) +2352] 3314 57| 474) 64 

Ford (English)—'58 Anglia 2-dr., $315, Arizona “i Di 52 5 107 190; 354) 728 27 92 157| 1004 139 71 872 142 193) 1417 45|_ 247 

assis. °° 60/382 21 "I 9} 200 | 523; 812 14 91 98] 1015} 112} —«:103)_-—=«t022|~—s45| 251] (1633 63} 336 

MG_58 roadster, $890, $800. California %6l| 3430) 666| 88 | 1887| 2116| 4757| 12878! 554] 1163 2164) 16759|  2833| 1560| 14724| 2349| 2976| 24442| _633| _5583| 
Moretti—'60 2-dr., $670. 60} 3318} 430) +~—«*104)—=Ss«*34|~=«-2575| +3774] +7017] «(10777 ~—=s«5SS|~—=«1061|_—«*1884| 13877} +1293] +—«41369}-(10885| +1746] +2264! +17557| +755) 5441| 47965 
Opel—'59 station wagon, $1,000, $830; 2-| indiana bl) 1236) 382) 38 1046) 957| 2423) 5254, 82| 451) 4e4)  6271| 13321 447|  6679| 1526, 1500| 11484) 452| 1003) 22889 
dr., $930, $700, 60} 1370) 211 48} 70} 1408} 1350/3087} _-4067| ~—=«58|_—=sSI1/__—«533} 5169] —1032| 366) _—-5748| 1325] 1470} + 9941| +640} +—«948| «21175 
58 2-dr., $385. Kansas el| 447| «144 9 314) 407| 874, 1810| 26 179| 209) 2224| 413) 144) 2335| 423) 409 3724) 74| 355) 7698 
ee es — 9485. 9400 "60| 423 67 10 17| 358] 344) ~—— 796] __‘1303 16 143 135} 15971 245 97| _ 1823] _—-299)_~—«382| ~—- 2846 98| _297| _ 6057 
ae ee oe ae Massachusetts “6l| 1538) 283 19 760} 1008| 2070|  4746|  60| 302) 674| 5782; 932|  303| 5407/1060) 1039) 8741|  203|  1642| 19976 
Tanukal— SO 4-dr.. $740.” , 60/1544) +216) «= s«38}~Ss4}~Ss«d2NS|—=«1389) +«-2922| :«3409] +~=Ss47|~=Ss(347}~=Ss393] «4196 +~=«578] ~=—«352} 4073} ~=—s814} +839) 656) 313) —«*t274) «16908 
Volkswagen—'61 2-dr., $2,000, $1,525. Michigan | 1308) 343) ~—~=38 834) 1230| 2445|7246|112| 973| 1235) 9566) 1672)  649|  6342| 1443| 1901| 14007| 185| 1342) 20089 
°60 conv., $1,375; 2-dr., $1,230, $1,210; 60} 1785] -340|_—«65|_—_—«*126| _—-2597|~—«2692| +5820] 7987|_—«105|_—«1077/~—«*1445)—«*10634/ ~—*1699|~—«596| 97491 ~—*tB4I| ~—-2599| 16484] 335] —*1410| 36MM 
Microbus, $1,185, $900. Minnesota ol] 668! (163 10 376] 550; + 1099/ 2202 26 206; «271| 2705] 528) 174] ~—=««3117|—sB41| ~—«605| +4965; «130 + ~—«635| 10202: 
'59 2-dr., $1,080, $1,060, $1,020, 60| 951) —«149 17;  40| 919} 1108} 2233} -—«2522 30/314) __—-334)_—«3200)_~—«567|_—«232|~—«3429| ~—715|_—798|~—«5941| 250) ~—«547| 130A 
58 2-dr., $950; conv., §720, Mississippi ‘ely 130,31) 3 | Bl Bay 7 2 39/ 100/888) 176 51/1045) 166/182 1620 18) 186 Bie 

. *60| 181 5 4 | 4l| 230 1888 48 219) 
Warehouse Point, Conn. . ae — Oot Bh ue 
a : Missouri G1] 1595 334) 1133| 1386) 2884) 7108) 63) 491| 714) 8376| 1280| 541) 9486| 1414) 1651| 14372) 184) 1336) 2674? 
eet 208 Or. HE ‘60/ _761/ 100} _—s29|__—St|_et2|__—845|__—‘1837| _2469|_—st7|_—=—«203|_—252|_—204i| ~— 446] —«238|—3839|—«522| 76758121 ~—«127|~—«558| 12086 
West Palm Beach, Fla. Nevada ‘6l| 53 16 5 51 38 110; 158 5 21 33/217 16 43 170 45 79| 353 12 57| OO 
Seek’ (Maatoh)—'60 Angie S-dr., 9080; 60; 43 4| 1 31 37 4) 4% 6 33 27| «162 20 10 88 35 49| 202 U1 75| _ 56h 
'58 Escort station wagon 2-dr., 2 at $390, | New York 1) 3933| 1106| 106 2162| 3187) _6561| 11873) 218] 1181; 2399| 15671 3077! 1545| 15200| 3524) 3665| 27011|  676| 4265) Sall7 
$335. "60/4885! 1124) —«177| ~=«267|~=«4593| +«—«5664) 11825] 10447] '167/ ~—«*1214)~—«1654] + «13482} +2207) ~«1689| (14978) 3358} +3512] 25744) «1163| 5278) 6237 
Hiliman—'59 Husky station wagon 2-dr.,| Oregon bl] 467) S45 8 149) 178) 380| 880) ~—~24 89) 159) 1152| 202| 83-1385) 197) 235|  2N02 93| 418) ala 
$350. 60| 478 33 8 7} 212] + «337)~—«S97|_—sa2 i 102) -147|—«1072|—S 4H 73} Wt2t| 184] ~—«-255} 1744) ~=— 109} += 552] 4558 
Sagunr—'66 4-dr., $440". T %1| 1097). 313| 35 687|  841| 1876) 6322) 86|  356|  790| 7554| 1202) 502| 8447| 1510) 1447) 131081 35002 

Lancia—’'60 4-dr., $2,500. exas art | 3108 149 1218} 
en a aor, SEO. 1 200. 60/1435] 237|_—«59|__—69|_—*1268|. 1728] «3361! +5992 55| 3661 32-7045! ~—«*1094)~—«547| 9094] ~—*1657|_—*1777| +(14189| 334) 2523/2888 
Metropolitan—'54 2-dr., $275. Washington el) 414) ———«58| 6 193) 245) 502) 1137) 20) 94, 212| 1463 189|_-77| N12) 212) 256) 1846| 77) 501) 403 
Porsche—'57 roadster, $1,150. 60/623 45) 7|___24| _-334/ —«378| ——788|~—*1430 14|__—-128}_—*198|_—*1770|_—«*t@8|_—89}_—*1330/ ~—-207|_—=—«346| +2160) —«120)~—«95| IS 
Simea—'60 4-dr., $630. 50 States Reported ‘61, 34834) 8408) 829 20501| 25997| 55735| 130056| 2290, 11495| 19604| 163445, 28531) 11868| 162918 28996 33980| 2662931 5764| 36502| 562659 
Taunus—'60 4-dr., $675; 2-dr., $660. Tar dee 60} 40309| 6766 _12I1| _2049| 37585] 42834| 90445| 115857| 1473) __12793|_17257| 147380| 21844| _11763| 158888| 27944) 34786| 255225| 9375| 43045| 585779 
og yr ete Sig Pilla $1,- | Year 1) 173505) 44592| 5434) 113135| 147938| 311099) 651655| 15162|  58904|  88931| 614652| 138402| 72306| 784103| 153719| 179474|1328004| 36361) 19341 | | 2657032 
are: oor. See To Date "60| 216533} 40603] 8234) 14470] 191457) 236228 491192| 719852| 11822] 80973] _54361| 867008| 134597| 75822| 880034) 176829| 206213] 1473495| 58293| 272472) 3378998 








*59 113 2-dr., $990. 


’58 113 2-dr., $860. *¥—Connecticut not reported for second quarter. 
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Economy Staging Mild Recovery 


(Continued from Page 3) 


the exceptions of mining and finan- 
cial enterprises. 

The furniture and lumber in- 
dustries are not keeping up to 
the district pace. “Their markets, 
while perhaps not actually weak, 
have not yet improved with any 

consistency,” the bank said. 
Consumers in the district are aid- 
ing the recovery with department 
store sales running 1.5-percent 
ahead of the 1960 total through the 
first six months. i 
* * 


Deep South 


7 Deep South is another area 
where business is picking up, 
although it is not yet back to the 
1960 totals, figures from the At- 
lanta FRB show. 

The number employed in man- 
ufacturing and the total number 
with jobs each went up by one 
percentage point in the latest 
month for which figures are 
available. But the number with 
jobs is still 2 points under the 
1960 figure and the number em- 


ployed in factories is off by 4 
points. 


Department store sales have 
climbed back to within one per- 
centage point of the year-ago fig- 


ure, 
*_ * * 


Cleveland 


gs rn Cleveland FRB came up 
with some figures to show the 
immensity of the steel industry in 
its district which includes Pitts- 
burgh plus the Ohio centers of 


Cleveland, Youngstown, Canton, 


Lorain and Middletown and the 
Steubenville-Weirton district on the 


Ohio-West Virginia border. 

Mills in the district have the 
capacity to produce 44.9 million 
tons of hot-rolled steel products. 
Hot-rolled products are not the 
only ones turned out by steel 
mills but do constitute the major 
group. 

This capacity in the Cleveland 
district, which is about 40 percent 
of the national total, is greater 
than the entire capacity of Russia, 
the world’s second largest steel 
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What do they 
have in common? 


Bee. 


the uncommon 
motor oil! 










Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s HEap Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEAD is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why motorists who care for their 
cars always insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 






producer. It is also greater than 
the combined capacities of the 
United Kingdom and West Ger- 
many. 


















* * * 
Chicago 
7 o Chicago FRB observed that 
the nation has enjoyed a recov- 
ery from the recession with per- 
sonal income, total spending and 
industrial production now running 
near the prerecession levels. 
However, the bank pointed out 
that many industries have sub- 
stantial amounts of unused Ca- 
pacity. 

There are no signs that business 
will begin a rapid buildup in in- 
ventories. The upswing in buying 
has been gradual. In addition, with 
excess plant capacity on hand, busi- 
nessmen feel they can order what 


By Helen Kahn 
Washington Staff Writer 

WASHINGTON.—Auto manufac- 
turers have been warned that un- 
less they voluntarily make blowby 
devices standard equipment on all 
gasoline-using motor vehicles, the 
Administration will recommend 
legislation making blowby devices 
mandatory on all gas-burning mo- 
tor vehicles moving in interstate 
commerce. 

Health, Education and Welfare 
Secretary Abraham Ribicoff made 
the announcement after a meeting 
with Harry A. Williams, managing 
director of the Automobile Manu- 
facturers Assn. The meeting was 
a result of correspondence between 
AMA and HEW. 

Ribicoff explained that he 
wanted to see if the manufactur- 
ers could handle the problem on 
a voluntary basis. But, he said, if 
the car makers can not settle 
their engineering difficulties and 
agree to provide for crankcase 
ventilation by January, then Rib- 
icoff feels that because air pollu- 
tion is a nationwide problem, he 
must seek a legislative solution. 


AMA spokesmen also expressed 
their concern about the problem 
and said they expected to finish 
their testing blowby devices by 
April. However, in view of the lead 
time necessary before the introduc- 
tion of new models, ’63 models 
could not be equipped. It is, of 
course, too late for ’62 models. 

However, blowby devices will be 
optional equipment on ’62 models 
and because of California law, they 
are standard equipment for all cars 
sold in that state. The purchaser 
pays for the factory-installed blow- 
by and cost runs ‘from $4.25 to $6. 

The manufacturers said they 
would try to find the solution to 
the engineering difficulties as soon 
as possible, They explained that it 
was important to iron out the prob- 
lems before trying blowbys on the 
public, for even as much as one- 
half of one percent dissatisfaction 
was a big factor in mass retailing. 
AMA said that it would report to 
Ribicoff as soon as possible. 

Senator Maurine Neuberger, 
Oregon Democrat, expressed her 
pleasure at Ribicoff’s action. She 
stated: “One thing, however, 
should be clear, If the industry 
does not have the details of its 
plan before the Secretary by 

January; 1962, as requested, then 
I will be obliged to introduce the 

legislation that I have prepared.” 

Senator Neuberger’s bill, ‘which 
would probably have a companion 
bill in the House to be sponsored by 
Rep. Kenneth Roberts, Alabama 
Democrat, would prohibit the 
movement in interstate commerce 
of any gasoline-powered new motor 
vehicle without the blowby device. 
It would apply to foreign cars as 
well as domestic cars (most foreign 
cars are equipped with blowbys). 

Senator Neuberger said that 
“with automobiles as our No. 1 air 
polluter, and with crankcase blow- 
by responsible for about 30 percent 
of this pollution, the sooner inex- 
pensive blowby devices are in- 
stalled, the sooner we will be able 
to breathe our thanks to the indus- 


















they need on short notice, rather 
than build up big inventories. 
oT + oe 


Upper Midwest 


RE are at least two soft 

spots in the economy of the 

Upper Midwest, according to the 
Minneapolis FRB. 

Dry weather has cut into crop 
prospects in the area with some 
sections complaining that the sit- 
uation has reached drought pro- 
portions. Slow operations of the 
heavy-metal industries have cut 
back mining operations. 

One of the strong points is a 
brisk pickup in employment in the 
Minneapolis-St. Paul area. 

cg mn * 


St. Louis 


HE St. Louis FRB turned out 

an article which indicated that 
there are plenty of holes in the 
oft-repeated position that creeping 
inflation has been a fact of eco- 
nomic life in this country for cen- 
turies and there is little to expect 
but more creeping inflation. 

For one thing, the bank point- 


U.S. Presses for Blowbys; 
Technical Problems Cited 


try and to Secretary Ribicoff.” Mrs. 
Neuberger said the meeting be- 
tween Secretary Ribicoff and AMA 
represented an important step to- 
ward “cleaning some of the gar- 
bage out of the sky.” 


Last spring, Senator Neuberger 
(Continued on Page 39, Col. 3) 





Imported-Car 
Registrations 


New imported-car registrations for six 
months (minus one state for three 
months): 


1961 1960 
Pos. Make Pos. 
1— 87,904 VW 76,040— 1 
2— 19,860 Renault 38,247— 2 
3— 6,583 Fiat 12,366— 5 
4— 5,914 Eng.Ford 15,132— 4 
5— 5,890 Mercedes-Benz * 
6— 5,251 Triumph 8,956— 6 
I— 5,075 Volvo * 
8— 4,913 Opel 15,497— 3 
9— 4,536 Austin- 
Healey 8,867— 7 
10— 4,423 Metropolitan s 
s Simca 8,519— 8 
* MG 1,445— 9 
* Peugeot 7,135—10 


38,728 All Others 68,760 


Total All Makes 
189,077 266,964 
*—Not in Top Ten. 





VW Record Spurs Imports 


To 1961 High 


ed out that just about all of 
the increases in the price leve] 
over the years have come in 
short, well-defined periods cur- 
ing and just after wars. Years of 
peace have shown little inflation, 

Another point made was that 
many of the indexes used to meag. 
ure price changes may be con- 
structed so that they are almost 
sure to show price increases. Ex. 
ample: If the quality and service 
in a car is increased and the price 
is increased, this may well repre. 
sent no real increase in the price 
of the car although it would in. 
crease the consumer price index, 

* * * 


Great Plains 


_—— progress of the recovery in 

the Great Plains is spotty, fig. 
ures from the Kansas City FRB 
show 

Bank loans, a fair measure of 
business activity, are 6 percent 
ahead of the year-ago total in 
the district. Major banks in Kan- 
sas report a 15-percent boost 
while major banks in Oklahoma 
list an increase of 2 percent. 


While the district shows a 4-per. 
cent increase in department store 
sales over the year-ago total, sales 
in Omaha are up 22 percent. On the 
other hand, sales in Wichita are 
down 4 percent and Oklahoma City 
reports an 8-percent drop. 

* * ak 


Southwest 


Mest business indicators are on 
the way up in the Southwest, 
according to the Dallas FRB. 
Department store sales are at 
or above the 1960 pace and farm- 
ers in the district have not been 
bothered by dry weather to the 
same extent as those who are 
farming the states farther north, 
Nonfarm employment continues 
to increase and construction-con- 
tract awards are running 4 percent 


ahead of the 1960 total. 
* ok * 


Far West 


HE recession is over on the 

Pacific Coast but the recovery 
has been spotty, the San Francisco 
FRB reported. 

The demand for new homes has 
fallen off. In addition, sluggish- 
ness in home construction across 
the nation as well as in the dis- 
trict, has cut into the demand for 
the big lumber industry in the 
Northwest. 

The bank reported that depart- 
ment store sales in the district are 
increasing at a rate below that en- 
joyed by the nation as a whole. 
When district sales were running 
3 percent above the 1960 totals, the 
national gain amounted to 6 per- 
cent. 

























































in June 


(Continued from Page 2) 


to seventh on a volume loss of only 
109 cars. 

Rounding out the Top Ten was 
Volvo, whose 985 June sales rose 
68 from May's eighth ranking. 

* 


EE Top Ten makes a year 

ago once again fell short of the 

list in June. They were Peugeot and 
the captives Opel and Simca. 

Opel’s early-year strength was 


June Sales Score 
For Imports 


New imported-car registrations for June 
(minus one state): 





1961 1960 
Pos. Make Pos. 
1—16,267 Volkswagen 12,007— 1 
2— 4,061 Renault 5,377— 2 
3— 1,185 Triumph 1,811— 5 
4— 1,124 English Ford 2,146— 4 
5— 1,100 Fiat 1,759— 7 
6— 1,073 Metropolitan s 
I— 1,037 Mercedes-Benz * 
8— 1,032 MG 1,365— 8 
9— 990 Austin- 

Healey 1,793— 6 
10— 985 Volvo * 
. Opel 2,365— 3 
® Simca 1,301— 9 
* Peugeot 1,229—10 

7,225 All Others 10,948 

Total All Makes 
36,079 42,101 


*—Not in Top Ten. 





enough to keep the Buick captive 
in eighth place for the first half, 
with 4,913 registrations. The Opel 
total for June was 469, compared 
to 2,365 in the same 1960 month. 

Simca dropped from the Top 
Ten for the first half in June, 
being displaced by Metropolitan. 
Opel was third, Simca eighth and 
Peugeot 10th after the first half 
a@ year ago. 

The Top Ten makes held steady 
in their share of the import market 
in June, nailing down 79.97 percent. 
The 10 leaders accounted for 79.52 
percent of the import market in 
the first half. 


oe - 


Sales of Sunbeam Alpine, 


Volvo Soar in West 


LOS ANGELES.. — Impressive 
sales performances in July have 
been reported for Volvo and the 
Sunbeam Alpine sports car in the 
West. 

Sam Mitchell, general manager 
of Volvo Western Distributing, Inc., 
said July sales were 47 percent 
higher than the June figures, and 
were the best since September, 
1960. 

Ian Garrad, Rootes Motors’ 
Western region manager, reported 
that the Alpine’s July deliveries to 
dealers were the highest for any 
month since the car’s introduction 
in the market a little more than 
a year ago. 
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NADA Reveals Stand .. . 
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Douglas Bill Termed 


Unneeded, 


Costly 


(Continued from Page 3) 


to note that most of these states 

resently require that more detail- 
ed information on finance charges 
be given installment purchasers of 
motor vehicles than is demanded 
under S. 1740. 

“In view of the foregoing, there 
would appear to be no justification 
for the Federal Government to ar- 
rogate to itself the determination 
of what legislation is best to cover 
purely local transactions... 

* * * 
O. The bill would impose se- 
vere economic hardships on 
small businessmen. 

“It is difficult to visualize the 
havoc that would result from at- 
tempts by salesmen and other em- 
ployes of an automobile dealership 
to compute, as is required by this 
pill, ‘the percentage that the fi- 
nance charge bears to the total 
amount to be financed, expressed 
as a simple annual rate on the out- 
standing unpaid balance of the ob- 
ligation.’ 

“Evidence from experts at the 
hearings last year and this year 
clearly pointed up the difficulty 
and complexity of making an ac- 
curate computation of the simple 
annual rate... 

“Generally speaking, the more 
complicated of the irregular-type 
contracts are made by dealers in 
rural areas to accommodate farm- 
ers and persons, including teachers, 
engaged in seasonal occupations, It 
is these small dealers who, lacking 
the trained personnel and machines 
necessary to make the difficult 





Wyoming Dealers 
To Convene for 


25th Anniversary 


CHEYENNE.—The Silver Anni- 
versary convention of the Wyom- 
ing Automobile Dealers Assn. will 
be held Aug. 20-21 at the Wort 
Hotel in Jackson. 

Speakers will include James C. 
Moore, executive vice-president of 
the National Automobile Dealers 
Assn.; Dr. Carl S. Winters, of the 
General Motors lecture staff; Wy- 
oming Gov. Jack R. Gage; Tom 
McDavid, Commercial Credit Corp.; 
Vince Baker, Pueblo (Colo.), sales 
expert; WADA President W. L. 
Riley, and Warren A. King, Life 
magazine, 

Dealers will hear a report from 
Harry Evans, NADA Wyoming di- 
rector. 


Seat Belt Council 
Elects Officers 


LAS VEGAS, Nev.—The recently 
formed American Seat Belt Council 
has completed necessary opera- 
tional details, including adoption of 
formal bylaws, a basic budget cov- 
ering administrative and general 
operating expenses and election of 
officers and members of the Execu- 
tive Committee. 

Members elected to the Executive 
Committee include: C. H. Pulley, 
president, Irving Air Chute Co.; 
R, L. Davis, vice-president, Davis 
Aircraft Products, Inc.; S. J. Kul- 
win, president, Jeffrey-Allan Indus- 
tries, Inc.; R. C. Brown, president, 
Ray Brown Automotive; W. A. 
Leonard, vice-president-sales man- 
ager, Auto-Crat Mfg. Co.; Carl A. 
Rupert, president, Rupert Safety 
Belt Co.; John A. DeAngelis, presi- 
dent, Murdock Webbing Co.; G. M. 
Elias, vice - president, Narricot 
Corp.; William Lowndes, president, 
Southern Weaving Co., and Russell 
J. Neff, vice-president, Phoenix 
Trimming Co. 

Officers of the Council are: Pres- 
ident, Pulley; first vice-president, 
Neff; second vice-president, Brown. 
The members received a progress 
report on the proposed test and 
and seal-of-approval program 
which will be designed to insure 
that belts offered for sale to the 
public meet SAE standards on mo- 
tor vehicle seat belt assemblies. 


computations involved, would suf- 
fer most as the result of the en- 
actment of S. 1740, 

“Some supporters of this bill 
argue that rate books would solve 
these problems; however, because 
of the infinite variety of retail 
prices and credit terms, no rate 
books, however large, would cover 
every situation. As a matter of fact, 
competent witnesses have pointed 
out that more than two-thirds of 
retail credit transactions would not 
be covered by such books, 

* * * 


“BpBC40sE of the complexities 

involved, the small business- 
man, in order to comply with the 
provisions of this bill, would be re- 
quired to incur the expenses of 
either providing his employes with 
special training in simple rate cal- 
culations or of purchasing expen- 
sive calculating machines with 
highly trained personnel competent 
to operate them. Either alternative 
would inevitably cause severe eco- 
nomic hardship to the small busi- 
nessman. 

“A further problem that will be 
encountered by small businessmen 
extending credit is that of defend- 
ing the multitude of civil actions 
that could conceivably arise under 
Section 7 of this bill as a result of 
dissatisfied purchasers computing 
the simple annual rate on assump- 
tions different from those used by 
the merchant in making his com- 
putation. 

“Even assuming that the Fed- 
eral Reserve Board issues precise 
rules and regulations for the pro- 
cedure to be followed in making 
the computation, a simple arith- 
metical error made by a dealer 
resulting in an incorrect annual 
rate would subject him to a civil 
suit for $100 or twice the amount 
of the finance charge, whichever 
is greater... 

“3. The bill will confuse, rather 
than inform, the public. 

“Sponsors of the bill argue that 
the expression of the annual rate 
required by the bill will give pur- 
chasers an opportunity to shop 
around and compare credit charges 
with a uniform yardstick or stand- 
ard. But this contention will not 
stand the test of close examination. 

“For it is only too obvious that 
the same minority of unethical 
merchants who currently exploit 
the public will be the first to hide 
the finance charges in the basic 
Price of the unit and advertise 
either minimum charges or no fi- 
nance charges whatsoever. By an 
ironic twist, the reputable mer- 
chant who advertises the true an- 
nual rate of 15 to 18 percent will be 
viewed by the average consumer 
as the credit exploiter ... 

+ * * 


“TOUR. The bill is unenforceable 
without extensive and expen- 
sive Federal controls. 

“Since nothing in the bill, as 
presently drafted, prohibits the 
concealment of credit costs in the 
price of the article itself, only a 
system of price controls fixing 
maximum cash prices and requir- 
ing a separate statement of credit 
charges would stop this practice... 

“To summarize and conclude, 
NADA is sincerely convinced from 
its study of S. 1740 and the testi- 
mony submitted at the hearings 
last year as well as this year, that 
the avowed purpose of the bill—to 
assure a full disclosure of credit 
costs to prevent the uninformed use 
of credit to the detriment of the 
national economy—would not be 
achieved; the unscrupulous prac- 
tices of the relatively few unethical 
merchants would not be curbed; 
the economic burdens and hardship 
on the small businessman would be 
increased; the additional costs in- 
volved would inevitably be passed 
on to the consumer; the public 
would be confused and misled 
rather than informed, and proper 
and effective administration and 
enforcement on the Federal level 
would be both difficult and expen- 
sive. 

“Therefore, we sincerely urge 
that S. 1740 is not in the public in- 
terest and should not be enacted 
into law.” 


Bank Promotes Auto Sales— 





As a service to both auto dealers and the public, the First National Bank of James- 
town, N. Y., has installed in its Installment Loan Department a display rack filled with 
literature on cars sold by area dealers. Shown, left to right, are Fuller Morrell, Install- 
ment Loan Department manager; James Cusimano, chairman of the advertising com- 
mittee, Jamestown Auto Dealers Assn., and Paul Miller, association president. 


U.S. Presses for Blowbys; 
Technical Problems Cited 


(Continued from Page 38) 


wrote to manufacturers requesting 
their cooperation in making blow- 
bys standard equipment. Williams 
then wrote the senator: 


“If progress has seemed slow, 
it has been because of the innate 
complexities and difficulties of 
the problem at hand, not because 
of any lack of effort or attention 
on the part of the automobile in- 
dustry.” 

Correspondence from manufac- 
turers in general maintained that 
the California situation is a special 
one, blowbys are still being tested, 
and they pose maintenance prob- 
lems, especially in cold weather 
and before the motor is warm. 

Former President L. L. Colbert, 
speaking for Chrysler, then wrote: 
“To force car buyers to purchase 
the closed crankcase ventilation 
system in states where, to the best 
of our knowledge, it is entirely 
unnecessary, would unfairly penal- 
ize them both in added cost and in 
the additional maintenance require- 
ments of the system.” 

Frank W. Jenks, International 
Harvester chief, told Senator Neu- 
berger that blowbys are standard 
equipment on many of its larger 
model trucks and they are available 
as attachments on several other 
models. 

Sherwood H, Egbert, president 
of Studebaker-Packard, felt that 
legislation would be premature 
since further testing is needed. 
He noted that all Studebaker tax- 
icabs are being equipped with 
blowbys. 

S. A. Girard, Willys Motor Co., 
pointed out that crankcase ventila- 
tion is “standard equipment on 
many of our vehicles and is avail- 
able to the customer as optional 
equipment if he so desires on any 
of our vehicles.” 

George Romney, American Mo- 
tors president, stated that people 


Venn to Chrysler 
In Dealer Post 


(Continued from Page 6) 


He held a similar position at the 
division’s gear and axle plant in 
Detroit. 


a * * 


General Motors 


Bertrand J. Ducuing has been 
named manager of the General 
Motors Training Center in New 
Orleans, succeeding Edward A. 
Brown, who has retired. Ducuing 
had been Chevrolet district man- 
ager in Jackson, Miss, 

William F. Mears has been ap- 
pointed a parts-packaging engineer 
for the GM service section in De- 
troit. He had been with GM’s Alli- 
son Division in Indianapolis. 


with limited technical knowledge 
oversimplified the problems of 
crankcase ventilation. Blowbys are 
available on a national basis on all 
Ramblers as factory-installed op- 
tional equipment, 


Ford’s president, John Dykstra, 
expressed “very serious reserva- 
tions about attempting to put the 
present device into general use at 
the present time.” He added that 
“there is evidence that the device 
does not function satisfactorily 
under all environmental conditions. 
Where it does not perform satis- 
factorily, it can have a very serious 
effect on the car’s engine.” His 
company “would not consider it in 
the best interests of consumers to 
install it on all of our vehicles,” 
said Dykstra. 


General Motors President John 
F.. Gordon, wrote to Senator Neu- 
berger that the question of cost 
“has not been the controlling fac- 
tor in our decision.” The com- 
pany’s experience in a limited 
number of special purpose vehi- 
cles and in a number of truck 
models “has shown us that the 
device requires more frequent 
maintenance than we consider 
reasonable for cars, particularly 
under certain operating condi- 
tions in the colder climates.” 


This experience, Gordon said, was 
confirmed by experience last win- 
ter in California. GM concluded 
that “we are not in a position to 
accept the responsibility of burden- 
ing our customers with a device 
that will under some operating and 
weather conditions decrease their 
satisfaction with their cars.” 


Shortly after Senator Neuberger’s 
questioning of manufacturers and 
their response, Arthur J. Benline, 
commissioner of New York City’s 
Department of Air Pollution Con- 
trol, wrote to Chrysler Corp. re- 
garding its answer to Senator Neu- 
berger. The letter, in part, said: 

“Your concern for the addition 
of a $5 item to the cost of an auto- 
mobile is disturbing. Can you be- 
lieve that the geegaws and furbe- 
lows you have been placing on 
vehicles are of more importance 
than the health of the public? 

“You claim this device can be 
secured as optional equipment. Is 
it generally known? It is not. For 
a good reason. You seem to be 
careful to conceal the availability 
of the device so that at some later 
date it can be claimed that it is 
obvious the public does not 
want it.” 





Bank-Lot hide Show 


HAMILTON, O. — A three-day 
display of new cars, sponsored by 
the Hamilton New Car Dealers 
Assn., was held in the parking lot 
of the local bank last week. 
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Pontiac to Market 
’62 Models First 


Other Introductions 
Soon After Sept. 21 


(Continued from Page 2) 

cago, Philadelphia, Pittsburgh, 
Sept. 18; Fort Worth, Sept. 19; 
Minneapolis, Columbus, O., Sept. 
20; Portland, Ore., St. Louis, New 
York, Charlotte, N. C., Sept. 21. 

Dodge: Cincinnati, New Or- 
leans, Chicago, Los Angeles, Spo- 
kane, Sept. 12; Washington, De- 

allas, 





ville, Fla., Sept. 13; Milwaukee, 

St. Louis, Portland, Ore., Sept. 

14; Boston, New York, Atlantic 
City, Pittsburgh, Buffalo, Atlanta, 
Charlotte, Cleveland, Memphis, 
Denver, St. Paul, Galveston, Tex., 
Sept. 15. 

Dealers will get their first look 
at the new Pontiac and Tempest 
lines at a closed-circuit telecast 
Aug. 24 in 30 cities throughout the 
country. 

Buick dealers and sales managers 
will view the new cars at a meeting 
in Chicago’s McCormick Place 
Sept. 15. 


No meeting dates have been an- 
nounced by Chevrolet and Ameri- 
can Motors Corp. 

AMC’s Milwaukee and Kenosha 
employes and their families will 
preview the ’62 Ramblers at the 
seventh annual “family party” Sept. 
16 at the Milwaukee County Stadi- 
um. George Romney, AMC presi- 
dent, will speak. 


D. C. Considers 


New Policy on 


Dealer Licenses 


WASHINGTON.—The District of 
Columbia is considering a new 
policy on the issuance of licenses 
for auto dealers and salesmen in 
the wake of reports that permits 
have been granted to applicants 
who have been unable to obtain 
police clearance because of crim- 
inal records. 


Thomas A. Helan, assistant 
licensing chief, defended the ac- 
tions of his office, saying he felt 
the applicants should not have 
been deprived of a livelihood. 


The licenses were granted, he 
continued, after a study of the ap- 
plicants’ records and in many cases 
after talks with their probation 
officers and others. 

Deputy Police Chief Howard V. 
Covell said he was not opposed to 
permits for those with minor crim- 
inal records, but questioned the 
wisdom of licensing persons who 
had been convicted of such offenses 
as bribery, false pretenses and im- 
moral acts. 

Engineer Commissioner Fre d- 
erick J. Clarke, who supervises the 
Department of Licenses and In- 
spection, said he wants to see 
“whether we need further regula- 
tions. We may need some policy 
guidance for the department.” 

Of the hundreds of applications 
screened by police in the last 
two years, it was reported, about 
20 were recommended for dis- 
approval. At least 15 of these ap- 
plicants subsequently were grant- 
ed licenses, it was said. 

Helan said his office calls for 
police recommendations on appli- 
cations but is not bound by them. 


Latest Mo. Truck Veto 


Bars Length Relief 


ST. LOUIS, — Missouri’s Gov. 
John M. Dalton has completed ac- 
tion on a number of vetoes con- 
cerning truck bills approved by the 
General Assembly. 

His latest, the fifth, rejected the 
bill authorizing an increase in the 
permissible length of trucks from 
50 to 60 feet. The other vetoes killed 
measures which would have allow- 
ed heavier and higher vehicles, 
permitted loads to be shifted to 
meet axle requirements and cut li- 
censing fees for haulers of bull- 
dozing equipment. 

In his newest veto, Dalton wrote: 
“I am of the opinion that the au- 
thorization of the operation of ve- 
hicles 60 feet in length would pre- 
sent a serious safety problem.” 
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First Half Off 11 Percent... 


June Truck Sales Edge 
Toward 1960 Pace 
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How They Fared... 
Commercial Car Registrations 


By Makes 


First Half, 1961 vs. 1960+ 


First First Percent Percent 





IN CHICAGO 





Percent 
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By Kenneth C. Kelley Jr. 
Staff Writer 





invites you 


TO THE PICK 
CONGRESS 


Michigan Blvd. and Congress St. 


1960 figure. 

Sales in the first six months of 
this year totalled 432,757, down 
11.54 percent from the 489,202 
units registered in the like period 
of last year, according to figures 
from R. L. Polk & Co. 

This year’s total was the lowest 
for any first half since 1958—the 
year of the last major recession — 
when sales in the first half totalled 
347,589. 
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1000 rooms from $8.00 









Completely air-conditioned 
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* * * 


oo report on June registrations 
was more encouraging. While 
sales in the first half trailed the 
1960 pace by 11.54 percent, the 
80,281 sales in June were just 5.36 
percent under the 84,832 registra- 
tions in June of last year. 

This year’s June total was 5.31 
percent below the 84,786 sales in 
May. 

R. L. Polk & Co. has not re- 
ceived a report on Connecticut 
registrations for April, May or 
June. Therefore, second-quarter 
figures for this year and last for 
Connecticut are not used in this 
report. 

However, Polk has estimated 
Connecticut sales for the three 
months. Including the estimates for 
this year and last year’s actual fig- 
ures, first-half sales would number 
435,834 for this year and 491,453 for 
last year. The June totals would be 


Million Expected 
At Frankfurt Show 


FRANKFURT, Germany.—Near- 
ly one million visitors are expected 
to view the latest cars and other 
products to be exhibited by 840 
automotive manufacturers at the 
40th International Motor Show 
Sept, 21-Oct. 1. 

Among the new models to be pre- 
viewed for the first time will be 
the Volkswagen 1500. 
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Inflates to 20-30 feet. Use vacuum cleaner 
or gas—fun at football rallies, all ath- 
letic events, parties. Visible for miles as 
adv. for car dealers, gas stations, new 
store openings. Cost U.S. Gov. $20. Gen- 
uine neoprene. While they last $2, plus 
50 cents post. and handling. 5 for $10, 
postpaid. Send check or M.O. to: 


PRESTON’S, 102-I Main St., Greenport, N. Y. 
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PRODUCTION 
of 
GREY IRON CASTINGS 
of 
ONE OF THE NATION’S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 1866 
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DIVISION OF GORDON STREET, INC. 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 





IRRUCK sales showed evidence of 
picking up in June, but the first 
half ended with the registration 
total well below the comparable 


82,469 for this year and 85,535 for 
last. 






























ok of ok 

EE truck lines were able to 

increase their June sales over 

the year-ago total and Chevrdélet 

stayed in the sales lead, despite a 

drop in sales. Here are the sales 

for each line for June of this year 
and last: 








dune, June, 

1961 1960 
Chevrolet................. 27,357 29,328 
BON ecess cicarestrasasédiveds 24,714 24,620 
International .......... 10,171 10,052 
MURMULE.. aVasessh cotsiberchieestis 5,652 7,662 
MIND ascusdsidsatsbosessesees 3,428 3,430 
PIN: denccisicesticpersawets 2,589 2,513 
MIND dcsdsvsicececiuaiietes 1,366 1,374 
Cae ddutaivctciebosiscontes Wi 969 
Studebaker .............. 521 641 
Diamond T ............ 164 241 
Brockway ................. 66 98 
Miscellaneous ........ 3,536 3,904 
UM iciieavignticnsstidl 80,281 84,832 


Turning to the comparison of 
sales totals in the first half with 
those for the like period of last 
year, only one line—Studebaker — 
was able to show a gain in unit 
sales. Its total for the six months 
was up to 2,838, good for 0.66 per- 
cent of the market and a gain of 
0.17 percentage points in penetra- 
tion. 

* * * 
pierre was the big gainer, al- 
though its unit sales were off to 
139,363. The line boosted its pene- 
tration by 2.26 points to 32.20 per- 
cent. 

Willys was the only other line 
with a higher penetration. Its unit 
sales declined to 13,311, good for 
3.08 percent of the market and a 
gain of 0.13 points. 

The other eight lines and the 
miscellaneous group lost ground 
both in unit sales and penetra- 
tion. Their sales, percent of mar- 
ket and losses in penetration 
were: 

Chevrolet, 145,763 units sold, 33.68 
percent of the market, down 0.38 
points; International, 50,257 units, 
11.61 percent, down 0.17 points; 
GMC, 33,021 units, 7.63 percent, 
down 0.73 points; Dodge, 19,161 
units, 4.43 percent, down 0.05 points. 

White, 6,545 units, 1.51 percent, 
down 0.11 points; Mack, 4,360 units, 
1.01 percent, down 0.20 points; Dia- 
mond T, 883 units, 0.21 percent, 
down 0.08 points; Brockway, 412 
units, 0.09 percent, down 0.03 points, 
and miscellaneous, 16,843 units, 3.89 
percent, down 0.81 points. 

* a * 
es was the top truck- 
buying state in June with 
Texas in second place. The top 10 
states and their registrations for 
June of this year and last were: 


June, June, 

1961 1960 

1. California ............. 9,526 9,081 
Tey INE cos cnpaesssessnsvecozd 5,531 7,201 
3. New York ............ 4,461 4,864 
4. Missouri ................ 4,004 1,802 
5. Pennsylvania ...... 3,955 3,902 
G Indiana ...............:... 3,035 2,919 
EMD scscscinicesecsasccad 3,024 3,348 
8. Illinois ..........000..... 2,785 3,479 
9. Michigan. .............. 2,705 3,080 
10. Virginia ................ 2,259 1,732 


Sales Up, Net Off 
At Canada Ford 


OAKVILLE, Ont.—Although re- 
tail sales of new cars and trucks 
by Canadian dealers of Ford Motor 
Co. of Canada in the first six 
months of 1961 were ahead of last 
year, the company’s earnings de- 
clined. 

In its six-month report, Ford of 
Canada reported today that retail 
sales of new cars and trucks by 
its Canadian dealers for the six 
months ended June 30 totalled 
69,029 units—5.9 percent higher 
than in the same period last year. 

While retail sales were higher, 
the company’s factory sales to deal- 
ers dropped 1.1 percent to 68,428 
units. As a result, dealers’ stocks 
of new cars and trucks were reduc- 
ed substantially, Ford said. 

Net income in the first half was 
$8.2 million this year, and $14.6 
million a year ago. 





Half, 
Make 1961 
Chevrolet 
Ford 


International 


Brockway 
Miscellaneous** 


432,757 
#—Connecticut totals for second quarter 
*—White includes Autocar, Freightliner, 
**— Miscellaneous includes imports, 
Herrington, Peterbilt, etc. 


Corbitt, 


Share of Share of 
61 Market ’60 Market 


33.68 34.06 
32.20 29.94 
11.61 11.78 
8.36 
4.48 
2.95 
1.62 
1.21 

49 

29 

12 
4.70 


Half, Points 


1960 
166,621 
146,461 

57,608 
40,910 
21,927 
14,434 
7,937 
5,921 
2,368 
1,414 
606 
22,995 


09 
3.89 


489,202 100.00 100.00 
of both years not included. 


Reo and Sterling. 
Diveo, FWD, Kenworth, Marmon- 


—Compiled from R. L. Polk & Co. data, 


Dealer Forum By Robert M. Finlay 


(Continued from Page 3) 


gas tank. He simply tells the at- 
tendant: ‘Fill ’er up, and check the 
oil.’ ” 

It will take a bit of selling to get 
this idea through to the dealers. 
They are cold on the DKW. Per- 
haps this is because they haven’t 
been thoroughly sold on its virtues. 
In Germany, it is reported, the car 
has made a remarkable recovery. 

ok cd * 


Eyes on the 190 


HE Mercedes dealers were more 

excited about the possibilities 
of the new 190 Mercedes series. At 
the assembly plant at Sindelfingen, 
some 17 miles outside of Stuttgart, 
they crowded around the new 190 
models, which now have styling re- 
sembling the 220. Special attention 
was focused on the 190 D, the diesel 
model. 

Horsepower has been increased 
in the diesel model, with the re- 
sult that Mercedes dealers will 
have a peppy, economical and ex- 
clusive car to offer to the travel- 
ling salesmen of America. They 
feel that this meets a big need— 
and no one else has it. 

Some saw the possibility of ap- 
peal to cab operators with this 
model, although others were dubi- 
ous. 

Some dealers had reported cab- 
operator objections to lack of trunk 
space as well as the need for more 
interior room. Both of these objec- 
tions have been overcome in the 
new 190. Others say that drivers 
object to lack of automatic trans- 
mission, and it may be some time 
before the automatic works its way 
down to the 190 model. 


* * * 


Market for 20,000 


*“OOKING ahead, McWilliams 
sees a market for 20,000 to 
25,000 Mercedes sales a year in the 
U. S., nearly double the current 
rate. 

The present dealer tour, by the 
way, was the result of a sales con- 
test marking the 75th anniversary 
of Daimler-Benz. The contest was 
a simple one. In 1960, sales were 
good in February, March, April and 
May and then dropped off, as did 
U. S. domestic sales, under pressure 
of a recession and a consequent 
overhang of domestic 1960 models. 

So in the contest dealers had 
simply to do as well as last year, 
except where 1960 sales were un- 
reasonably low. This prompted a 
minimum of eight cars to qualify. 

McWilliams also had his eye on 
dealer relations. It is interesting to 
note that some of the dealers who 
had handled American makes for 
many years remarked that they 
had the feeling that M-B relations 
with dealers were much like the 
good relations they had enjoyed 
with American makers in the early 
days of the business. 

At any rate, it cost M-B some 
$385,000 to fly over 180 out of their 
total dealer body of 320, in addition 
to the wives of the dealers. 

“We had the choice,” McWilliams 
remarked, “of putting the money 
into advertising or into the distri- 


bution system. We chose the latter 
course,” 
* * * 


Vigorous Swabians 


ORE of the things dealers might 
have been interested in seeing 
were the fast-moving Swabians, 
who populate the Stuttgart area, 
The Swabians move in high gear, 
People may leisurely promenade 
the streets of Vienna, or even Mu- 
nich. But not the Swabians. Their 
step is brisk. They sweep you along 
the streets of Stuttgart. 

Sindelfingen is now on two shifts 
a day, turning out some 550 cars, 
with a goal of 600 a day by the end 
of the year. And the workers prefer 
the second shift, for the Swabians 
thus can get up early and cultivate 
their gardens before going to work, 
according to Artur Keser, press di- 
rector at Daimler-Benz. Some say 
the younger generation is inclined 
to ease up a bit from this pace. 

There is general agreement 
that the quality reputation of the 
Mercedes is due at least in part 
to the dedication of the Swabians 
to painstaking craftsmanship, al- 
though quality is also an attitude 
of management, which has one 
inspector for every seven work- 
ers. 

Heinrich Will, the export execu- 
tive responsible for the U. S. mar- 
ket, expects Mercedes sales in the 
U. S. to approximate the 13,000 sold 
last year. 

“If the U. S. recession continues,” 
he said, “we may have problems, 
There is a tendency to be hesitant 
about buying an import when the 
neighbors might ask: ‘Why don't 
you keep our own people employ- 
ed.’” ‘2 * 


Interdependence 


CTUALLY, we live in a world 

closely linked. Many an Ameri- 
can dealer has been saved from 
financial disaster by an imported 
car, and his American workers owe 
their bread and butter to the sales 
and service thereof. Yet emotions 
in time of distress tend to over- 
shadow reason. 

It’s a feeling people get. Inci- 
dentally, McWilliams notes that 
it is also a feeling people have 
about the Mercedes that induces 
them to pay $4,000 to $10,000 for 
cars that have lacked some of 
the things Americans are used 
to, even in their lowest priced 
cars. 

It is for that reason that Mc- 
Williams is looking for new ideas 
and new people with imagination 
to get that image across to the 
American buyers in greater num- 
bers. 

(Next week’s Forum will dis- 
cuss some of the ideas from deal- 
ers on the Mercedes trip.) 








Wis. Seatbelt Bill Gains 


MADISON, Wis.—A bill to re 
quire safety belts for the front 
seats of all new cars sold in Wis- 
consin beginning in 1962 was pass- 
ed by the State Senate and return- 
ed to the Assembly for action on 
a minor amendment. The bill was 
in conference last week and headed 
for early passage. 
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For Rambler Dealer ... 
be eee AT: ae aaa ane caranaa! 


AUTOMOTIVE NEWS, AUGUST 14, 1961 


Streamlined Management Pays 


(Continued from Page 3) 
plays some part in every deal, even 
if it is nothing more than chatting 
with the customers. The customers 
like the personal touch of talking 
to tne dealer and the dealer gets 
the feel of the market by meeting 
the < ustomers. 


by all dealerships. His Harv Geller 
Rambler in the Detroit suburb of 
Lincoln Park is not large. Geller, 
who opened the dealership last 
spring, expects to be able to sell 
450 new cars and retail 450 used 
cars a year. 

In larger operations, the dealer 
” could not expect to direct the 
EILLER quickly points out that| whole vehicle sales program. But 
his system could not be copied | Geller feels that even the largest 


— 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 





Week Week dan. 1 dan. 1 
Ended Same Ended Output, To To 
Aug. 12, Week, <Aug.5, August, Aug.13, Aug. 12, 
1961 1960* 1961* ToDate 1960* 1961 
AMERICAN MOTORS 
PRISM ila sibtcmbslinanis. siseiiths: — Saseglicns-uatecrtee. |. seevaauian 325,153 217,310 
CHRYSLER CORP.** ............. SOO eccessitin.  -beesensnns 679,306 340,240 
Chrysler-Plymouth 
RUMI“ ohectisanccibvestins © tstoniins Ge an ~ wend 393,629 230,149 
ANPEEEE icvevedevsiivesscise, eevvavescs _“Sévbseseed” |) -susdbeeees 53,769 
SRM estbetinisessosenke. sreccendie 4,083 
SPANO Siévictinwescieses svsstiosin 102,502 
MEE, veppwvitcaceoseiscease  weoyseting 69,795 
Dodge Division 110,091 
Dart-Polara 84,176 
Lancer .......... 25,915 
FORD MOTOR. .............. 45,197 1,170,073 1,018,117 
Ford Division ............... 37,093 956,859 821,609 
UE as csascie cise ssenssiniee 13,451 315,452 314,662 
Ford (Std.) ............. 20,880 580,925 452,164 
Thunderbird 2,762 60,482 54,783 
L-M Division. .............. 8,104 213,214 196,508 
MIE © igi divissinennscccciciee 6,064 102,930 115,590 
RIE sicnctacissascsiesiecs 195 12,497 17,718 
Mercury  ........-..:000000 1,245 97,787 63,200 
GENERAL MOTORS ... ........... 38,115 2,770 1,245 2,182,697 1,577,090 
Buick Division ............. .......... 493 15 15 183,118 152,133 
SET NIIIEE ® sis papistcce: + suvvstieee: 5 .- glenn 8 8 182,627 101,415 
RIDER “ai ctesistesestesclabes: | cnasdstes 493 q 7 491 50,718 
ED, YicLcieesiisptssdlesonsse Seskcebees Nivea dS ame 109,947 89,376 
Chevrolet Division .... .......... 30,468 2,738 1,213 1,328,140 965,062 
NINE Giliysicsaintievascse |-seossssese 2,843 8 170,483 209,276 
Chevrolet (Std.) oo... 27,625 2,730 1,205 1,157,657 755,786 
Oldsmobile Division .. .......... Bppee Benicia > vhs 256,470 171,996 
DC ira icEttiesscils | setctescey BP WSiccniiss  Snshliene 198 36,467 
Oldsmobile (Std.)..... .......... Nee stcnsie ) Rte 255,672 135,529 
TPES TPNVEIIGTE cocsces,  sccsceecss, © sesescense 17 17 =305,022 198,523 
SE NEED cissice~ cvsastaass. dpioeasaey 9 9 305,022 129,767 
ED ahecoievestechsbvied:-spancscivn’ -eeeeteisee 8 Bs Sainte 68,756 
S-P CORP. 
ecete tL ccalsceaneasebas. “auithbabtc. . Sawiaidede Wp ebecwvlace® * Pvecbenapss 70,316 29,527 
SEEMED | cscosescrsecessessonie 100 110 98 175 4,620 3,517 











Total Cars, U. S.** .... 21,940 81,213 32,562 46,617 4,432,165 3,185,801 


**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 























Week Jan. 1 Jan. 1 
Same Ended Output, To To 
Week, Aug.5, August, Aug.13, Aug. 12, 
1960* 1961* To Date 1960* 1961 
1,761 1,725 392 274,576 202,640 
pi 34 =: 902 1,098 
35 55 100 2,282 1,387 
Wes Woe sciscs eden 47,018 40,060 
7,154 6,803 11,923 233,491 213,909 
2,020 BOE cmstenckes 713,742 42,939 
345 2,935 2,545 81,374 90,087 
349 223 408 9,927 6,146 
Saksdbdas,: ju “enaaletaden 1) capskeedeee 9,135 3,883 
296 18 403 11,316 10,416 
Scknsnne. ETSI thie ||. bdeksaadks 85,216 67,183 
92 80 145 2,911 2,950 
Total Trucks, U. S..... 7,404 12,406 12,941 15,950 832,890 682,698 
Total Cars, Trucks, 
Bg MINES ysksps das cnaacasuskosaise 29,344 93,619 45,503 62,567 5,265,055 3,868,499 
CANADIAN PRODUCTION—CARS 
Week Week Jan. 1 Jan, 1 
Ended Same Ended Output, To To 
Aug. 12, Week,  Aug.5, August, Aug. 13, Aug. 12, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ..... .......... ME vb beecigcsies' ». sartsaneese 31,695 27,701 
EE Soest specttenes enenancee 5: sebed 67,383 62,300 
MME NES RUM EMDEESS.,. ossssscsc.. “secuocoases.!.oviesiens’’ toseasenas 125,970 104,815 
TUN UPN NUE ORES) “ycscescss..casesaased’ censtectess...” “Sedspscnco’ =” Lapsetarana 4,168 
MERE eye sR ere cas. okeick  pasesesal' cpettente Petes 3,666 3,293 
Total Cars, Canada... .......... | ee 228,714 202,277 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan.1 Jan. 1 
Ended Same Ended Output, To To 
Aug. 12, Week, Aug. 5, August, Aug. 13, Aug. 12, 
1961 1960* 1961* To Date 1960* 1961 
MEIER MOERUD Os .' ssescvicsess AGRA shiva Hen 3,731 4,263 
NNER a Sais | Gekaneste seman “Ree 13,948 11,060 
GENERAL MOTORS 0. oiceccc, ccsccssese 2 ccssescesesascnecase 25,457 19,051 
Be 7,586 7,501 
_ Total MM MIAN .— cavaéaveny ~  aencsacses. oo? kakabeiaig”’ “- tedeabuese 50,722 41,875 
Total Cars, Trucks, 
MPMATIMNG crs iciscscivesscssvacs “esiseseses NG tisdeanasc sou Syoeceisent 279,436 244,152 
Grand Total, 
Cars and Trucks, 
U. S. and Canada.... 29,344 93,843 45,503 62,567 5,544,491 4,112,651 


—— 
*Revised. 


dealership should have one man- 
ager who is in charge of the whole 
program. 
Geller makes two exceptions in 
putting his system into operation. 
First, he has certain “aides” in 
each department who take some of 
the management details off his 
shoulders. However, Geller still 
keeps track of the major matters. 
These aides’ compensation for as- 
sisting in management is on a per- 
formance basis, As the dealership 
profits, the aides are rewarded, If 
the dealership or a department 
slips, there are no fixed salaries for 
supervisors to be paid. 
ok * Bg 


GECOND, Geller takes no part in 
the day-to-day management of 


Fleet Buyers See 
62 Studebakers; 
$64 Million Orders 


SOUTH BEND. — Studebaker- 
Packard last week played host to 
fleet buyers and Indiana state offi- 
cials at a plant tour and preview 
of the company’s ’62 line of cars 
and trucks. 

At the end of last week, advance 
orders for ’62 Studebaker cars were 
reported to be in excess of $64 mil- 
lion. The first Lark is not scheduled 
to be built until today (Aug. 14). 

Among the S-P officials playing 
host to the visitors were President 
Sherwood H. Egbert, who returned 
to work last week after undergoing 
gall-bladder surgery; Lewis E. 
Minkel, marketing vic e-president, 
and Frank J. Suslavich, general 
sales manager. 

Indiana state officials attending 
included Gov. Matthew E. Welsh; 
Jack Reich, chairman of the Indi- 
ana Toll Road Commission; David 
B. Cohen, chairman of the State 
Highway Commission, and Eugene 
Bainbridge, director of the Indiana 
Division of Public Works Supply. 





16 Makes Under Way... 


Limited ’62 Output Opens 


(Continued from Page 1) 


production on ’61 models are the 
Falcon-standard Ford unit at At- 
lanta, standard Ford at Dearborn 
and Checker at Kalamazoo, Both 
the Ford Motor units are scheduled 
to phase out this week, 

Checker, which currently is pro- 
ducing in the neighborhood of 100 
cars a week, won’t go down for 
changeovers, but will record all 
cars produced after Sept. 1 as ’62 
models, officials said. 

Although some framing opera- 
tions and filling of parts lines may 
begin this week at Ford and Chev- 
rolet, assembly of cars is not ex- 
pected to begin before Aug. 21. 
Ford’s Dearborn plant, which re- 
portedly will build only the Fair- 
lane series next year, may be down 
as long as six weeks, it was learned. 

* ~ * 


; = week marked the low point 
for the year in assembly opera- 
tions as only six Ford Motor units 
and Checker were left in produc- 
tion. 

Only 21,940 cars were assem- 
bled in the U. S. last week, com- 
pared with 32,562 assemblies a 
week earlier, and 81,213 units pro- 
duced during the week ended 
Aug. 13 a year ago. 

Closing out ’61 model output last 
week were Lincoln and Thunder- 
bird at Wixom, Mich., standard 
Ford at Norfolk, standard Ford and 
Mercury at Mahwah, N. J., and 
Comet and Falcon at Lorain, O. 
The latter plant, however, worked 
six days last week. 

Checker turned out 100 cars last 
week, compared with 98 assemblies 
a week earlier, 

* ok * 


(ORAL CaR output in 
the U. S. totalled only 7,404 
units last week. Chevrolet, Dodge 
and Studebaker were down for 
changeovers, GMC, International 
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the parts and service departments. 
Since he is short on mechanical 
knowhow, he feels it is best to 
leave these departments to those 
who know what they are doing, In 
addition, since parts and service 
prices are fairly stable, these de- 
partments do not call for same type 
of management that the vehicle 
sales departments do. 

Geller hag one pointer on the 
management of the service depart- 
ment: Watch out for fixed salaries 
there. 

Geller believes the general 
management of the dealership 
takes care of itself, if the rest of 
the operation is going smoothly. 
He does have two checks to make 
sure that the dealership’s cash is 
being handled properly. 

But it is in the new- and used-car 
departments where Geller has de- 
veloped a more detailed system of 
management, He developed his sys- 
tem while serving as a salesman, 
manager and owner of used-car 
lots over 10 years and as the gen- 
eral manager of a Pontiac dealer- 
ship for two years. 

The Geller flavor in car selling is 
built around the persona] touch 
and a feel for the market. 

* * * 

























































Warning Device— 


The capsule seat in Liberty Mutual In- 
surance Co.'s Survival Car Il is partially 
swiveled to reveal the Alert-O-Matic Sig- 
naling device. This lightweight safety unit, 
which can easily be wired into the elec- 
trical system of any car or truck, is con- 
tained within the transparent plastic box 
located directly over the transmission 


“T)EALERS had better learn that | "’™?- 6 ten2 
they are not selling cars, they ° ° 
are selling people,” Geller said. He W ar ning Device 


tries to talk to his customers and 
build their confidence in the dealer- 
ship. The dealership stresses integ- 
rity and sells it. 

With a feel for the market, 
Geller said he does not have to 
depend on books in setting used- 
car appraisals. He said he had 
been able to make deals by boost- 
ing the used-car appraisal be- 
cause he knew the used car was 
worth more than the appraisal. 


Geller said the new-car deal gen- 
erates a profit for the dealership, a 
finance reserve, a commission for 
the salesman, a service customer 
and a potential profit in the used 
car. 

Only a person who can look at 
all these interests with a feel for 
the used-car market can make a 
wise decision on a given deal and 
that decision has to be made by 
one person, he added. 


Designed to Alert 
Sleepy Drivers 


HOPKINTON, Mass.—An electro- 
mechanical warning device to pre- 
vent highway accidents due to 
sleepiness and fatigue of drivers 
has been perfected by safety engi- 
neers of Liberty Mutual Insurance 
Co.’s research center here. 

Wired into the electrical circuit 
of any car or truck, the device, the 
Alert-O-Matic, produces a series of 
three alerting signals of increasing 
intensity and severity in progres- 
sive stages. 

The first signal checks the alert- 
ness of the driver to light stimuli 
at predetermined time intervals. If 
the driver igs alerted by the light 
mounted in the dashboard, he can 
turn it off by tapping lightly on 
the horn ring which is wired into 
the Alert-O-Matic circuit. 

When the driver ignores or fails 
to notice the light for five seconds, 
he will receive an audible stimulus; 
his car’s horn will blow. The blow- 
ing horn also serves as a warning 
signal to others that something is 
wrong with the driver. 

After another three-second pe- 
riod of no response to the blowing 
of the horn, the device sets off a 
series of jolts to the vehicle, caused 
by the ignition being turned on and 
off in rapid succession for five sec- 
onds. The ignition is first inter- 
rupted and then turned off auto- 
matically, allowing the vehicle to 
come to a slow stop. 

Depressing and releasing the 
horn ring at any time during these 
three events will terminate the 
cycle. Cycles are reactivated at 60- 
second intervals. They can, how- 
ever, be lengthened or shortened 
depending on conditions and safety 
requirements. 


and Willys were off either for vaca- 
tions or inventory. 

Last week’s truck output com- 
pared with 12,941 units turned 
out a week earlier, and 12,406 
commercial vehicles produced 
during the week ended Aug. 13 
last year. 

International will return to pro- 
duction after a two-week vacation 
period this week, but little else is 
expected on the assembly lines in 
Canada. 

GM, AMC and Chrysler are ex- 
pected to get into production on a 
limited scale next week. 
oF * * 


As of This Week... 


Here's the Score on Changeovers 





°62 Makes Down for Going Down "61s Still 
In Production Changeovers This Week In Production 

Buick (Std.) Chevrolet (Std.) |Falcon* Checker 

Cadillac Comet Ford (Std.)* 

Chrysler Corvair 

Dart Lincoln 

Dodge (Std.) Mercury 

F-85 Studebaker Hawk 

Imperial Thunderbird 

Lancer 

Oldsmobile (Std.) 

Plymouth 

Pontiac (Std.) 

Rambler 

Studebaker Lark 

Special 

Tempest 

Valiant 

CANADA CANADA CANADA CANADA 
American Motors 
(None) Chrysler Corp. (None) (None) 

Ford Motor 
General Motors 
S-P Corp. 


*—Majority of plants already down but final phascout is scheduled this week. 
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MEMA Members Optimistic ees 


2nd-Half Sales Gains 
Seen in Aftermarket 


Nf&EW YORK.—Higher sales with 
automotive jobbers in the second 
half of 1961 have been predicted 
by members of the Motor & Equip- 
ment Manufacturers Assn. 

Of about two dozen members 





Obituaries 


(Continued from Page 6) 


Car Co. He sold Toledo Steamers, 
the Rambler hydro car, later the 
Nash, and the Crescent. 


Medow, 65, Sold Cars 
In South Bend 42 Years 


SOUTH BEND.—Funeral serv- 
ices were held Aug. 6 at Sinai Syn- 
agog for Ben Medow, 65, auto deal- 
er for 42 years. Mr. Medow (Re- 
nault-D o d g e-Chrysler-Imperial) 
died after an illness of several 
months. 

Born in Russia, he started in 
business in South Bend as a scrap 
iron and used auto parts agency. 
Through the years, he obtained 
dealership for such cars as Gray, 
Chandler, Marmon, Hupmobile, 
Nash, Hudson, Essex before land- 
ing Dodge-Plymouth in 1939. He 
was past president of the New Car 
Dealers of St. Joseph County. 

* 


Donald L. Hendry 

LAWRENCEBURG, Ky, — Donald L. 
Hendry, 60, owner of Hendry Motor Co. 
(Ford), died Aug, 3, He had been with 
Ford Motor Co. for 26 years before coming 
here in 1948 from Louisville, where he had 
been controller of the Ford plant, 

+ * * 


Fred G. Morganstern 
READING, Pa.—Fred G, Morganstern, 
54, president of Fred G, Morganstern 
Chevrolet Corp., died of a heart ailment 
Aug. 3. He formerly operated a dealership 
in Wilkes-Barre. 
+ * a 


Edwin J. Lewis 
AKRON.—Edwin J, Lewis, 53, general 
manager of replacement sales for B. F. 
Goodrich Co., died July 28, He joined 
Goodrich in Chicago 31 years ago, 
* * * 


F,. W. Archibald 
ASHEVILLE, N. C.—Franklin W, Archi- 
bald died in an Asheville hospital Aug, 1. 
He had been general sales manager of 
U. 8S. Rubber Co, prior to his retirement. 
* * + 


John T. Graham 
DENVER.—John T. Graham, 84, retired 
auto distributor and dealer, died July 29. 


OF * * 
Richard 





L. Alexander 

HOUSTON.—Richard L, Alexander, 49, 
general manager of a Chevrolet dealership 
here, died of a heart attack July 14, He 
had been in the auto business all his life, 
having served with General Motors Ac- 
ceptance Corp.; Nash-Kelvinator Corp. as 
zone manager in New Orleans, Memphis 
and Dallas, and Packard Motor Car Co. 
as Atlanta zone manager. He also had been 
a Nash dealer in Beaumont, Tex, 

* * 
Tubal M. Jones 

BOWLING GREEN, Ky, — Tubal M. 
Jones, 68, retired Bowling Green auto deal- 
er, died Aug, 7. 

* * * 
Lee J. Jarosek 

AUSTIN, Tex.—Lee J. Jarosek, 57, a 
Ford dealer in Moulten, Tex., from 1940 to 
1959, died here Aug, 3. 

o + 


* 
J. Austin Shaffer 
COLUMBIA, S, C.—J. Austin Shaffer, 
68, a retired Tampa (Fla.) automobile 
dealer, died here July 27. 
* * * 


Fred L. Lang 
CARBONDALE, Pa.—Fred L. Lang, an 
automobile dealer here for more than 50 
years, died Aug. 3 after a heart attack. 
# ~ * 


Joseph B, Newman 
DURHAM, N. C.—Joseph B. Newman, 
64, former controller of Reo Motors and 
ex-secretary of Federal Motors, Detroit, 
died Aug. 3. At the time of his death he 
was president-treasurer of Business Man- 
agement Services, Inc., which he founded 
here in 1958. 
* * x 
Frank P. Conlon 
GENESEO, N. Y.—Frank P. Conlon, 77, 
retired Mount Morris auto dealer, died 
Aug. 5. For many years he was a partner 
in the Conlon-O’Leary dealership in Mount 
Morris. 
- - * 
Lorenzo H. Fisher 
READING, Pa.—Lorenzo H. Fisher, a 
pioneer auto dealer here, died July 30. He 
was 92, and had been in the automobile 
business from 1910 to 1924, handling 
Haynes. 
* * * 
George W. Quinn 
WATERTOWN, N. Y.—George W. Quinn, 
Kendall Refining Co.’s New York State dis- 
trict sales manager for the last 25 years, 
died here July 21 of a menet attack. 
* * 


Virgil L, Hayes 

FORREST CITY, Ark.—Services were 
conducted here for Virgil L, Hayes, 49, 
auto dealer who was found dead July 31 
in his dealership. Coroner Walter Stevens 
said Mr, Hayes died of carbon monoxide 
poising. Mr. Hayes had been in the auto 
business in Canton, Miss., before moving 
to Forrest City about two years ago, 




















who offered opinions, 20 said they 
expected sales to rise about 14 
percent over the first half of the 
year. In the first six months, the 
association said, sales were up 
71.53 percent over the correspond- 
ing period a year ago. 

Four less optimistic sales man- 
agers said they expect aftermarket 
dollar volume would be down 10 to 
12 percent in the second half from 
the first-half level. 

Manufacturers reporting gains in 
the first six months outnumbered 
those with lower sales by 2 to 1, an 
MEMA spokesman said, Increases 
were noted by 105 and declines by 
56. Seven reported no change. 

The spokesman added that in the 
April-June period sales were up 7.3 
percent over those in the first quar- 
ter. 

The association said manufactur- 
ers in the accessories group had an 
average gain of 2.8 percent in the 
first half over the corresponding 
period in 1960. 

Sixteen of 31 reporting mem- 
bers had increases ranging from 
1.8 to 38 percent, for an average 
of 15.4 percent, while 11 recorded 
declines of 5 to 21 percent, for an 
average of 14.6 percent, Four 
firms reported no change. 

The biggest increases were noted 
by chemicals manufacturers, 17 of 


whom reported first-half increases. 


of from 0.5 to 90 percent, for an 
average of 21 percent. 
Only seven makers had lower 


sales, and they ranged from 2.5 to 


33.3 percent, for an average drop 


of 14.2 percent. The average for 


all in this group was 11.2 over last 
year. 

Sixty-eight manufacturers of re- 
placement parts registered an over- 


all average gain of 8.5 percent for 
the first half, while makers of shop 


equipment, service tools and re- 


lated equipment had the lowest 


overall increase, 0.24 percent. 
However, the latter group fared 
better in the second quarter, with 


an overall gain of 4.3 percent over 


Lighting Laws 
Amended by 12 
States This Year 


WASHINGTON. — Twelve states 
have amended their vehicle light- 


ing laws this year and three other 


states have changes pending, ac- 
cording to a National Highway 
Users Conference survey. In addi- 
tion, revised lighting regulations of 
the Interstate Commerce Commis- 
sion affecting certain trucks, truck 
combinations and buses went into 
effect July 1. 

New laws in Arkansas, Kansas, 
South Dakota and West Virginia 
permit amber parking lamps in 
conformity with the Uniform Vehi- 
cle Code. A similar bill awaits ex- 
ecutive action in Missouri, while 
Nebraska now permits its depart- 
ment of motor vehicles to designate 
the color of parking and signal 
lamps. 

Operating vehicles at night with 
lighted parking lamps only has 
been prohibited in Colorado, Michi- 
gan and Ohio. Similar legislation 
has passed both houses in Illinois 
and Wisconsin. 

Headlights now must be dimmed 
within 300 feet before overtaking 
another vehicle in Pennsylvania. 
The Illinois legislature passed a 
comparable measure setting a 350- 
foot minimum. 

New Colorado legislation permits 
use of a mechanical device to light 
stoplamps when a vehicle is reduc- 
ing speed even though the brakes 
are not applied. Another law re- 
quires continuous use of a vehicle’s 
turn signals at least 200 feet before 
turning when operating on all four- 
lane highways and on all other 
roads where the speed limit ex- 
ceeds 40 miles per hour. 

Similarly, Nebraska requires 
flashing signals for 500 feet before 
turns are made on freeways, but 
the rule for turns on other roads 
is still 50 feet. 


Correction ... 


Auto Makers’ 


Sales, Profits 


First Half, 1961 vs. 1960 


Profit or (Loss) 
In Millions 
1961 1960 
$ 99 $ 315 
( 15.7) 23.7 
264.8 
6116 
3.4 


$935.0 





Pet. of Profit 
On Sales 


Sales 
In Millions 
1961 1960 1961 1960 
$ 424.3 $ 603.7 2.3 5.2 
994.5 1,751.5 * 14 
3,339.4 3,695.3 6.3 1.2 
5,812.0 7,108.8 7.6 8.6 
134.4 178.1 1.9 


$10,704.6 $13,337.4 7.0 


April-June Quarter 


$ 17.1 
12.8 
121.7 
288.0 
0.6 


$ 3104 
825.7 
1,790.4 
3,450.8 
87.2 


$ 244.6 
563.0 
1,878.3 
3,088.4 
72.9 


$ 5,847.2 $ 6,464.5 


*—Loss periods. #—Ford profit totals exclude profits of minority interests in certain 


subsidiaries. 


(Several of the figures in this table were in error when it appeared in the Aug, 7 
issue because Chrysler’s sales totals for the second quarter were transposed.) 





As Aug. 31 Deadline Nears... 





Ga. Independents 
Meet Next Week; 
Rogers to Speak 


ATLANTA.—The sixth annua] 
convention of the Georgia Inde. 
pendent Automobile Dealers Assn, 
will be held Aug. 20-22 at the Wan. 
derer Mote]! on 
Jekyll Island, Ga, 

The convention 
will open with 
state president 
Paul Bennett, 
Augusta, pre 
siding. The wel- 
coming addregs 
will be given by 
Cecil Clifton, see. 
retary for Geor. 
gia’s joint ex. 

Rem Rogers Jr. amining boa rds, 
who will represent Georgia’s sec. 
retary of state. 

Rem Rogers jr., president of 
NIADA, Charlotte, will speak on 
the subject, “How Congress Affects 
Your Business.” 

The convention will adjourn after 
the report of the nominating com- 
mittee and election of officers, 








Big Three Feel Strike Squeeze 


By Francis J. Gawronski 
Staff Writer 


5 bev United Auto Workers began 
to apply new pressure in its 
contract talks with the auto indus- 
try as it prepared to take strike 
votes at both Gen- 
eral Motors and 
Chrysler Corp. 

Meanwhile, Ford 
Motor Co. and UAW 
Ford locals launched 
publicity campaigns in an effort to 
win public opinion as the present 
working agreement moved closer to 
the Aug. 31 expiration date. 

The pressure took the form of 
announcements by Leonard Wood- 
cock and Norman Matthews, UAW 
vice-presidents and directors of the 
union’s GM and Chrysler depart- 
ments, respectively, that they would 
ask the UAW executive board for 
authorization to take strike votes 
among the members they represent. 

Asking the UAW executive board 
to conduct a strike authorization 
vote is but the first step toward a 
strike. 

Even if the membership then 
votes in favor of a strike, the ex- 
ecutive board once again must 
give its approval before any 
walkout can take place. 
Woodcock said he would recom- 
mend to the board that GM be 
made the union’s primary target if 
a strike is necessary. 

Matthews made his announce- 
ment following an all-day meeting 
of presidents of Chrysler locals at 
Solidarity House, the UAW head- 
quarters in Detroit. 

“We want an agreement without 
the necessity of a strike,” Matthews 
said. “But so far Chrysler’s attitude 
at the bargaining table has been 
completely negative.” 

* * * 

LTHOUGH Ford was left out 

as of press time, Ken Bannon, 
UAW Ford director, indicated he 
might decide to move along the 
same lines as GM and Chrysler 
locals within a few days unless 
there is marked progress in nego- 
tiations. 

It is expected that the board 
will authorize strike votes, but 
delay a decision as to where a 
strike can be most effective until 
just before the contract deadline. 
In a report to local Chrysler 
presidents on what has transpired 
so far at the bargaining table, Mat- 
thews also announced plans for a 
series of local union leadership 
meetings “to bring the rank-and- 
file right up to the minute” on de- 
velopments. 

In criticizing Chrysler manage- 
ment’s “negative attitude” in con- 
tract talks, Matthews said “there 
has been practically no progress as 
of this date.” 

“In seeking to eliminate much 
of what we have gained in previous 
contracts, the Chrysler manage- 
ment has gone much further than 
it did before,” Matthews reported. 

* * ok 


LABOR 
FRONT 


H® NOTED that the corporation 
is demanding starting pay cuts 























of up to $175 monthly for salaried 
employes. 

Matthews also urged local 
union officers to step up efforts 
to settle local problems in talks 
now going on at the plant level. 
He said this must be done “in 
spite of management’s negative 
position here, too.” 

He pointed out that he has em- 
phasized to the corporation “sev- 
eral times that these are equal in 
importance and seriousness to the 
national bargaining and must be 
settled satisfactorily.” 

“We're determined this year to 
get all valid, justifiable local prob- 
lems settled constructively before 
we sign an agreement at the na- 
tional level,” Matthews said. 

Ford will be the target of a bill- 
board campaign aimed at the com- 
pany’s claims that UAW demands 
are inflationary. The campaign will 
be financed by UAW Ford locals. 

* x * 


OR the next few weeks, 23 bill- 

boards in the Detroit area will 
proclaim that Ford paid $33 million 
in bonuses to executives last year 
but plans to “hold the line” in con- 
tract negotiations. 

The same day the union,.an- 
nounced its billboard campaign, 
Ford sent its employes a 12-page 
booklet, Facts on the Line, re- 
minding them of the direct re- 
lationship between their job 
security and the company’s sales, 
profits and freedom to manage. 
The booklet reviewed wage and 

benefit progress since 1950, point- 
ing out that company employes are 


Fire in Asheville 


_ ASHEVILLE, N. C.—Seven auto- 
mobiles, including four new ones, 
were considerably damaged here 
when fire of an undetermined or- 
igin broke out in Skyland Motor 
Co. (Oldsmobile) garage. 


HELP WANTED 


CADILLAC SPECIALIST TO work with 
for the present, and ultimately replace 
our present man who plans on retiring in 
the near future, Job is to handle 80 new 
Cadillacs annually of Cadillac part of 
G.M. dual in wealthy, healthy, mid-west- 
ern Pennsylvania, If you are ‘‘Cadillac 
Quality’’ and are shooting for a perma- 
nent 12 to 15 thousand dollar career 
dealing with top executives and the coun- 
try club set, we'll welcome your applica- 
tion. Box 2727, c/o Automotive News, 
Detroit 7. 


among the highest paid in all 
manufacturing industries. 

“In 1960, when the manufactur- 
ing average was $2.29 an hour, the 
Ford average was $3, or 71 cents 
an hour higher,” the booklet stated, 

The booklet explained that Ford’s 
ability to provide jobs, wages, bene- 
fits and profits depends on sales, 
A two-page chart showed how sales 
and employment levels have risen 


and fallen together over the years. 
* * * 


gl ANOTHER development con- 
cerning GM, the UAW last week 
sent the company another letter 
asking for information about GM’s 
price-profit policies. 

An earlier request was turned 
down flatly by the company de- 
spite the union’s contentions it is 
entitled to the information under 
the National Labor Relations Act. 
The union has not followed 
through on its threat to file a 
formal complaint with the Na- 
tional Labor Relations Board. 
While it may appear that the 
negotiations between the UAW and 
the Big Three auto makers are 
dragging this year, records of pre- 
vious negotiations do not support 
these claims. 

In 1955 and 1958, all three com- 
panies waited until the final two 
weeks before the contracts were 
due to expire before putting a firm 
offer on the table. 

It is expected that the companies 
will follow the same schedule in 
this year’s negotiations. 

An indication of this was an an- 
nouncement by Ford and UAW 
officials that their negotiations will 
be shifted on Aug. 21 to a down- 
town Detroit hotel. The talks cur- 
rently are being held in the Ford 
Administration Building in Dear- 
born, 

The move is expected to mark 
the start of around-the-clock nego- 
tiations. 





HELP WANTED 


EXPERIENCED SERVICE MANAGER for 
distributors model retail outlet, Here is 
an opportunity for a man who is really 
a service manager, He must have a de- 
sire to give top quality service and stand 
on his own two feet with complete back- 
ing of management, Volume operation of 
the number one quality import located in 
Florida, Must have organization know 
how, Salary commensurate with ability. 
Box 2724, c/o Automotive News, De- 
troit 7. 





North-East-South-West — Automotive News' .. . 


. “Leading Used-Car Auction Directory" gives the sale day and time of top 


Auto Auctions EVERY WEEK. See Page 30. 
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SALES MANAGER 
GENERAL MOTORS 
DEALER 


LARGE GENERAL MOTORS 
DEALER LOCATED OUTSIDE 
METROPOLITAN DETROIT 
WANTS NEW CAR SALES MAN- 
AGER OF PROVEN ABILITY AND 
FINE CHARACTER, GOOD SAL- 
ARY PLUS INCENTIVE PAY. 
WRITE GIVING EXPERIENCE AND 
REFERENCES. ALL REPLIES CON- 
FIDENTIAL. BOX 2733, C/O 
AUTOMOTIVE NEWS, DETROIT 7. 


SMAN WANTED to call on car deal- 
ers and garages. Sell new fast moving 
product, stops oil leaks in rear main 
pearing seals, We are placing one sales- 
man in each state, Your state may still 
pe available, Contact: Write or phone, 
Great Lakes Mfg. Co., Sales Office, 156 
Washington St., Manistee, Michigan, 
phone Parkview 3-2112. 








BUSINESS MANAGER for long established 
leading Chevrolet dealership in Denver, 
Colorado. Must have ability and past 
operating experience to perform all func- 
tions of business manager, and manage 
experienced and stable office staff. Ex- 
cellent compensation, car furnished, op- 
portunity to live in Denver. Applica- 
tions considered confidential. Contact Box 
2736, c/o Automotive News, Detroit 7. 


——_—_—_——_— 

WANTED 2 SALESMEN (combination) by 
Zi-year Ford dealership. Aggressive, 
friendly men will like our excellent pay 
plan and mild sunny Eastern Oregon cli- 
mate. Replace men that were with us 21 
and 9 years who are starting own busi- 
ness. Workers will make good money. 
Good schools, friendly town. ROMOCO 
Box 65, Hermiston, Oregon. 

RR —————————— 

DISTRIBUTORS OF AUTOMOTIVE 
EQUIPMENT expanding territory offers 
sales opportunity in New Jersey, Mary- 
land, Delaware, West Virginia, Virginia 
and Kentucky. Well accepted products, 
protected territory, high commission 
schedule. No objection to non conflicting 
lines, Write brief résumé on background 
and territory now covered. Reply to Box 
2732, c/o Automotive News, Detroit 7. 





FORD PARTS COUNTERMAN—Fast, ac- 
curate, experienced. $450 per month plus 
incentive and benefits, Parts volume 
$20,000 a month. Will wait for top 
quality man, Bishop Ford, Santa Rosa, 
California, ‘‘the city designed for living.’’ 





General Manager 


Texas Volume Deal 


Need top quality, experienced management 
for old established "Big 2'' volume deal 

400 new). Choice location Texas Gulf 

st. Be assured that this is not just another 
= position, but is an excellent opportunity 

the right man. Incentives and salary in 
proper proportion to man needed. Full op- 
erating authority to be given, therefore must 
have background of education and extensive 
experience in actual management. of all de- 
partments of volume operation to qualify and 
meet factory approval. If between age 30 
and 45, and qualified as stated, send back- 
ground material and current photo. All com- 
munications will be held in strictest confi- 
dence. Box 2674, c/o Automotive News, De- 
troit 7. 


pater tree ere emt as tmnt a eh in et ace ann 


SERVICE MANAGER, Capable taking over 
complete charge of one of the largest 
Volkswagen service shops in metropolitan 
area in California. Must have well 
rounded background of extensive experi- 
ence in actual management of all de- 
partments and customer relations, For 
the right man this is an excellent op- 
portunity to secure his future, If quali- 
fied as stated, send banckground mate- 
rial and current photo, All communica- 
tions will be held in strictest confidence. 
Reply Box 2725, c/o Automotive News, 
Detroit 7. 


THREE REGIONAL SALES MANAGERS. 
Patented, exclusive automotive item of 
International Organization, home office 
New York City, sold to Chevrolet, Ford 
and Volkswagen: dealers, Regions: New 
York, from Philadelphia to Boston; 
Cleveland from Pittsburgh to Cincin- 
nati; Greater Chicago, Must Have broad 
background of automotive sales or sales 
promotional experience, be willing to 
travel, work long hours with aggressive- 
ness to reach objectives, Salary, expens- 
es, bonuses. Car supplied to qualified 
Personnel, Send résumé, Box 2726, c/o 
Automotive News, Detroit 7. 


NEW AND USED CAR SALES MAN- 
AGER. Must be a real ‘‘take charge’’ 
man, with ability to train, and keep his 
staff at an enthusiastic high pitch, Won- 
derful opportunity with metropolitan 
New York Ford dealer, whose service 
absorption over the years exceeds 100%, 
but whose car sales. are frankly way 
way below potential, This creates an 
exceptional opportunity for a good man 
to show real improvement in his own 
income aswell as in our cargales. Salary 
and participation, Write full particulars 
of experience and availability, Box 2731, 
¢/o Automotive News, Detroit 7. 





NEW CAR SALES MANAGER, Ford dealer 
in Kentucky city, population 50,000, has 
opening for experienced man qualified to 
take charge, Must be a good organizer 
and closer for well established firm, Com- 
plete history requested. Reply Box 2681, 
¢/o Automotive News, Detroit 7, 


Auto Salesmen 
Wanted Everywhere 


Now available a course on Auto Sales by 


Dick Munro. Endorsed by 9 Auto Editors. 
Three vols. $20.00. Money back guarantee. 
Free details, write Westminster Auto Sales 
Consultants, Dept. A-!, Box 130, Scar- 
borough, Ontario, Canada. 































































MOVING TO FLORIDA END OF AU- 
GUST. Steady family man, 37 years old, 
complete management experience in all 
phases of new and used car merchandis- 


ing. Do you need new car or used car 
manager or both, or will buy in or buy 
you out, Heavy G.M, experience, Box 
2715, c/o Automotive News, Detroit 7. 


EFFECIENCY EXPERT AVAILABLE. I 
will analyze your business, train a sales 
force and install a system that will guar- 
antee a profit making used car operation. 
Box 2716, c/o Automotive News, De- 
troit 7. 


GENERAL MANAGER. 150-300 car deal 
in Florida, Very capable young man of 
32, well experienced in complete dealer- 
ship operation. Can furnish excellent 
references as to character and ability. 
Available immediately, Box 2718, c/o 
Automotive News, Detroit 7. 


GENERAL MANAGER’S POSITION, Nine 
years’ experience ‘‘Big 2’’ line, Excellent 
references, complete factory approval. 
Age 32, married, available immediately. 
Complete information upon request, Box 
2719, c/o Automotive News, Detroit 7. 


BUSINESS MANAGER — OFFICE MAN- 
AGER,. Age 39, family man, 14 years’ 
automotive management experience. 
Complete knowledge all phases of opera- 
tion, excellent references, Available im- 
mediately, Box 2720, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER OR DEALER AS- 
SISTANT, 14 years’ experience in all 
phases of dealership, including service 
and sales manager of new and used. 
Know used car values, profit conscious, 
had dealer management training. Age 36, 
children. Would consider investment or 
buy-in arrangement in sound deal, Must 
be Ford or GM, Northern Indiana or 
Illinois preferred, Box 2721, c/o Automo- 
tive News, Detroit 7. 


GENERAL OR SALES MANAGER. Proven 
record, Good organizer, leader, Best of 
dealer and factory references. 25 years’ 
experience, Age 48, Desire New England 
location, Available September ist. Box 
2722, c/o Automotive News, Detroit 7. 


SALES OR GENERAL MANAGER, Wants 
definite buy-out deal. Previously Pack- 
ard-Studebaker-Nash dealer. Pontiac ex- 
perience. No genius but can handle en- 
tire front end operation, Box 2723, c/o 
Automotive News, Detroit 7. 


PUBLIC RELATIONS-PUBLICITY desire 
permanent career in automotive industry. 
Presently employed in industrial pub- 
licity. Nine years news, PR experience. 
Good knowledge of and sincere interest 
in automotive field. High mechanical ap- 
tit.ude, education includes engineering 
background. Married, 29. Will relocate. 
J. J. Lamb, 66 Central Avenue, Amity- 
ville, N. Y. 


NEW OR USED-CAR MANAGER — 25 
years’ experience. Must be $20,000- 
$30,000 per year potential. I can bring it 
out if it’s there. Can buy and have 
wholesale contacts. Now employed, aver- 
aging $15,000 per year—need more. Com- 
plete knowledge of reconditioning and all 
phases of automobile sales, Can train 
new salesmen. Will relocate if necessary 
—prefer Midwest. Box 2734, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


DUE TO PARTNERSHIP TROUBLE, must 
sell at once dealership in Texas, now 
handling Chevrolet, in its entirety, Good 
location, good trade territory, industry 
and agricultural. For more information 
contact Box 2707, c/o Automotive News, 
Detroit 7. 


FOR SALE OR LEASE dealership now 
handling Rambler exclusively, established 
fourteen years. Complete agency, equip- 
ment, used-car lot, One of the nicest 
buildings, used-car lot and location any 
individual would ever hope to own, lo- 
cated southern New Jersey, ten miles 
north of Philadelphia, Box 2708, c/o 
Automotive News, Detroit 7. 


FOR SALE: Dealership now handling 
Plymouth-Valiant in one of southern 
Florida’s fastest growing communities. 
Good lease in excellent facilities, At- 
tractive building including used-car lot. 
Parts and equipment for sale at attrac- 
tive price. Only a small amount of capi- 
tal. needed to be in business for the 1962 
Model Year, Must have factory approval. 


Box 2709, c/o Automotive News, De- 
troit 7. 
DEALERSHIP NOW HANDLING CHEV- 


ROLET, 150 planning potential, Suffolk 
County, L, I., N. Y¥, Approved facilities. 
Reply Box 2710, c/o Automotive News, 
Detroit 7, 


COLORADO DEALERSHIP NOW HAN- 


DLING FORD. Near mountains, Grow- 
ing community, Annual averaged over 
$35,000.00 past 15 years, Owner must 
retire, Approximately $50,000.00 required 
to. buy inventory and equipment, Will 
lease or sell real estate, Box 2728, c/o 
Automotive News, Detroit 7. 


50 CAR DEAL NOW HANDLING FORD 


IN West Pennsylvania, Good location on 
U. 8. Route, Owner retiring, Write Box 
2729, c/o Automotive News, Detroit 7. 

DEALERSHIP HANDLING _ Studebaker 
and Volvo. One of the big three fran- 
chises available for this fast growing 
area in central California. Population 
approximately 55,000. Large showroom, 
fully equipped shop, large used car area, 
excellent lease. Write Box 2735, c/o Au- 
tomotive News, Detroit 7. 


AVAILABLE SOON 


Facilities of well known Chevrolet Dealer, lo- 
cated for many, many years at a lucrative 
Brooklyn, N. Y. address. Premises consist of 
fine showroom, complete service facilities, 
adjoining Used Car display area and Parking 
Lot. While we are only interested in leasing 
the premises we feel certain the present deal- 
er will entertain proposition for equipment. 
If you have the necessary dealer qualifica- 








tions please write Box No, I!, 3509 Broadway, 


New York 31, N. Y. 








1955 IHC C0205 _ Diesel 


DEALERSHIPS WANTED 


WILL BUY GENERAL MOTORS DEAL- 
ERSHIP IN FLORIDA. Prefer single 
point, but will consider others, Minimum 
400 new car potential, Have Florida GM 
deal now, want to expand, Box 2686, 





c/o Automotive News, Detroit 7. 
CHEVROLET — single or dual. Buy-out, 
buy-in, potential 200, Illinois, Ohio or 


Michigan area, All replies confidential. 
Box a c/o Automotive News, De- 
troit 7. 


GENERAL MOTORS—Chevrolet single or 
any dual, 400 or more planning potential. 
Have money and necessary experience to 
qualify, Replies in strictest confidence. 
Box 2700, c/o Automotive News, De- 
troit 7. 

CHEVROLET OR FORD dealership wanted 
within Chicago or 20 mile radius. Have 
factory approval and necessary cash. 
Will deal immediately. Box 2653, c/o 
Automotive News, Detroit 7. 


DEALER SERVICES 














TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Tool: 
For Buy/Sell A Annual Fiscal. 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
Ww! er 3-6445 








SALES CONTEST 
FOR MECHANICS 


A terrific new idea that guarantees to in- 
crease work order “line items'' and boost 
service department gross profit. Being used 
32 dealers in Toronto alone. Write for 
. = information on the ‘Shop Mechanic's 
jank,"* 


a 


Cc. R. BAILEY PROMOTIONS 
891 King Street East 
Hamilton, Ontario, Canada 


Auto Bluebook 
for 
1961 & 1962 


Gives you the wholesale costs 
of all Autos and Accessories 
in one 96 page book. 


Sent to you Quarterly 
for only * 


Why pay $25-$50 for this same 

information. 

Keeps you up to date all year long. 
PLUS USED CAR VALUES 

And a Gold Mine of Selling Help 


Name............... eovsescoes pcccenseoess eocesessecoses 


Nahin iasrinigh vicxvcbertnasiin +o SPAPO.......00008 
Enclosed is [| Check ( Cash 


MONEY BACK GUARANTEED 
Mail to: AUTO BLUE BOOK 
161 Tehama, San Francisco 3, Calif. 





BUSINESS OPPORTUNITIES 


ACTIVE PARTNER, INVEST $10,000 to 


$25,000, Buick dealership, New Jersey. 
Profitable operation with excellent growth 
potential, Box 2717, c/o Automotive 
News, Detroit 7. 


CARS WANTED 


CADILLAC LIMOUSINES and hearses — 
sharp, late models only, Franz Ridgway. 
BE 4-6611, 2836 N. E, Sandy, Portland 
12, Oregon, 


ASSOCIATED SOUTHERN BUYERS will 


buy for cash, $100,000 and up, fleet or 
finance company inventory. Adequate 
capital, expert appraisal, efficient trans- 
portation. Southern Buyers, Box 165, 
Summerville, Georgia. Call: 857-1491. 


CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


61 Volkswagens 
Fully Americanized 


* 
IN STOCK 
Immediate Delivery 


6 
Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall. 3-7390 





TRUCKS WANTED 


WRECKER WANTED. Prefer Holmes on 


Chevrolet chassis, Prefer 1-ton ~ with 
duals. Must be in good condition, Send 
complete information and pictures to 
Loveland Chevrolet, North Bend, Wash. 


TRUCKS FOR SALE 


truck tractor. 
Cummins JT-170 engine, single axle, 
10.00 x 20 tires, 8 speed road ranger 
transmission, Midway Consumers Credit 
Co., 1625 University Ave., St. Paul, 
Minn, MI 5-3981. 


AUTOMOTIVE NEWS, AUGUST 14, 1961 


PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., 
Lauderdale, Florida. JA 2-7491. 


NEED PARTS for a Chevrolet heavy duty 
truck? Try Bill White Chevrolet, Tulsa. 
$250,000 inventory perpetually controlled, 


NSU PRINZ and SPORT PRINZ PARTS 
and accessories. Contact nearest distribu- 
tor or national parts center: Ludwig 
Motor Corp., 421 E. 91st. St., New York 
28. TRafalgar 6-7010 (sole U. 8S. Im- 
porter for NSU cars and parts; Trans- 
continental Motors, Inc., 230 Park Ave., 
New York 17, MUrray Hill 9-2710.) 














PARTS FOR VOLKSWAGEN 


Importer and Distributor 
Buy Direct 


Write for Free Catalog 
GLOBE AUTOMOTIVE IMPORTS, INC. 
MONTGOMERY, N. Y. 


Tel. Newburgh JO. 2-0847 
Cable address GLOIMP 





BUSES FOR SALE 


FOR SALE: 1954 Dodge limousine bus, 
12-passenger, Very clean inside, good 
mechanical condition and rubber, Arrow 
Chevrolet Co., 601 E, Superior, Duluth 2, 
Minn. 





SCHOOL BUSES 
FORD — CHEVROLET — DODGE 
54-Passenger 
1955, $1,350; 1956, $1,950; 1957, $2,750 
Immediate Delivery—Reconditioned—tTerms 


COUNTY SCHOOL SERVICE, INC. 
23 South St., y Conn. 
4. Egan — Tel. Pioneer 3-4437 





ANTIQUE, CLASSIC CARS FOR SALE 


1936 Ford Phaeton, completely restored. 
Over $3,000 invested. Contact Cody Mo- 
tors (Ford), Cody, Wyo. 


ACCESSORIES FOR SALE 














PORTABLE DUAL CONTROLS 


Recommended for Driver-Education Cars by 
the Auto-Industry wy? Safety Committee 
and by Chevrolet, Ford, Plymouth and Ram- 
bler for all their models, including compacts. 
Automatic transmission $25; standard ‘ 
Money back guarantee. PORTABLE DUAL 
cade OLS, INC., 1701 Balmoral, Detroit 3, 
ch. 





PLANT FOR SALE 


FULLY EQUIPPED MODERN 
PLANT FOR SALE 


One story metal furniture plant, 180,000 sq. 
ft., fully equipped with modern metal work- 
ing machinery in Goshen, Indiana. New York 
Central Railroad siding alongside shipping 
dock and good truck transportation. Equip- 
ment includes new 5 stage paint metal prep- 
aration, number 2 Ramsburg installed 1961, 


‘| and bake ovens, Presses and other machinery 


for metal fabrication now in plant. Building 
is masonry construction, modern. Write in- 
quiries to A. Tombari, Executive Vice-Presi- 
dent, 1401 Summit St., Toledo 1, Ohio, or call 
him at Toledo, Cherry 1-610. 


MISCELLANEOUS FOR SALE 


60" SEARCH-LIGHTS 
AND GENERATORS 


800 Million Candle Power 


BRAND NEW 


BEST TRAFFIC BUILDER 
FOR NEW OR USED 
CAR LOTS 


$2,500.00 for Both Units 
MARION LINCOLN 
MERCURY CO. 
Marion, Ohio 











SEE PAGE 30 
for the nation's 
TOP AUTO AUCTIONS 
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“| WHY SETTLE FOR LESS .. . 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


= 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL “'v" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


e 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
i ae 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


« 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard 2 Lerge 
Adapter ens Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 


Four Clamp Hook-Up 


Dealers’ List F.0.8. Factory ............ «-+-$59.80 
Dealers’ 25% Discount .............. wasseons 14.95 


Dealers’ Net with 4 $44.85 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Ceupler 


Dealers’ List F.0.B. Factory ................$51.00 
Dealers’ 25% Discount ...................... 12.78 
Somaleed aang St lacs $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Indus 

since 1939" 








Car Dealer (] 


Jobber [] Insurance [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TRADE CONNECTION: 
Truck Dealer [] 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 


BGS 6oassscaavadoan 


Manufacturer [] 


Financial [] Supplier [1] 
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“Limited Slip Differentials 
Are A Must On All Of Our ’62 


Demonstrators!’’ 


Order factory-installed limited slip differentials on all your ’62 demonstrators! Then 
—when you need ’em you'll have ’em. To demonstrate a limited slip differential is to sell 
it—and there are so many prospects! Nobody can afford to get stuck . . ..and a limited 
slip differential directs power to the rear wheel with the greater traction . . . keeping the 
car on the “go”, 

Ever think how many of your customers need this safety option? Doctors, veterinar- 
ians, salesmen, police, taxi drivers, housewives, rural letter carriers . . . and on and on 
... they all need a limited slip differential! 
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Stop your right rear wheel. on a pile of wet leaves which Use your gravel drive or a grassy strip where you can Dirt really flies when a car with a conventional diffe- In the winter, if you’re where the temperature goé 
you can place at the curb yourself, then demonstrate run one rear wheel off into soft soil. You fan put on a rential starts with one wheel in the mud. You can below freezing, put one rear wheel on a patch of ice¢ 
how limited slip differential lets you start up smoothly powerful demonstration of how easy it iy to get going make a mud puddle in your used car tot or in a field— packed down snow and show your customer how 
and with no wheel spin—because the power goes to instantly—with limited slip differential. and show how limited slip differential insures a quick, limited slip differential lets you start up instantly. 
the wheel with the traction. clean take-off. 


ORDER LIMITED SLIP DIFFERENTIALS << 
ON AE, YOUR ‘62 DEMONSTRATORS! CORPORATION Toledo 1, Ohio 
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